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Diagram illustrating the simplicity of the Eveready Layer- 
bilt construction. Only two broad metal bands and only 
five soldered connections. No waste spaces. It’s all bat- 








tery. Layerbilt construction is an exclusive Eveready 
feature. Only Eveready makes Layerbilt Batteries. 


Diagram illustrating the construction of a cylindrical cell 
“B” battery. Two solderings per cell, or 60 in all, and 29 
fine wires—89 chances for trouble. Note waste spaces 


between cells. 


WE’RE TELLING THE WORLD THESE 


INSIDE «FACTS 


THE MOST sales-commanding ad- 
vertising ever run on “B” bat- 
teries is that now appearing for 
the famous Eveready Layerbilts. 
Inside facts, supported by dia- 
grams, pound home Eveready 
Layerbilt superiority. 

The public is told the story of 
the 29 delicate fine wires and 60 
solderings in the separate-cell 
type of battery. 

And it sees the other picture 
— flat cells, only two broad 
bands, 34 inch wide, only five 
soldered connections — the per- 
fect Eveready Layerbilt. 

So the story of Eveready Layer- 
bilt superiority in construction, 
in reliability, in convenience and 
economy, is told forcefully, vig- 
orously, effectively. 


This is the original Large Size 
Eveready Layerbilt No. 486 


for heavy duty. 


List price, $4.25, only 25 cents 
more than the Eveready cylin- 
drical cell battery of the same 
size, No. 770. There is another 
Eveready Layerbilt in Medium 
Size No. 485 —list price, 
$2.95, only 20 cents more 
than the Eveready cylindrical 


cell “B” battery No. 772. 
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No wonder Eveready Layer- 
bilts are the largest selling and 
easiest selling “B”’ batteries there 
are! 


NATIONAL CARBON CO., INC. 
New York, N. Y. 


Branches: Chicago, Kansas City, 
New York City, San Francisco 


C 
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Unit of Union Carbide and Carbon Corporation 


« 
IN VITAL SERVICES 


Eveready Layerbilts are being 
used in Automatic train control, 
aircraft beacon receivers, talk- 
ing motion pictures, short wave 
transmission, picture trans- 
mission, television, for the pro- 
tection of life and property and 
to secure instant, unfailing, 
noiseless, perfect electrical 
power. 
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Use these selling 
points to win 
the Appleton 
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1. Loosen nut 2. Insert conduit 3. Tighten nut 


APPLETON 
NO-THREAD MALLEABLE UNILETS.... 
..- Will Last a Lifetime 


The labor cost of threading conduits is saved 
and installation time is shortened. 





Because they are made of malleable iron with 
a cadmium finish, Appleton No-Thread 





Unilets are practically corrosion proof. In 
addition they are unaffected by constant 
vibration or hammering. 


Appleton No-Thread Unilets pay for them- 


There is a size and type of Appleton No- 
Thread Malleable Unilet for every possible 
need . . . as shown in Bulletin 9-MA. 

Tear out the coupon and fill it in now. 





Catalog on request, giving complete list- 
ing of Threaded and No-Thread Unilets, and 
other Conduit Fittings. 


selves by their long life and ease of install- 
ing. Just loosen the nut—insert the conduit 
—tighten the nut. That's all there is to it. 


Appleton No-Thread Unilets are listed as Standard by Underwriters’ Laboratortes in ¥2-ineh to 4-inch sizes, inclusive 
SOLD THROUGH JOBBERS 


APPLETON ELECTRIC COMPANY 
1734 Wellington Ave., Chicago, U. S. A. 


New York—150 Varick St. San Francisco—655 Minna St. 
Los Angeles—340 Azusa St. Seattle—628 Railroad Ave. 


APPLETON 


No-Thread Malleable 
Please send us a copy of your new Bulletin 9-MA on Malleable 
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: No-Thread Unilets, together with prices. 
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AppPLeTON Evectric CoMPANY 
1734 Wellington Avenue, Chicago 





The Original Threadless Conduit Fittings 


The products of ‘“is company are entered in the prize contest for this month. 


prize will be awarded the salesman selling the greatest quantity during the month. 
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HYLAND ELECTRICAL SUPPLY COMPANY 


S.J. Rosentha’, Vice-Pres. and Sec. M.C. Taradash, Pres. W.D. Hughes, Ass’t. Trea ; C. H. Weicensang, Vice-Pres. and Sales Mer. 





C. TARADASH organized The company has developed rap- 

the Hyland Electrical Sup- idly from its inception, and it has 

® ply Co., in September, shown a substantial gain every 

1918, at 25 South Desplaines St., in’ year. At present it has 12 out- 

which location he had desk room. side salesmen covering Chicago 

and the metropolitan area. <A 

e* @ 4 ~ 

complete fixture department and 

In 1920 the business was incor- show room was installed last year 

porated, and was moved to 31 for the benefit of its contractors 

North Franklin St., with approxi- and dealers. 
mately four thousand square feet 
of floor space. After building 

balconies and extensions to their The company is said to be one 


S S24 


Franklin street location, they of the largest independent lamp 
found it necessary, in 1924, to jobbers in Chicago and has re- 
move to their present luxurious cently added radio to its line of 
quarters at 700 Jackson Blvd., merchandise, having been just 
in which they occupy approximate- appointed a distributor of Kolster- 
ly 25,000 square feet of space. Brandes sets. 
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Why don’t You win this #25.” 


A CASH prize of 
$25.00 will be paid the 
wholesaler’s salesman who 
sells the most Durabilt Prod- 
ucts during July. 


It’s no uphill job to push 
these well known, 
constantly advertised, 
quality wiring materi- 
als, which have been 
saving time on wiring 
jobs for years. 


DURABILF. 


PRODUCTS on 





ANACONDA WIRE &% CABLE COMPANY 


General Offices, 25 Broadway, NEW YORK 
Chicago Office, 111 West Washington St. 





The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 








©cis8 36759 















he magazine 

















electrical distributor and hissalesmen Y 

















of the wholesale 

















Committee Set-up 


—Heatured at 


Hot S prings 


Twenty- first Annual Convention 
of the National Electrical Wholesalers 
Association Plans More Effective Use of 


Committee Man Power 


ERHAPS the most concrete suggestion coming 
Pe of the Twenty-first Annual Convention of 

the National Electrical Wholesalers Association, 
held at Hot Springs, Va., May 27 to 31, was one that 
riginated in the Free Lance Jobbers Club and which 
was presented at one of the executive sessions by 
Martin Wolf, chairman. 

It was recommended first that the present Mer- 
chandise Committees, of which there are about a 
dozen, be renamed Commodity Committees. Fur- 
thermore, within each one of these Commodity 
Committees it was recommended that three sub- 
committees be formed—one on trade relations, one 
on market surveys and the third on merchandising 
methods—to be appointed by the Commodity Com- 
mittee chairmen. 

The reason for these suggested changes lies in 
the fact that the association as a whole, the execu- 
tive committee or some of the other general com- 
mittees are frequently in urgent need of statistics or 
data on these three primary divisions of the jobbing 
business. Heretofore it has been difficult to obtain 
this information through any organized body aside 
irom the managing director’s office. 

Relegating Responsibility 

Therefore, it seemed reasonable that if these three 

sub-committees, each with its chairman, be set up 





Wat you get 


out of an associa- 
tion measures up 
exactly with what 
you put into it. 





under each one of the commodity committees in al- 
most all cases there would be some one man to go 
to (that particular chairman) who would be respon- 
sible for just his own phase of the work, and that 
tangible, concrete results would be obtainable with 
very little lost motion. 

The decision was finally made to appoint a steer- 
ing committee to consist of four members whose 
duty it is to put this plan into effect with one or 
two of the larger committees and at the fall meet- 
ing there would then be available a report as to just 
how satisfactorily it worked out. 





















































Ait the left is E. Donald Tolles, managing director of the N. E. 
W. A., and Dr. James Cattell, who entertained with a splendid talk. 
“What's that?”—Oh yes, Donald ts on the right. From the pleas- 
ant expressions you can readily judge that business was a long way 
from the minds of the following foursome. They are: Sam Bord- 


man, Franklin Electric Co., Philadelphia; J. A. Jaques, sales manager, Triangle Conduit Co.; I. I. Jaffe, Silk City Electric Supply 
Co., Patterson, N. J., and “Bob” Beller, Beller Electric Supply Co., Newark. H. H. Tully of the Doubleday-Hill Electric Co., 
Pittsburgh and L. T. Milnor of the Milnor Electric Co., Cincinnati, exchanging a few pleasantries before teeing off in the tour- 
nament. Last is a splendid picture of two old friends. On the left is John P. Coghlin of the Coghlin Electric Co., Worcester, 
Mass., anxiously waiting for Franklin Overbagh’s reply to his last question. The “General” seems to be turning it over carefully 


in his mind 
Advantages of Membership 

Chairman Cullinan in his opening address pointed 
out a number of advantages of association member- 
ship. (1) The jobber must see men, both among 
suppliers and his own industry. He meets a great 
many of them at the spring and fall meetings and 
saves much in time and railroad fare. (2) The large 
affiliated houses are run as units. Their contacts 
with each other are at these meetings, much the 
same as among independents. (3) Problems are 
continually arising in vour business. Don’t jump 
at conclusions in remedying them. Get the experi- 
ence of other older jobbers at the meetings. Maybe 
thev have tried your remedies and found them 
wanting. 

Over-Production in Radio 

Mr. Cullinan remarked that there is a tremendous 
over-production in radio now in prospect. As a 
consequence the jobber faces a great task in hold- 
ing sufficient compensation on radio in the next two 
years. 

His view of the business situation as a whole is 
that more business can be anticipated this year. 
While the low price of wheat indicates a slowing 
down of western prosperity, yet, it is hoped that a 
larger crop will more than offset the sales figure 


Taking the pictures in order from the left, the first is mostly 


so that approximately the same amount of money 
will be available for the purpose of merchandise. 
He also pointed out that wholesalers must bear in 





NEW MEMBERS ELECTED 

Gabel Electric Co., Inc., 143 West 22nd St., New 
York. 

Gertler Electric Co., Inc., 220 West 83rd St., New 
York. 

Holloway-Bentz & Co., Inc., 89 Reade St., New 
York. 

Hub Electrical Supply Co., 298 East 148th St., 
New York. 

Ostrander Electrical Supply Corp., 18 Warren St., 
New York. 

Graybar Electric Co., Inc., Boston, Cleveland, 
Kansas City, Pittsburgh. 








FUTURE MEETINGS 


The next general meeting of the National Elec- 
trical Wholesalers Association will be held in Cleve- 
land some time in the month of November, 1929. 

The next annual meeting will be held as usual at 
Hot Springs, Va. Both dates will be fixed later. 











¢ 


N. J. MacDonald, sales manager, Thomas & Betts. “Mac,” 


having been born in Scotland, knows his way around a golf course. To his left is F. K. Gorke, of J. H. Gorke, Estate, Syra- 
use, N. Y., and right a half-portion view of H. F. Nelson, New York State agent, Amerwan Circular Loom Co. Something 
seems to strike H. A. Hammond as being funny. He is in the center picture and is eastern sales manager of the Rome Wire 
Co., at New York. Just a couple of broad smiles from the southwest. Roy Roberts of the Roberts Empire Electric Co., and 


Harry Hobson who heads the General Electric Supply Corp, Dallas, back in citisen’s clothes and ready to go home. 
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B. M. Slicting, left, general sales manager of the Trico Fuse 


Mfg. Co., Milwaukee, was on hand to meet his jobbers. 
“What, not a jobber in the picture”’—this was taken the after- 
noon of the jobbers’ tournament, so the manufacturers enter- 
tained each other. They are, reading from left to right: “Dick” 
Holliweil, Economy Fuse & Mfg. Co., Chicago; Morgan Ellis, 
Steel & Tubes, Inc., Brooklyn, and Leo Mockenhaupt, Harvey 
Hubbell, Chicago. 


mind that they are selling service first of all. In 
view of the fact that the manufacturer is dealing 
with new economic forces, throwing him into com- 
petition with other industries for the. consumers’ 
money, the wholesaler must sell the manufacturer 
on his serviceability in order that he can keep open 
the channel of logical distribution. 


Biddle Plan Discussed 

A discussion was held on the proposed Biddle 
credit plan. The council for the association pointed 
out that the Supreme Court ruled that it is entirely 
legal to have a credit exchange in a city but that 
each man should have charge of his own credit. In 
other words, when a list is received from the cred- 
it exchange a decision of what the individual should 
do regarding any creditor on that list must rest 
with his own individual opinion. 


Suggestions on Appliance Sales 
L. T. Milnor, chairman of the household motor- 
driven devices committee, made some interesting 
observations in his report. For one thing, the spin- 


ner type washing machine has great possibilities 
when the price has been reduced sufficiently. 

Manufacturers are trying to decrease the jobbers’ 
margin of profit on washers—they are serious about 
it. This is in an attempt to get the retail price to 
$100 or under. 






looks like he was headed for a little putting practice. 


of their party. 
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“Company, attention!”’—and Louis Philo of the Tel-Electric Co., Houston, snapped right into tt 
Second picture, J. A. F 
about to show D. A. Hughes how to play the game. In order to settie any little argument, M. F. Burns, sales manager 
of Cunningham, has joined the party. Third picture, “Jim” Vaughan, Stanley & Patterson; Harry Carroll, Carroll Elec- 
tric Co., Washington, and “Tom” Nolan of Edwards & Co., caught as they were looking around for the fourth member 
Last picture, “All the Brains in Graybar.” 
Forest, sales manager, New York; “Herb” Metz, advertising manager; John Gleason, 
sales manager, Chicago, and Lows Fulle, secretary 





ELECTED 
TO TAKE 
OFFICE 
JULY 1, 
1929 





Cullinan Keatley 





TULLE LEP 


Chairman of Executive Committee—George E. 
Cullinan, Vice-Pres., Graybar Elec. Co., Inc., New 
York. 

Vice-Chairman of 
Keatley, Pres., 
W. Va. 


Executive Committee—E. M 
Virginian Electric, Inc., Charleston, 


MEMBERS OF THE EXECUTIVE 
COMMITTEE 


F. M. Bernardin, Chairman of the Board, Midwest 
General Elec. Sup. Co., Kansas City, Mo. 

E. C. Graham, President, National Electrical Sup. 
Co., Washington, D. C. 

W. J. Kranzer, President, 


Crannell, Nugent & 


Kranzer, Inc., New York. 

L. T. Milnor, President, Milnor Electric Co., 
Cleveland, Ohio. 

C. B. Peck, President, Charleston Electric Sup. 


Co., Charleston, W. Va. 
M. J. Wolf, Vice-President and General Manager, 
Electric Appliance Co., Chicago. 


DIVISIONS 


Chairman of 
President, 
W. Va. 

Chairman of 
President, C. J. 


ids, Mich. 


Division—E,. M. 
Electric, Inc., 


Atlantic 
Virginian 


Keatley, 
Charleston, 


Central Division—C. J. Litscher, 
Litscher Electric Co., Grand Rap- 











In the health motor or exerciser he sees a pos- 
sible staple though brought out only as a fad. The 
electric clock has great possibilities also. Refriger- 
ation equipment at only 6% of saturation is still 
in the pioneering stage. 

Salesmen’s Compensation 

Krank A. Ketcham, president of the Graybar 
Electric Co., made some enlightening remarks on 
salesmen’s compensation. Money predominates in 
their minds naturally, but it is not all-sufficient. 
The salesmen’s desires may broadly be classified 
under five heads: (Turn to Page 50) 


Picture at the left 
Hughes of Langden & Hughes, Utica, ts 


Left to right: W. B. De- 
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H. B. Richmond 
President, Radio Manufacturers Association 


Great Gathering At R. M. A. 
Trade Show. Displays Shown 
in Chicago’s Three Largest 
Hotels. Radio Wholesalers As- 
sociation Gets Action on Tube 
Situation 


Peter Sampson 
President, Radio Wholesalers association 


~Rapio Men 


Storm Chicago 


maelstrom of activities grouped in the R. M. A. 

Trade Show and pluck from it the high spots of 
the convention. For with nearly 29,000 manufac- 
turers, jobbers, and dealers represented, all of whom 
were “picking them up and laying them down” for 
an average mileage per day of seventeen miles, as 
one enterprising delegate figured, it was practically 
impossible to cover everything. 

However, since the inception of this mammoth 
show, much news has always come out of it. The 
Radio Manufacturers Association was represented 
in the display section by 227 companies who pre- 
sented to their jobbers and dealers over $1,000,000 
worth of merchandise for their consideration in the 
booths at the Blackstone, Congress and Stevens 
hotels. 

Sketching briefly the high lights of the sets on dis- 
play, practically all circuits consisted of two or more 
screen grid tubes, one or two 227 type tubes and 
245’s in push pull in the last stage of audio. 

Complete shielding and solid metal construction of 
chassis. Aluminum and steel are the metals most 
generally used. 

Improved type of dynamic speakers were chiefly 
in evidence. Some magnetics were on display, as 
also was the induction type. The electrostatic 


|: IS an extremely difficult task to reach into the 


speaker was shown by a few manufacturers. 
The feature of the R. M. A. Show was, of course, 
Over 2,500 attended, and the figure 


the banquet. 
JULY, 1929 





would have been larger had it been possible to ac- 
commodate the demand for tickets. A well balanced 
program of grand opera artists and vaudeville stars 
entertained with a 40-station hook-up listening in. 

At the closed membership meeting on Thursday, 
June 6, Judge John W. Van Allen, legal counsel for 
the Association, emphasized the necessity for the 
R. M. A. getting concerted action on adverse laws 
now in the docket at Washington. 

Radio Wholesalers 

The activities of the Radio Wholesalers Associa- 
tion is reported in its own section of THE JOBBER’S 
SALESMAN by H. G. Erstrom, executive secretary- 
treasurer of the Association. However, the results 
of the tube committee’s work as reported by Martin 
J. Wolf, chairman, must come in for consideration 
here. 

There was quite some discussion during the past 
year on tubes being consigned to wholesalers. Ob- 
viously, however, as the tube committee points out, 
if certain set manufacturers buy R. C. A. tubes for 
each socket for this year’s production and in turn 
sell outright to their distributors, any plan of con- 
signing to wholesalers is unthinkable. “No whole- 
saler will agree to accept R. C. A. tubes on con- 
signment,” says the committee, “with enforced re- 
sale prices scheduled, if faced with competition on 
the same brand by competing wholesalers who buy 
outright and who may sell at any price they please.” 

The committee feels that there is a possibility of 


9 








John C. Tully 
Treasurer, R. M. A. 


shortage in screen grid tubes early in the Fall, al- 
though it looks for a production which will be ample. 
Aside from possible difficulty in obtaining 24 and 45 
tubes, the committee feels there need be small con- 
cern over tube supplies as a questionnaire summary 
on that subject sent to nine manufacturers shows 
their plans for increasing production, floor space and 
facilities as follows: 


Increase In Factory 

Production Expansion 
Manufacturer No. 1 200% 150% 
se liar. 100% 300% 
‘a sie 600% 300% 
se ea 400% 350% 
eae; 50% 50% 
si og 100% 100% 
Ks ame 50% 100% 
8 300% — 


The tube license situation also came in for some 
study although the tube committee has not as yet 
formed any conclusions as to the advisability of 
wholesalers going into this subject exhaustively. It 
does state in its report that “Possibly a guarantee 
keeping wholesalers safe from financial harm when 
buying unlicensed tubes would be some safeguard.” 

The outstanding action of this 
committee was its survey on the 
tube profits and the results ob- 
tained by that survey. 

The tube questionnaire sum- 
maries showed net profits as fol- 


lows: 

Wholesalers handling radio 

with musical merchandise  .32% 
Wholesalers handling radio 

with hardware supplies 1.69% 
Wholesalers handling radio 

with auto supplies 1.49% 
Wholesalers handling radio 

with electrical supplies 2.24% 
Wholesalers handling radio 

only 86% 


After these results of the ques- 
tionnaires were given to Cunning- 
ham and R. C. A. representatives, 
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Michael Ert 
President, F. R. T. A. 





committee modifying tube discounts 
In accomplishing that, the tube com 
mittee clearly evidenced the value oi 
wholesalers working together. Prob 
ably no greater service affecting tube 
business has ever been rendered the 
radio industry than that accom 
plished by the Radio Wholesalers 
Association on this one subject alone. 


Federated 


The convention held by the Feder- 
ated Radio Trade Association in con- 
junction with the R. M. A. Trade 
Show and convention marked the 
turning point in the history of the 
Federated movements. At this time 
the Association reverted to its origi- 
nal form and became a national as- 
sociation of associations. Through 
this method, every local and terri- 
torial radio trade association or group whose pur- 
pose is the development of the radio industry and the 
betterment of conditions within it are eligible for 
membership. The dues for local associations are $25 
per year which allows two delegates with their alter- 
nates. For every additional $25 paid into the Feder- 
ated treasury, two additional delegates are allowed. 
In this way prominent local associations qualified 
and able to carry on additional financial burdens can 
register a large number of their members with the 
Federated. 

The Radio Wholesalers Association is affiliated 
with the Federated as also are a national association 
of retailers and national organization of manufac- 
turers representatives. 

Under the able leadership of Michael Ert of Mil- 
waukee, the Federated has grown greatly during the 
last few months and through the interest evoked by 
the retailers and the publishing of a booklet on “How 
to Organize a Local Radio Trade Association” there 
has been created over 65 local associations through- 
out the country. The Federated now has approxi- 
mately 30 associations affili- (Turn to Page 95) 





: Just got rid of their baggage and are all rarin’ to go at the R. M. A. show in 
a telegram was received by the tube — Chicago. All are members of the Crescent Electric Supply Co., Davenport, Ia. 
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KF YOU hold something 
nice to eat in front of a 


turtle and don’t make 
any sudden movement, he 
will come out of his shell 
and accept your offering 
with thanks. But, if you 
holler at him or try to ram the meat 
throat, back he goes in his shell and only a meat- 
ax will dislodge him. 

Turtles grew shells for protection against enemies, 
while the adjustable head and neck are made so 
Brer Terrapin can stick it out to gather food and 
hob-nob with his friends. For practically the same 
reasons the purchasing agent, at least during busi- 
ness hours, has thrown about him an invisible but 
decidedly evident wall of aloofness—a sort of at- 
mosphere through which no one can pass until he 
has been inspected and labeled. This protective 
irmor of the purchasing agent as a class was made 
necessary by the moronic tactics of a certain type 
of four-flushing know-it-all type of salesman who 
takes undue advantage of any sign of friendliness. 

In answer to the question: “Are P. A.’s human?” 
the testimony of a score of jobbers’ salesmen is 
oth and interesting. Yet the 
runs pretty much the same—that they are most 
ertainly human and that there is none living who 
annot be won over eventually by some means or 
ther. In passing on some of the experiences re- 


down his 


varied consensus 
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There Is No Purchasing Agent 

Without a Chink In His Armor. 

It Is Up To the Salesman to Find 
‘Achilles’ Heel” in each case 






















































































By Coir A.{DUKE) SMITH 


lated, we class as purchas- 
ing agents all men whose 
duties are the buying of 
material for a _ business 
firm. 

“They human all 
right” said the first sales- 
interviewed “and at heart 90 per cent are 
good fellows. But to prove this you have to dig 
your way through a lot of obstacles—their likes and 
dislikes, prejudice against certain goods, restrictions 
over which they have no control, which includes 
lack of full authority, lack of proper time to get 
acquainted, and so forth. 

“One of my queerest and yet most simple cases 


are 


man 


was a school teacher who, through a change in the 
business, suddenly became superintendent of a mine, 
doing all the buying. 
bit and I couldn’t get him anywhere in the neigh- 
borhood of the dotted line. Still I wanted to retain 
his good will and for several visits I said nothing 
of orders, but spent my time telling him what a 
swell job he had. and how much faster and cheaper 
he was getting his coal out of the ground than the 
This proved 


The rise went to his head a 


other supers with longer experience. 
to be the key to his heart for one day he suddenly 
brought up the subject of some needed equipment 
and gave me a large order without any competition.” 

“T called on one buyer for several years with 
out getting any business” says an old timer, “and 
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to make it worse, no matter how often I called 
on him he never could remember my name. I 
believe I could have gone on calling forever with- 
out getting an order if I hadn’t gotten sore and 
decided to jar him out of it. To make a long story 
short I walked into that bird’s office on the second 
of December clad in white flannels, a straw hat and 
white shoes, swinging a bamboo cane. He nearly 
had heart failure, but believe me, he never forgot 
me again and what’s more he never forgot to save 
me an order.” 


SALESMAN who calls on industrials only re- 
A members with glee how he got under the skin 
of a certain buyer who was notoriously hard-boiled. 
“When I went into his office I always felt like a 
horse under a mean rider—always rolling both eyes 
back to anticipate the next dig in the ribs. This 
fellow would ride salesmen continuously about any- 
thing and everything connected with prices, deliv- 
ery, and so forth, and he sure made it sting. After six 
months I despaired of getting any but very small 
orders and the nagging was terrible. I didn’t think 
he had a drop of human kindness in his carcass. 
However, I didn’t give up and when I learned his 
plant was having a lot of trouble with lamps I 
elected to go out and check up the voltage. What 
I found enabled me to recommend changes and the 
result was astonishing. This rough-riding buyer 
simply changed his disposition over night and in no 
time at all was giving me business far beyond my 
fondest hopes. 

“Most purchasing agents are susceptible to per- 
sonal attention, that is, it doesn’t make them 
mad if you make quite a fuss over them. I found 
one man who was just the opposite and I ac- 
tually got the bulk of his business by treating him 
carelessly, almost indifferently. I had discovered 
this angle of his while 
studying him during a 





by their treatment of these so-called figure-head 

As a matter of fact they are good men and can pa 

out a lot of nice business. I found it good poli 

to cater to these boys. When I have somethin 

good I go to the buyer instead of the higher-up a. 
the others do. I tell him my story and then alway- 
ask him to put the thing over for me which | 

nearly always does. Also it makes him my frien 

and in two cases where these buyers were give 

more latitude, I profited accordingly.” 

“All’s well that ends well” says a hustling cit: 
salesman. “But I know I could get a dollar fo 
this story from the ‘Embarrassing Moments’ edi 
tor. I had called on a man for several’ month 
without result and had found him about the coldes 
proposition I ever saw—couldn’t get any kind of 
rise out of him. 


we NE day, about 4:30 P. M. after visiting 
plant in the country, I dropped off at a road 
house for a sandwich and a bottle of beer. After sit 
ting down I discovered I only had about a dollar in 
my jeans, but didn’t worry as I was alone. How 
ever, I heard someone call me and who should it be 
but Mr. Iceberg! Just at a time when I would like 
to have had plenty of money, and I was broke! 
“I dragged myself to his table wondering how | 
could get by as the beer was fifty cents a throw. 
I decided there was no use bluffing and made i 
clean breast of it. Well, this former iceberg broke 
into a roar and insisted on my staying. We leit 
at nine P. M. the best of friends, and he had paid 
for everything. Still I felt nothing would come 
of it, that he would forget everything in the chill) 
atmosphere of his office. On the contrary he began 
buying from me the next week, never gave the 
joke away, and is still one of my best accounts. 
These men are human, and appreciate frankness.” 
Summing up, there are 
bad eggs among purchas 











flock of unsuccessful calls. 

When I made up my mind 

that he really liked blunt- tor aS 8 

ness, quick action and no ; 
chummy talk or compli- 4 yr. 
ments, I tried it out. shy: Lc 4 
After that he would look HASING DA 
pleased when I came in PENT ™ Yy 
but the rest of the inter- > 
view would be gruff and LY 
strictly to the point, a: 
though I seldom went out 

without a good order.” 





os HERE a_ purchas- 

ing agent  hasn’t 
full authority to buy any- 
thing and everything, he 
is liable to be sensiti-ve 
about it” says another job- 
ber’s salesman. “I have 
a half dozen of these on 
my list and I have to 


laugh at the way some of  «q Watked Into That Bird’s Office In December 
Clad In White Flannels.” 


the boys gyp themselves 
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- ing agents just as there 
are in other classes. There 
are a few buyers so 
mean they are hated by) 
those who deal with them, 
but the majority respond 
to the kind of approach 
suited to their ideas and 
habits, and there is none 
without a chink some 
where in his armor. It 1s 
up to the individual sales 
a man to find “Achilles 
y Heel” in each separate 
case. There is no rule or 
formula that will cover al! 
the ground, but there is 
one thing that all sales 
men should practice in 
their ice-breaking activi 
ties. That is, vary the at- 
tack, try a different stunt 
each time, and never be 
content to stay in a rut. 
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On the Firing 
Line with 


“What Else’ Cole 


It’s Comparatively Easy to Sell a 
Dealer—The Job Lies in Selling Him 
Something That He Can Sell, Accord- 
ing To the Experience of R. S. Cole, a 


Successful Texas-Louisiana Salesman 


OWN in Northeast Texas 
D they call him “What 

Else?” Cole, because that 
seemingly is his eternal question while on the road, 
seeing customers and prospects. He greets ’em with 
“What else?”’; he packs away his order book and 
catalog with “What else?” as a final sales jab. It’s 
his slogan, his trade mark. His customers get a 
great kick out of it; and therein lies the tale of its 
effectiveness. 

His real name is R. S. Cole; and he works the 
northeast Texas territory for the Interstate Electric 
Co., of Shreveport, La. Cole has been selling for the 
company about six years; and for six years he has 
been eternally pressing that question wherever he 
goes. Probably that is one big reason why he is one 
of the outstanding electrical jobber salesmen of the 
Southwest. 

“I have been asking ’em ‘what else?’ so long,” Mr. 
Cole laughs, “until they feel disappointed now when 
I don’t greet them that way. I find that you certain- 
ly have got to ask ’em to buy nowadays; and that is 
my stock way of asking. I have been asking them 
in that manner so long that it has become a stand- 
ing question in their minds when I’m around, I be- 
lieve, and it really helps me to keep them thinking 
along constructive lines.” 

Not long ago the writer had the pleasure of listen- 
ing in on one of “What Else?” Cole’s sales. It was 
an old but rather tough customer. He was one of 
those men who take particular pride in making up 
their minds and keeping them made up on a specific 
subject. He was the sort who liked to boast that 
when he made a decision it was final. 

And evidently the moment he saw Cole enter the 
door, he made the decision that he was not going to 
buy anything that day. 
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“Well, well,” greeted the sales- 
man, “What else, Mr. Franks?” 
“Not a blame thing, and I 
mean it this time, young chap. I’m bought up to the 
gills, and I know when I’m up with my buying. [’ll 
let you know when I’m in the market again,” he 
replied with a tone of grimness and finality. 

“Well, that’s tough news,” Cole smiled back, “and 
what else?” 

“That ought to be enough!” 

Cole ignored the sternness of the last remark and 
opened his catalog at a newly typed price list. “Any- 
way, Mr. Franks, I’d be doing you an injustice not 
to tell you this one thing. I’m going to do it. It'll 
take less than a minute, and you can do as you 
please. But you can’t say later that I did not tell 
you. Without a doubt wire is going up within ten 
days. As a matter of fact, here’s a notice to that 
effect. If you have the space in your stockroom, it 
would be a good idea to lay away all you can handle, 
because you'll save money.” 

Mr. Franks stuttered a little, easing nearer the 
price list at the same time. He finally said that he 
might find space for another roll of wire. That was 
the beginning. He had broken his promise to himself 
not to buy now, and the rest was comparatively 
easy. He bought two more rolls, to give him three 
different sizes of wire. When Cole left half an hour 
later, he had the customer’s signed order for a little 
more than $400 worth of merchandise, only a small 
part of which was wire. 

But Cole has one rule that he has lived by con- 
sistently for these six years: He will not sell a cus- 
tomer something that the customer himself cannot 
sell; he will not sell a man something that he really 
does not need. ; 

“The biggest thing in selling is the gaining of the 
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customer's confidence,” declares Cole. “That may 
sound elementary; but nevertheless, I believe that 
is one of the most vital selling rules ever laid down 
by any company. It is surprising how long a man 
can call upon a customer or prospect without gain- 
ing his confidence, which proves that it is a rule 
that cannot be too strongly emphasized. 

“Without a man’s confidence he will not permit 
you to help him sell his merchandise. He will not 
take you into his confidence and permit you to 
him to better merchant or contractor; 


and so long as he fails to do these things toward 


assist be a 
the salesman, the latter is never certain of him as 
a customer. 

“In order to establish myself in the confidence of 
my customer, I am exceptionally careful to sell 
him stuff that I earnestly believe will make him 
money. I ask him to try whatever new merchandise 
I have with me, if I believe that he can sell it. 
lf I don’t think it fits into his particular store, | 
will not mention it to him at all; because I know 
that every time I sell something that remains on 
the customers counters, that will be a sore spot for 
me as long as it remains there. 

“Naturally I guess wrong sometimes. But when 
| do recommend a certain item to a customer and 
it does not sell, I get in and help him sell it. I 
get out and sell it for him, if necessary.” 

Mr. Cole believes that for the average contractor- 
dealer to be a better merchant, it is essential that 
the jobber’s salesman assist him in his climb up the 


difficult merchandising ladder. How he works with 





dealers in the sale of lighting fixtures is typical o 
his methods. During the past few months, his cus 
tomer in Jacksonville, Texas, a small town in thx 
eastern part of the state, has sold nearly 200 sets 
of lighting fixtures. The greater part of these Cok 
had a direct hand in closing. 

He builds up an individual catalog of all the illus 
trations and descriptive matter he can get togethe: 
on the three lines of fixtures the company carries 
and turns the catalog over to a good dealer. He 
tells the dealer to stock enough fixtures to give 
him a presentable display, and he will not sell a 
dealer fixtures unless he does have some means of 
showing them. He asks the dealer to use his 
samples and the special combination catalog to in 
terest prospects, and then inform them that the 
wholesaler’s fixture man will be in town in about a 
week and that the dealer will bring him out to see 
the prospect for final recommendations. The cus 
tomer likes the plan, because he feels that he is 
getting expert advice; and the dealer likes it, because 
it eases selling. 

“T find that you’ve got to be of real service to a 
customer if you expect him to stick by you and 
place his confidence in you,” Mr. Cole emphasizes. 
“The salesman’s future increase in volume and 
profits lies in the improved merchandising methods 
of his customers; and time spent helping them to 
be better merchants, though it may seem wasted for 
the time being, will pay big dividends in the long 
run; and time spent in showing a customer that you 
are working for him as much (Turn to Page 110) 








That New York Is Alive to the Fact That Trade Follows Light Is Well 
Evidenced By This Night View Looking Across Battery Park, up Broadway. 
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fortune. It is a Habit” 


Says Bruce Barton 


HEN I was a commuter I sometimes went 
to the station early to watch the other com- 
muters running for the trains. 


I came to know many of them by sight. 


There were ladies and old men, infrequent visitors 
to the city, who arrived long before train-time. 
There the business who arrived one 


were men, 


minute ahead. 


And—just as the gate was about to slam—there 
would come piling across the station the members of 
the Just a Little Late Club. 


I used to sympathize with them at first, supposing 
them to be unfortunates who had missed a car or lost 
their watches. 

But after two years of watching I knew different. 

The membership of the Just a Little Late Club 
does not change from day to day. Membership is 
not a misfortune; it is a habit. And one of the most 
exasperating habits in the world. 

“Never be on time,” said Mark Twain. “You will 
waste too much time waiting for the other fellow.” 

He had in mind the enormous membership of the 


Just a Little Late Club. 


if WAS lunching with a friend the other day when a 
“captain of industry” passed us. He began work 
twenty years ago as an office-boy, and today heads 
one of the great manufacturing concerns of his city. 

“A wonderful fellow,” said my friend. “Last year 
[ had a long series of negotiations with him about 
the formation of a new company. It was necessary 
for us to meet practically every day for nearly three 
months. In all that time he was never late but 
twice, and then only for a few minutes. And each 
time he sent word to me from his office telling me 


that he would be late.” 
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The “Just a Little Late” 
Club 


“The Membership Does Not Change from 
Day to Day. Membership is Not a Mis- 


McClure Newspaper 








Harris & Ewing 


J. P. Morgan figured that every hour of his time 
was worth $1,000, and he had no patience with men 
who were late for appointments, or who, when they 
came to see him, did not give him his money’s worth 
in exchange for the time they took. 

“It is not necessary for me to live,” said Pompey, 
“but it is necessary that I be at a certain point at 


a certain time.” 


ND Lord Nelson said: “I owe all my success in 
life to having been a quarter of an hour before 
my time.” 


I hold up the record of these famous men, in the 
faint hope that it may do some good. 


And yet, the hope is very faint. The habit of un- 


promptness is very tenacious. 

If | am fortunate enough to be inside when the 
pearly gates are closed on the judgment-day, I shall 
know what to expect. 

Five minutes later there will be a terrific battering 
on the gate. St. Peter may be surprised, but I shall 


not be. 


When the gates swing open again, there they will 





be—some of the most lovable and exasperating peo- 


. ® . 
ple who ever lived—panting, apologetic, explanatory 


to the last. 






Syndicate 15 











This is number 111 in our series of shetches of prominent wholesalers 


en You Should Know 


T. B. CABELL 


President, Cabell Electric Company 


of engineers and_ general 





LTHOUGH the Cabells 
A were among the re- 
vered F. F. V.’s, 

(First Families of Virginia,) 


A Solid Success 


contractors which included 
in its activities mechanical 
and electrical engineering 


the subject of this story, ee the competitors of and steam-fitting. 

T. B. Cabell, was born in T. B. Cabell referred to Joseph McWilliams is de- 
Bowling Green, Ky., on him as a solid success back in scribed as a remarkable 
December 24, 1883, spend- the days when he was covering man, who started as a 


ing his boyhood there and 
remaining until after he 
was of age. 

In school, this lad’s trend 
was toward mathematics, 
for which he showed great 
liking, even in his grammar 
school days. By the time 
he had finished high school 
the tendency had become 
very strong. Taking de- 
scriptive geometry without 
an instructor was_ steep 
enough, but he had the bit 
in his teeth by this time 





a territory. Today, there is no 
question about the soundness of 
his success. Setting his course 
firmly toward the building of a 
wholesale selling career, Mr. 
Cabell has attained that pur- 
pose, and in doing so, has not City Electric Company, 
lost sight of the welfare of his 
employes for most of them now 
hold real, voting shares in the pany. Here was some more 
company. His success has 
meant their success. 


steam-fitter and built up a 
great business. With this 
company Mr. Cabell re- 
ceived some valuable ex- 
perience. 

In 1906 he went to Mem- 
phis to work for the Bluff 


electrical contractors, owned 
by the Electric Supply Com- 


valuable experience. 

In the late fall of 1906 
the opportunity to go on 
the road for the Electric 








and finished analytical ge- 
ometry and calculus, always getting the highest marks. 

On leaving high school he went to Ogden Col- 
lege, in Bowling Green, Ky., and in four years re- 
ceived a degree from that Institution. Leaving 
there in the fall of 1902 he passed his examination 
for the Massachusetts Institute of Technology in 
such a manner that he did not have to take mathe- 
matics there until the second semester of his sopho- 
more year. 

Young Cabell graduated from M. I. T. in 1905, 
when he was 21 years old. After making up his 
mind to look for a good job, he went about putting 
some system into the search. Although he had 
made no iron clad decision as to the branch of 
business he would enter, he was interested in the 
electrical line. So he wisely took Dun’s and Brad- 
street’s books and checked up on all the electrical 
firms within a radius of 200 miles of Bowling Green. 

Among those to whom he mailed applications was 
the old Electric Supply Company of Memphis, Tenn. 
Of several replies he received a letter of favorable 
tone from W. R. Herst@in. However, he finally 
made a somewhat different connection with Jos. 
McWilliams & Company, of Louisville, Ky., a firm 
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Supply Company presented 
itself, and the position was accepted. His territory 
consisted of Mississippi, northern Alabama and 
northern Louisiana. He continued in this work 15 
years and at the time of resignation was reported to 
be the highest priced electrical salesman in the South. 

In 1919 he associated himself with S. C. Irby, 
who was formerly in charge of the Commercial 
Department of the Hattiesburg Light & Traction 
Company, then owned by Henry L. Doherty & 
Company. These two started a retail store in con- 
junction with an electrical construction business, 
which in 1921 was changed to a wholesale set-up. 
The original location of the warehouse was opposite 
the present site of the Edwards Hotel, on the IIli- 
nois Central tracks, the office being at 240 East 
Capitol St., Jackson, Miss. The name of the whole- 
sale firm was Cabell-Irby Company. 

In 1924 Mr. Cabell bought Mr. Irby’s interest 
and moved the office in with the warehouse. After 
remaining 10 months in the old location he moved 
to his new building at the present site, 422-424 
South Farish St.; the firm being henceforth known 
as the Cabell Electric Co. The new home was de- 
signed and constructed (Turn to Page 48) 
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T. B. Cabell 


President, Cabell Electric Co., Jackson, Miss. 
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News in Views of the Day 





Attractive Lighting 

Here are some striking ex- 
amples of lighting. Below is 
shown the great Furniture Mart 
located in Chicago. With no 
other large buildings close, the 
cross was quite conspicuous to 
people as they passed along 
Lake Shore Drive.—Underwood 
Photo. 








Floodlighting 
On the left is shown the 
Fisher Building in Detroit. 
All outlets for floodlighting 
were arranged for prior to 
the construction of the build- 
ing. It isa G. E. job. Below 
is shown the Northern Light 
tower, Seattle. ‘Permaflec- 

tors” were installed. 
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A Miniature City 

Below is shown the 
city in miniature de- 
signed by National 
Lamp Works engi- 
neers for use in the 
Nela school of light- 
ing at Cleveland. 
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WIZARD A FULL LINE OF 
No. 230-101 ~ 7 * x 
gm BELL AND SIGNAL 
Capacity. TRANSFORMERS 
w 
TRI-VOLT 
No. 230-121 
Three 
Secondary 
Voltages, 
6, 12, 18 
Volts. 


Type A 
50 Watts 


Heavy Duty 
Transformers 


50to 500 Watt 
Capacity. Wide 
Selection of 
Secondary 
Voltage 


Type E 
250 Watts 


Jefferson 7lucode 


BELL RINGING 222 SIGNAL TRANSFORMER 
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bi Jefferson Nucode Bell-Ringing Transform- 

ers you Can use the same outlet box to attach the 
transformer and to hang a drop cord. Splicing two 
wires and tightening two screws completes the instal- 
lation. You save conduit, one box and the time for 
installing extras. 


The Nucode comes mounted on an outlet box cover 
—either round or square. Both covers have a knockout 
for a drop cord. The round cover fits 31/4,’’ and 4” 
octagon boxes, and the square cover either 31/4,” or 
4" octagon and 4”’ square boxes. 


The Nucode is typical Jefferson quality throughout. 
It is guaranteed by the largest manufacturers of small 
transformers to operate most economically all types 
of bells, buzzers, door openers and annunciators in 
residences and small flat buildings. And itis low-priced. 


The Nucode is one of the complete line of Jefferson 
bell and signal transformers, which includes heavy 
duty types for large apartment buildings, industrial 
plants and public buildings. All are listed as standard 
by the Underwriters’ Laboratories. 


Specify Jeffersons on your next order to your 
wholesaler. If you haven’t our complete catalog No. 33, 
send for a copy. 


JEFFERSON ELECTRIC COMPANY 


1519 West 15th Street, Chicago, Il. 





(8933) 
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Representative Wholesale Houses 
Braid Electric Co., Nashville, Tenn. 
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aa Cor. 
IT) 


WALL 
STRE. 


Architects: 
DELANO & ALDRICH 
New York. 


Engineer: 
CLYDE R. PLACE 
New York. 


Electrical Contractors: 
WALTER H. TAVERNER 
CORPORATION, 
New York. 


No. 1611 
Enclosed 
Tumbler 
Switches 


No. 3974 
Switch & 
Receptacle 
Combinat’s. 
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THE WALL & HANOVER BUILDING 


CORNER WALL and HANOVER Sts. New YORK 


In this job WALTER H. TAVERNER CORPORATION, Electrical Contractors, installed 
678 Enclosed Base Tumbler Switches (H&H No. 1611); 1060 Switch-and-Receptacle Combinauons with 
Bakelite Plates (H&H No. 3974); 1025 Duplex Convenience Outlets (H&H No. 1437); 300 Single 
Convenience Outlets (H&H No. 1435); more than 2000 Plates and miscellaneous H&H Wiring Devices 



















All told, a building of such merit and magnitude as to impose most 
careful selection of Wiring Devices. Which results, very generally, in 
H&H goods exclusively in the modern marts of business, big and little. 


HART & HEGEMAN DIVISION 


THE ARROW-HART & HEGEMAN ELECTRIC CO. 
HARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCE 1890 
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News in Views of the Day 



















Modern Dance Training 

Lysa and Carle van Corsy, 
well known Berlin dancers, 
are the first dancers to in- 
clude daily practice under the 
rays of Alpine suns among 
their daily training exercises. 
Photo shows Lysa_ and 
Carle van Corsy during their 
morning exercises at Dr. 
Held’s Alpine Sun Baths in 
the Kurfuerstendamm, Berlin. 
—P. & A. Photo 






































A Beautiful Scene 

\n express train of the 
electrified St. Gothard rail- 
way in Switzerland, passing 
over the Pianotondo Viaduct 
near Giornico, south of the 
nine and one-quarter mile 
long St. Gothard tunnel.— 
U'nderwood Photo. 

Searchlight to Help 

light Fires 

The San Francisco’ Fire 
Dept. has the only traveling 
electric light plant in the 
country. It supplies 1,000,- 
000 candle power light, and 
has five 1,000 watt search- 
lights mounted atop the 
truck and ten 500 watt lights 
that are portable; 500 feet of 
cable is attached to each 
light with stands so they 
can be put up any place. 
The plant cost $15,000. It 
was designed and made bv 
the San Francisco Fire De pt., 
and will be of great help in 
hehtine night fires.—Wide 


World Photo. 
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HEV EeR 


sTANDARD 


Standard 


COOKER 
RANEES 


4p 


One of 


many reasons 
why Standard 
Electric Ranges 
are the real 
Dealer Line 





“Standard is the Dealer Line.”’’ 
There are many reasons for it... A 
complete line—everything the deal- 
er’s customers can possibly desire in 
electric cooking equipment. .. A line 
of real quality—the déaler knows he 
can stand behind Standard Ranges. 
...A jobber distribution line—con- 
veniently located stocks in the hands 
of jobbers in every locality, 71 job- 
bers in all. ...And—last but not 
least—the line includes cooker 


eva iit F » 3 





RQRUESTION E D 














ranges—exclusive with Standard. 
. Some Standard dealers sell prac- 
tically nothing but cooker ranges, 
they give such satisfaction—they 
operate so efficiently and econom- 
ically. .... The illustration shows 
just one Standard cooker range. 
There are others—andé still others 
of different types—all Standard qual- 
ity. The catalogue shows them all. 
Write for a copy and details of our 
Authorized Dealer Plan. 





“Royal 
Standard” 


Standard’s latest range (No. 
1156), which is writing a new 
chapter of electric range history. 
Send for complete information. 


THE STANDARD ELECTRIC STOVE COMPANY, TOLEDO, OHIO 


Standaw 


ELECTRIC RANGES 
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News in Views of the Day 


Radio Fans 


Just by way of proving that the attractive 
stars of Hollywood are interested in the chief 
product of the radio industry, good entertain- 
ment, we present Ruth Taylor, Buddy Rogers, 
Nancy Carroll and somebody else (name not 
given) enjoying a little music “between the 
acts. 





aber veneer 















School Teacher Invents Speaker 

On the left are Colin Kyle and Jess Hawley, 
looking over the Kyle condenser type radio 
loud speaker. It marks a triumph for Mr. 
Kyle, the California school teacher-inventor 
who has worked on the invention for five 
years. The speaker consists of two metallic 
plates separated by a special dielectric called 
Kylite, a substance named after the inventor. 
The unit is immersed in a bath of low-current 
high-voltage electrical energy. In order to 
provide the high voltage necessary to charge 
the surfaces of the speaker a device known as 
a polarizer, consisting of a small transformer 
to provide 450 volts, a blocking condenser, 
and a rectifier tube, is employed. A tube of 
the 201-A type is used for rectification, deliv- 
ering three to four milliamperes of current, 
which is ample to electrically charge the 
speaker. The polarizing device which is a part 
of the complete speaker makes the unit adapt- 





























able to any standard radio receiver.—Under- 


wood Photo. 

























First Portable Television 
Demonstrated 


The latest step in the field 
of television, a portable trans- 
mitting or broadcasting set, is 
being demonstrated at station 
WGY, as television station 
2XO transmits the image of 
David Wark Griffith, movie 
director and producer. As he 
spoke, his voice was carried 
by radio while his features 
were transmitted by television, 
as far as Los Angeles.  Di- 
rectly in front of Mr. Griffith 
is the radio microphone, and 
back of it are the two boxes 
containing photo-electric 
tubes—the eyes of television. 
—Underwood Photo. 
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Nationally Advertised 
~ They Sell on Sight [ 


URGESS quality is a by-word among the scientists and 
engineers of America. Numberless tests .. . electrical, 
physical, mechanical, chemical .. . prove absolutely and 
conclusively that Burgess Batteries have no equal in power, 
capacity, length of service, dependability and uniformity. 
These indisputable facts are being broadcast this year in 
the strongest campaign ever published by Burgess. Striking 
page advertisements will be used ... featuring individually 
Burgess “Super B” Batteries ... Burgess Flashlights... 
Burgess SnapLite Flashlights. It will pay you to get behind 
this merchandise. Do so! 


BURGESS BATTERY COMPANY General Sales Offices: CHICAGO 
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Price, each, $2.97 Price, each, $2.06 S 72 
CO 


ap 


* 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


FLASHLIGHTS 
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Burgess Ignition Batteries 


No. S461 — Uniplex, 
Metal Shell, 6-volt, 
Standard Package 10, 
Dealer's Price, each, 


$1.6 
No. $562 — Uniplex, 
Metal Shell, 7'<-volt, 
Standard Package 6, 





Dealer’s Price, each, | a 
$1.99 


No. S662—Uni- 
ex, Metal Shell, 
-volt, Standard 
Package 6, Dealer's 
Price, each, $2.37 


No. 6—General Serv- 

ice, Standard Pack- 

ge 50, Dealer’s Price, 
each, 324c 
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Editorial 





The Hot Springs 
Meeting 


HE highlight in the recent Hot Springs 
6 tee of the National Electrical 

Wholesalers Association was the deci- 
sion to try out the suggestion of the ““Inde- 
pendents” that the merchandise committee 
set-up be somewhat revised. 

Briefly, the change suggested was to ap- 
point within each merchandise committee 
three sub-committees, each headed by a 
chairman; these sub-committees to cover 
three essential phases of the jobbing business 
—trade relations, market survey and better 
selling. 

The idea behind this change is to definite- 
ly place responsibility and get action. When 
the association as a whole or various commit- 
tees in the association have been in need of 
certain data or information, in the past they 
have thrown their request at a large more 
or less vague merchandise committee cover- 
ing that particular commodity. It then 
many times became a case of what is every- 
body’s business becoming nobody's. - Now 
they shoot at one man, the chairman of a 
small committee whose business it is to look 
after that subject and that alone. 

To us, this seems like an entirely logical 
and common-sense way of going after results. 


4494 


Radio Show 
Week 


HE R. M: A. Trade Show is unques- 
tionably the high spot in the radio in- 
dustry. It is in every sense of the term 
a radio week set aside for the sole purpose 
of knitting closer together the various units 
which comprise the whole fabric. Natur- 
ally, THe Jopper’s SALESMAN, which has 
been appointed authorized publication of 
that body, is very much interested in the ac- 
tivities of the Radio Wholesalers Associa- 
tion. 


The Radio Wholesalers Association has 











> ZA 

















Henry W.Young Fditonal Director 


accomplished many things during its brie: 
existence, but its outstanding achievement, 
one of concern to the entire industry, has 
been its contribution to the tube situation 
when it presented its exhaustive report on 
that subject compiled by the tube committee 
under the able leadership of Martin Wolf. 

An adjustment in tube discounts has been 
obtained on an equitable basis satisfactory to 
all. A body of men ready and willing to 
give of their time to study and to work on 
the larger problems of the industry as a 
whole should be supported. The Radio 
Wholesalers Association is a rapidly grow 
ing organization. Undoubtedly the time will 
come when a membership in it will be based 
on the volume of business done. So those 
who are considering joining this association 
should do so soon, as the present cost is most 
reasonable and the benefits are most pro- 
nounced, 


Incandescent 


Lamp Sales 


HE June issue of THE JosBer’s SALEs- 

MAN contained a tabulation of jobbers 

1928 sales in 40 key products as com: 
pared with sales for four years previous. 

Some may have noticed the evident ex- 
aggeration of the 1927 incandescent lamp 
sales over 1926 and 1928. In fact the sales 
shown were $46,000,000 for 1926, $72, 
000,000 for 1927 and back to $52,000,000 
for 1928. It is quite evident that something 
must have gone wrong in obtaining the 
1927 figure. 

The statistics are compiled by us upon a 
percentage basis, from a large return from 
all kinds and sizes of jobbers. For the most 
part they are very close to the. actual fig: 
ures, as we have found on many occasions 
where there were any other outside authori- 
ties to check with. But there is no system 
that is infallible, and this one, based on a 
percentage representing a cross-section of 
the field, which is employed by government 
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W.J.M*Lauglalim, Managing Editor 


and insurance statisticians. is no exception. 
Remote as the chances were, it is evident 
that the hundred or more jobbers who re- 
ported on incandescent lamps in 1927 just 
happened to be for the most part jobbers 
who had done an exceptional business. 
Their percentage when applied to the whole 
then threw the figures off. This might not 
happen again in 50 years. 


a. > * 


The Weak Link 

in Chain Stores 

ITHOUT discounting the fact that 

in many respects chain stores are 

good merchandisers, it cannot be 
gainsaid that primarily their appeal to the 
public is on price. While it is true that 
the shaded price which largely accounts for 
their success is made possible by quantity 
buying, it is equally true that the rank and 
file of the manufacturers of quality mer- 
chandise in this country have been and are 
still against price-cutting. 

These chain store systems or mass dis- 
tributors as they are called are in reality 
primarily wholesalers operating retail stores. 
Their price-cutting is simply called by other 
names, and many manufacturers have dealt 
with these mass distributors as they would 
never have dreamed of dealing with the 
common garden variety of price cutter or 
gyp as ordinarily termed. 

Chain stores have flourished of late years 
under the conditions of over-production in 
manufactured products. When this period 
comes to an end one of two things will 
probably happen. Either this new order of 
glorified wholesaler with his own retail 
stores, deriving no profit from his wholesale 
function will come into control of the situ- 
ation, and wipe out the ordinary independ- 
ent wholesaler and retailer or else the ten- 
dency will be strongly back to old estab- 
lished wholesale and retail channels. 

From the legitimate wholesaler’s point of 
view we cannot view the situation with 
great alarm, especially in the face of the 


Les 





very strong competitive element now mani 
fest among the chains themselves. Sooner 
or later the one profit from the wholesale 
and retail operations is not going to suffice. 
There lies the weak link. When the over- 
production period is past and the manvu- 
facturers who have thrown in with them 
become more fastidious, and when the mod- 
ern sales methods employed by the chains 
have been duplicated by the independent 
dealers who are already rapidly “catching 
on,” things will not be so rosy for the 
chains. 

We hold that the old order is going to 
continue, but stimulated into action by the 
shot in the arm that the chain stores have 
administered. 


Quit Junk Man 
Advertising 


HARLES L. BENJAMIN, advertising 

counsellor of Chicago, used strong 

medicine in addressing the Artistic 
Lighting Equipment Association at its re- 
cent Atlantic City convention. One thing 
he said stands out in particular, and al- 
though the following is not a direct quota- 
tion it sums up his thought. 

Fixture manufacturers, jobbers and deal- 
ers should refrain from advertising cheap- 
ness. This “complete lighting fixtures for 
the home—$22.50” kind of a statement, and 
similar stuff is killing the industry. Feature 
instead some particularly handsome and 
costly piece, dwell upon its beauty and how 
it is the thing in the home, and put on a 
big price in the ad. People will then be- 
come aware that there is such a thing as 
quality and design to be desired in fixtures 
and will turn against junk. We will never 
be able to sell the public on residential 
lighting equipment of the right sort as long 
as we timidly put onto the printed page 
illustrations (no matter how clever the ar- 
tist) and price them as so much tin and 
solder. 
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Market for Electrical Supplies 


Compiled Monthly from Reports Made to THE JOBBER’S SALESMAN, by 
Wholesalers, on Market and Price Conditions for 22 Key Products. Numerals 
Indicate Number of Wholesalers Reporting in the Respective Territories. 
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*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, 


Oklahoma and Texas; Central States include all between. 
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1 Du itch 
Genera ty Switc Entrance Switch 


Type bad Na 


What Makes a 
Profitable Switch Line? 


U% your own words...arrange the require- 
ments according to your own selling A \N 
methods and experience in your particular ter- Sales features of C-H Current Breaker 
ritory...but your description of a profitable line Se aa (Mill Duty) 

will include the following points: 1 reaking line in two places 7 Interlocked cover and 


and use of arc blanket to re- mechanism. (Switch can 











; : ; duce air space, reduces arc- be tested by manual release 
1. Features equal in all points and superior ——— Oe 
in some to competition. 2 All parts are removable Mill clip construction. 
2. A wide market among your logical cus- 3 ee operated Q Insulated ball handle. 
tomers. manually both ways should 
3. A type to satisfy d of that market Tings perw do ce cerry 10 Sie ctamineomeace 
. Atypeto satisfy every need of that market. 4 Mees Teabbvenreckecth 
4. A respected, trusted name behind the 5 Flexiblemountingofblades = repair. 
. . : makes them self-aligning. Made in 8 sizes, from 30 to 
line—guaranteeing it. 6% Reick make and quick 11 ps anne at 250 and 
break. . voits. 
Cutler-Hammer (T-V) Safety Switches fulfill Sales features of C-H Industrial Duty 
all your requirements for a profitable line. (Type “A” Switch) 
Practically every customer needs safety 1 Switch mechanism similar 7 Slate base. 
A ° to Current Breaker Type. 
switches of some type...and all are found in the Type “A” construction. 3 om clip construction 
Cutler-Hammer line. All C-H Switches have FRveet 
features which assure long service and safety on Sales features of C-H General Duty Switch 
installations for which that particular type of 1 guis® Kreing —— ern 
switch is intended. And all are backed by the and fusingof contacts clin 3 Type “C” construction 
inat 7 “ 


prestige of the Cutler-Hammer name...a name 


Molded base, resulting in Made in 6 sizes, from 30 to 
trusted and respected throughout every branch : 4 


less breakage, better insu- 400 amperes, at 250 and 


f 2 d ; lating and smaller box 600 volts. 
or industry. ° 
vi Sales features of C-H Entrance Duty Switch 
CUTLER-HAMMER, Inc. 7 Quick break. 4 21 sizes, from 30 to 100 
The Trumbull-Vanderpoel Elec. Mfg. Co., Molded, crackproof ampere, s% 125 and 














250 volts. Solid neutral, 
oars ee Hammer qual- alaalinceaen 
1308 St. Paul Avenue 3 ity. Mp 


MILWAUKEE, WISCONSIN 


CUTLER HAMMER 


High Quality Safety Sw ches for Fvery Service 
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News From The Wholesale Field 


| THE JOBBER’S SALESMAN Maintains Men in the Field, it Sends ) 

out Monthly ‘What's the News Sheets” to Every Wholesaler and it Gladly 
| Receives Voluntary News Contributions and Snapshots from Wholesalers 
| and their Salesmen. All this Enables It to Reflect from Month to 
Month the Personal Element in the Industry. Your Co-operation is 
A Solicited in Making this Human Side of the Magazine More Interesting. 2 






































| Commercial, Toledo, ne ta ate radio ine tion to Pes of pie a 
in Toledo. This department will motors, “Sollux” and “Sollaire’’ 
Changes Name handle the Kolster "Seams line lighting units, “RLM” reflectors, 
The Commercial Electric "uUPp- of radios, for which the company Crouse-Hinds “Condulets” and 
ply Co., Toledo, Ohio, was incor- fas been appointed a distributor. Bryant wiring devices. The Radio 
porated May 1, and hereafter will x ok x Corp.’s “Radiotrons” as well as 
be known as the Commercial Trenton Jobber Enlarges “A” and “B” batteries will be 


Electric Co. There will be no Quarters saosin: 
change in the policies or execu- re ae ii A.‘ J. Schaub, who has been 
tive personnel. The Tab Electric Supply Co.. connected with the electrical in- 


+. Trenton, N. J., has just completed . 
Ihe company has leased and re- b tif | bee J nae P fF dustry for many years, will man- 
ee é é O c + / 
modeled a_ three-story building @ — esi ee Oe ee oa Se Gee, 
and basement at 14-16-18 N. Erie 20d salesroom. The addition re- *k ok x 





St., occupying a site approximate- = a te = _ emge New Offices for Triangle, 
ly 63 by 120 feet. This gives Com- W7!CH Was SDurne recently, anc 
Par salle tei a lianas i Scranton 
mercial about 30,000 square feet COVETS 4 Space approximately of r ar s ; 
of floor space, which has been feet square, which is devoted to The Triangle Electric Supply 
equipped with new furniture, 24ditional fixture display room and Co., Scranton, Pa., has moved in- 
steel shelving and steel counters the offices. to a three-story building at 243 
; i ° ; et * * * yo ns p eC 
All modern facilities for servicing . Penn Ave. The company now has 
the trade and making up orders Andrae Opens Madison 4,600 square feet of space. 
z j * * * 

from all stock floors are included Warehouse Mori O N k 
in the new arrangements. A branch office and warehouse ae ed _—_ 

In its new building, Commercial has been opened by the Julius ranc 
has installed a radio department Andrae & Sons Co., at 1022 E. The Morison Electrical Supply 


which will be handled by a sep- Washington Ave., Madison, Wis. Co., New York City, has opened 
arate sales force entirely. It will A complete line of electrical wir- a branch in Newark, N. J., at 
be under the management of A. C. ing and construction materials will 1060 Broad St. It will be under 
Sanger, who was formerly asso- be housed in this building in addi- the management of Mr. Stants. 























This group of dealers, utility men, and company repre- open house which marked the opening of the company’s 
sentatives attended the banquet held by the American Elec- branch at 815 E. Second St., Wichita, Kans. The new 
tric Co., St. Joseph, Mo., as a culmination of three days of | branch carries a $60,000 electrical supply stock. 






july, 1929 THE JOBBER’SfA)SALESMAN 31 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST {MPORTANT MAN IN THE INDUSTRY 


? Don’t come down, 
Out of Gas: 7 for here's 


pep to 
keep you going. .. . . Buffalo Breezo sells easier in 
warm weather—but to make sure that you see this 


fast selling ventilator as your best bet . . . . we are 
backing you up by our advertising to contractors 
and dealers, showing where prospects can be found 
and how to get the “Fresh Air in Business” story 
to them. Get started right away, write for a sup 
ply of Buffalo Breezo booklets explaining how to 
estimate the size of installation for any purpose 

. apartment, kitchen, laundry, dry cleaner, paint 
shop, garage and many other establishments right in 


your territory. 


BUFFALO FORGE COMPANY 
201 MORTIMER ST. BUFFALO, N. Y. 


In nada: Canadian Blower and Forge Co., Ltd., 
Kitchener, Ont. 
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OU know that there is no pos- 

sibility of the circuits being over- 
loaded when you install the Westing- 
house type NAB Nofuz panelboard. 
Positive protection is afforded the 
wiring because the circuit-breaker al- 
ways trips at its calibrated tripping 
value. It can’t be blocked and it’s 
calibration cannot be altered. 
What does that mean to you? It 
means that the chances of fires due to 
“faulty electrical wiring’’, are mini- 
mized, thereby lessening your worry. 
With the present-day appliances and 


OSITIVE PROTECTION 


that Safeguards 
your Reputation , 

































heaters drawing heavy current—over- 
fusing and the backing of fuses by 
pennies, arenotuncommon. Resultant 
troubles are not ‘‘good-will’’ builders. 


Also, don’t forget that with this panel- 
board the inconvenience, expense and 
delays incident to fuse replacing are 
entirely eliminated. 


Safeguard your reputation with the 
Westinghouse Nofuz = - 

panelboard. A line to our 
nearest office will bring 
you complete information. 





WESTINGHOUSE ELECTRIC & MANUFACTURING COMPANY 


BROOKLYN WORKS 


BROOKLYN, N.Y. 


SALES OFFICES IN ALL PRINCTPAL Cities 


Products for buildings include: 


~ Westinghouse 


T 30492 


Circuit-Breakers Lamps Safety Switches 
Elevators Lighting Fixtures Solar Glow Heaters 
Fans ; Motors and Control Switchboards 
Fuses Panelboards Transformers 


Insulating Materials Ranges 





Water Heaters 
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INSTALL PROTECTION 


ON EVERY JOB 


Westinghouse Safety Switches 





The Safety Switch 





contacts you made 

in April can help you 

get Westinghouse 
Safety Switch business .... all summer _. 





April’s sales drive on Westinghouse Safety 
Switches pushed sales far beyond what was 
thought to be a very heavy loading. The co- 
operation of jobbers and jobber salesmen 
made Westinghouse Safety Switch Contact 
Month a big success. To all who had a part in 
helping achieve this success—our thanks. 

The Safety Switch contacts made in April 
are still working for you. Plan to continue to 
follow these contacts and to make new ones. 


Your sales reports will prove the benefits of 
this plan. 

Westinghouse is back of jobbers and sales- 
men, who sell Westinghouse Safety Switches, 
with a line of outstanding merit and with sales 
and advertising helps that are not equaled by 
any other manufacturer. 

WESTINGHOUSE ELECTRIC & MFG. CO. 


Merchandising Department 
Safety Switch Section Mansfield, Ohio 


Westinghouse 
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bout Live Ones “ 
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W. F. SPAULDING is a new coun- 
try salesman with the Lake States 
General Electric Supply Co., Detroit, 
Mich. R. E. Van Hoosear, working 
at the counter, is also a new man. 


J. H. BEAMAN has returned to the 
Atlantic Electric Co., Inc., Norfolk 
Va., after a six years’ absence dur- 
ing which time he was a contractor- 
dealer. He will cover central and 
southern Virginia. 


rep C. CrUzE, formerly manager 
of the wholesale electrical depart- 
ment of Wright-Cruze Hardware 
Co., has been employed as a sales- 
man by the Graybar Electric Co., 
and will cover the Appalachian ter- 
ritory including Knoxville and Chat- 
tanooga. 

CLYDE KILECHNER 1s a new man in 
the stock room of the Electrical 
Supply Co., Pontiac, Mich. 

THREE new salesmen have been 
added to the force of the American 
Electric Co., St. Joseph, Mo.—P. 
riggs, covering southwest Kansas; 
FF. B. Eckles, the city of Wichita, 
and IF. E. Dieterich, handling Mis- 
souri. 

Marvin Peck, Graybar Electric 
Co., Portland, Ore., has been trans- 
ferred from the city desk to outside 
territory. The company has also 
transferred G. L. Call from its Day- 
ton branch to counter sales at Port- 
land. 

J. S. Brytue, formerly with 
Brunswick-Balke-Collender Co., 1s 
now representing the Central States 
Electric Co., Kansas City, Mo., as a 
radio specialist. 

C. W. Moore, formerly with the 
Piedmont Electric Co.’s Asheville, 
N. C., is now traveling the territory 
covered by the Greensboro, N. C., 
branch. The latter branch has just 
employed L. Morgan as a stock and 


counter man. 


Rost. SMITH has been employed 
by the Tomberg Electric Supply Co., 
Wilkes Barre, Pa., to cover the city 
of Wilkes Barre. 

JouNn CAMERON has been added to 
the sales staff of the Wetmore-Sav- 
age Electric Supply Co., Providence, 
R. 1. 


THE GRAYBAR Electric Co., has 
taken W. R. Harting from the Chi- 
cago office and placed him in charge 
of its warehouse and shipping de- 
partment at Hammond, Ind. 


A. NEW stock man with Turtle & 
Hughes, Inc., Elizabeth, N. J., is 
Thomas Ludwigson. 


P. F. Roney, formerly with the 
Northwest General Electric Supply 
Co., is now with the Belmont Corp., 
Minneapolis. 


THE SALES staff of the Graybar 
Electric Co., Denver, Colo., has been 


increased by one—W. W. McCul- 
lock, Jr., formerly with the Georgia 
Power Co. 


HARRY FELASCHER recently joined 
the sales staff of the Crown Electric 
Supply Co., St. Louis, Mo., as a city 
salesman. 


Wray GOSNELL is taking the place 
of G. G. Wisland, salesman with the 
W. A. Roosevelt Co., La Crosse, 
Wis. Mr. Wisland is ill and upon 
his return he will be kept busy doing 
specialty work. 


H. K. Lewis and J. D. Goodman 
are additions to the staff of the 
3raid Electric Co., Nashville, Tenn. 


L. A. Howarp is now traveling 
the territory of the Sutton Electric 
Supply Co., Wichita, Kans., former- 
ly covered by Percy Briggs, who has 
resigned. Lee Marshall is a new 
price clerk with the company. 


FRANK JADos and A. B. Thomson 
have taken sales positions with the 
Colonial Electric Co., Inc., Philadel- 
phia, Pa. 


THE city salés and purchasing 
departments of the Lappin Electric 











This gay and interesting group is part of the sales force of the Tidewater 
Electric Co., New York City. They are, from left to right: A. S. Persky; Judge 
William F. Vogt; H. H. Childs; W. C. Bohling; V. W. Moore; J. J. Devantery; 
Geo. Quinn, and P. R. Cornelius. Judge Vogt is judge of the criminal night 
court in Hudson County, N. J. His district covers the town of Guttenberg, 
N. J. When he is not judging, he is selling and telling court stories for Tide- 
water, and when he is not selling he is judging. In between times he snatches 
a couple of winks of sleep. Devantery, judging by the number of guns he has, 
must be a Civil War vet. It is said he has a most complete collection. But 
guns are not his only hobby. Recently he gave the first Panhardt automobile 
in the United States to the Stevens Institute of Technology, Hoboken, N. J., 
and thereby gained world-wide publicity. Last, but not least, is Cornelius. 
Young as he looks, he is actually 62 years old. He has much to think of these 
days as he married recently and is now the proud papa of a baby girl. 
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N 1879 at Menlo Park, N. J., the soft glow from a handmade 

carbonized paper filament that lasted only forty hours, flashed ‘ _— 3848 
econdary Rack 

a silent miessage to the world—a message of light, power and ; 


service. Thomas Edison and his associates had achieved the 








first lighting circuit and the birth of a mighty enterprise. 


For fifty years this same silent message has been spreading to the far corners 
Phin of the world establishing new frontiers of civilization. 

In fifty years, Edison’s generator has been supplanted by thousands of mam- 
moth dynamos, his lamp by millions of incandescent bulbs and his tiny 
laboratory circuit by a vast network of wires which binds the entire world 
in-its mesh, a system so large that the carrying of the wires alone has neces- 
sitated the development of a huge industry—the manufacture of Pole Line 


Hardware Construction Specialties. 


Ce na cman i = eer i) | 


For more than a quarter of a century, Hubbard and Company has been the 


* 


outstanding contributor in this field. Our research and engineering depart- 


ae ments have faithfully kept pace with the rapid changes and necessities of the 

INO. 9/2 in 
were «(industry and at no time have Hubbard Hardware and Peirce Construction 

Fa Specialties been found wanting to meet any situation. 

Wood | fe) 6) . . . . 

Hubbard Service embraces the world—Sold exclusively through the Jobbers. 


Hubbar and COMPANY 


PITTS BURGH ” OAKLAND, CAL.“ CHICAGO 
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Co., Milwaukee, Wis., have been 
augmented by the employment of 
Geo. B. Thayer and James M. Good- 
man, respectively. 


Wma. Derr and Edward Stolberg 
are new counter salesmen with the 
Brooklyn branch of the General 
Electric Supply Corp. This branch 
has also employed Irving Falleck to 
cover east New York and Wood- 
haven. 


Rosert H. Burns, formerly with 
the Westinghouse Electric & Mfg. 
Co., has joined the Electric Ap- 
pliance Co., Chicago. “Bob,” as he 
is called, who has had approximately 
25 years of electrical experience, 
will devote his time to calling on 


large industrials and contractors. 
* * * 


Changes in Personnel 


GeorGeE T. O'DONNELL, formerly 
vice-president, succeeds T. A. Wal- 
do as president of the Continental 
Electric Co., Kansas City, Mo. Mr. 
O’Donnell’s place is being taken by 
J. M. Johnson. 


S. T. ScHooLar, who formerly 
traveled western North Carolina, 
has been appointed manager of the 
Piedmont Electric Co.’s Greensboro, 
N. C., branch. 


EArt P. EpDGLEy is now assistant 
manager of the Roberts Empire 
Electric Co., Houston, Tex. 


THe Stusss Electric Co., Port- 
land, Ore., announces the appoint- 
ment of E. L. Owens as secretary- 
treasurer, and Roy E. Dryer as sales 
manager. 


* K *K 

Jobbers Sales Activities 

LAKE STATES General Electric 
Supply Co., Detroit—A_ three-ply 
campaign on “Hotpoint” appliances, 
Telechron electric clocks, and pole 
line hardware is being run by this 
company. 


PreEDMONT ELectric Co., Greens- 
boro, N. C.—Special sales effort is 
being expended by Piedmont on 
industrial lighting, featuring the 
Wheeler “Duratach” glassteel dif- 
fuser. 





PEERLESS ELectric Supply Co., 
Indianapolis—Special sales activities 


on Edison lamps and Steinite ra- 
dios have been started. 


CotontaL Exectric Co., Inc., 
Philadelphia, Pa.—This company is 
specializing at this time on A. J. 
Lindemann & Hoverson Co.’s ranges. 
The “Hotpoint” 25th anniversary 
campaign is also being carried out. 


TRIANGLE WHOLESALE Electric 
Co., Muncie, Ind—A commercial 
lighting campaign featuring ‘“Du- 
plexalite” is being run. 


Morison ELectricaL Supply Co., 
New York City—An “Easy” wash- 
er campaign is under way. 


TERRY-DurIN Co., Cedar Rapids, 
la.—This wholesaler is carrying out 
the “Hotpoint” 25th Silver Jubilee 
iron campaign. 


FaLtts EourpMentT Co., Buffalo, 
N. Y.—A _ special campaign on 
“Hotpoint” irons and_ percolators 
was started last month. 


ATLANTIC ELectric Co., Inc., 
Norfolk, Va—This company is 
pushing Standard electric ranges 


and is giving special demonstrations. 
* * * 


Jobbers Active in Associ- 
ations 
H. E. RASMUSSEN, president of 
the Peerless Electric Supply Co., 
Indianapolis, Ind., has been elected 
director of the Indianapolis Elec- 
tric League. 


M. D. WILtIAMs, manager of the 
Lake States General Electric Sup- 
ply Co., Detroit, has been appointed 
to the advisory committee and ex- 
ecutive committee of the Detroit 
Electric League. 


W. E. Guy, local sales manager 
of the Graybar Electre Co., Ham- 
mond, Ind., has been chosen char- 
man of the picnic committee by the 
Calumet Electric League of Lake 
County. 

*K * * 
Lines Added by Wholesalers 

Crescent Exectric Supply Co., 
Dubuque and Davenport, Ia.—This 
company has taken on the “Silver” 
radio line. 


Kusec Evectric Co., Chicago— 
This company has also been ap- 
pointed a distributor of “Silver” 
radio receivers, manufactured by 
Silver- Marshall, Inc. 


Lappin Etectric Co., Milwaukee 
—Lappin has been given a “Philco” 
radio franchise for Wisconsin and 
also for the Rockford, IIl., territory 
covered by the Rockford branch. 


G-Q E tectric Co., Milwaukee— 
This company announces its appoint- 
ment as a distributor for “Eveready” 
radios in Wisconsin. 


LAKE States General Electric 
Supply Co., Inc., Detroit—Lake 
States is now a distributor for the 
Radio-Victor Corp. of America in 
the Detroit territory. 








Here is a part of the organization of Carnahan & Dalzell, New York City, 
which is celebrating its 25th year of business in the same location. The fact that 
this wholesaler has been denied a street location with all its selling advantages 
has been no hindrance to its constant growth and has proven the truth of the 
company’s original policy: “If you do your business right, you may have your 
establishment in the woods; the public will make a road to you.” From left 
to right, the ladies in the above group are: Louise Classon; Gladys McHugh, 
and Rose De Fera. The gentlemen: Robt. Andrews, secretary; R. O. Carnahan, 
treasurer, and Wm. Coyle, city salesman. 
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Type L-29 250 Watts 


THE NEW LINE of G-E floodlights 
has many self-selling features of con- 
struction. Among them are: all-copper 
casings, asymmetric lens and reflector 
equipments, glass color-plate inserts, 
and a new and simplified focusing 
mechanism. A request will bring 
complete information. Address the 
nearest G-E sales office and ask for 
Bulletin GEA-161-D. 





JOIN US IN THE GENERAL ELECTRIC HOUR, BROADCAST EVERY SATURDAY AT 8 P. M., 








ONSIDER floodlighting as a market. In application, it 
ranges from great office buildings to filling stations and 
from huge construction projects to playgrounds. Whether 
its purpose is spectacular publicity or the provision of safety 
and convenience, business men everywhere recognize its 
value. 


Commercial buildings, water towers, and smokestacks, fill- 
ing stations and real estate projects, these alone make up a big 
market for floodlights. And incidentally, this big market is 
nearer the jobbers’ salesmen than to any other organized 
selling group. Keep floodlighting in mind. Sell projectors, 
cable, conduit, and wiring devices on the same order. With 
G-E equipment, you can offer the advice of G-E lighting 
specialists. It is available without charge. 


710-52 


GENERAL ELECTRIC 


GENERAL ELECTRIC COMPANY, SCHENECTADY, N. Yu SALES OFFICES IN PRINCIPAL CITIES 











E.S.T. ON A NATION-WIDE N.B.C NETWORK 
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CANFIELD ELectric “Supply Co., 
Kingston, N. Y.—The lines of the 
Holophane Co., Thomas &. Betts, 
and the Standard Electric Stove Co. 
have been added, in addition to 
‘“Ray-O-Vac”’ tubes. 


Crown Execrric Supply Co., St. 
Louis—This company has_ taken 
over the distribution of Westing- 
house lamps. 


HyLaNnp ELectricaL Supply Co., 
Chicago—Kolster and Brandes radio 
receivers have been added to this 
company’s lines. Four men, Philip 
Glecier, Leo Shapiro, F. H. Stuck- 
wish and Lytton Taylor have been 
employed to handle the sales of the 
new line. 


LAKE States General Electric 
Supply Co., Louisville, Ky—The 
complete line of fans and blowers 
manufactured by the American 
Blower Corp. has been taken on by 
this division. 


Haas Ervectric Sales Co., Cleve- 
land, O.—This company is now 
distributing the line of the Federal 
Radio Corp. The Haas company 
covers approximately half of Ohio 
and the tier counties in the south- 
eastern portion of Michigan. 


Addition to Raritan 
Warehouse 

The Raritan Electrical Supply 
Co., Perth Amboy, N. J., has 
erected a new building adjacent to 
its location at 221 Smith St. This 
building, which occupies a lot 25 
by 57 feet, will be used as a 
showroom and is more than twice 
as large as the company’s old one. 

The company also announces 
its appointment as distributors for 
the fixture lines of the Halcolite 
Co., and the Radiant Lighting 
Fixture Co. 

* aK * 


Atlantic Takes on 
Radio 

The Atlantic Electric Co., Inc., 
Norfolk, Va., is now wholesaling 
radio, having been appointed a 
distributor for the Electrical Re- 
search Co.’s “Erla” and “Trophy” 
receivers. The company has also 
taken on De Forest “Audions.” 
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Westinghouse Agent- 
Jobbers Meet 


The seventeenth annual meeting 
of the Westinghouse Agent-Job- 
bers Association was held on June 
10 to June 15, inclusive, at The 
Homestead, Hot Springs, Virginia. 

Reports of a number of commit- 
tees, an address by Dr. H. P. 





Karr Parker 


3aker, manager of the Trade As- 
sociation Department, Chamber of 
Commerce of the United States of 
America, the election of officers 
and members to serve on the Ex- 
ecutive Committee during the en- 
suing year, and a farewell party 
for J. S. Tritle, formerly gen- 
eral manager of the Merchandis- 
ing Department of the Westing- 
house Electric and Manufacturing 
Co., who was recently elected vice 
president in charge of manufactur- 
ing of Westinghouse, were fea- 
tures of the meeting. Mr. Tritle 
was the recipient of a_ beautiful 
wrist watch and the congratula- 
tions and good wishes of the As- 
sociation in his new work. 

Karr Parker, treasurer and en- 
gineering manager of McCarthy 
3rothers and Ford of Buffalo, 
New York, was elected president 
and E. D. Kilburn, vice president 
and general sales manager of 
Westinghouse was elected vice 
president. H. M. Gansman, vice 
president of the “H. C. Roberts 
Electric Supply Co., Philadelphia, 
was elected secretary and H. T. 
Pritchard of the merchandising 
department of Westinghouse was 
elected assistant secretary and 


treasurer. The following were 
elected members of the executive 
committee: A. E. Allen, vice 


president, Westinghouse Lamp 
Co., New York, N. Y.; Samuel 
Adams Chase, special representa- 


E. D. Kilburn 





tive, Westinghouse; W. I. Bick- 
ford, president, Iron City Electric 
Co., Pittsburgh; B. E. Finucano, 
general manager, Rochester Elec- 
tric Supply Co., Rochester; W. W. 
French, vice president and general 
manager, Moore Handley Hard- 
ware. Co., Birmingham,  Ala.; 
M. C. Morrow, sales manager, 











J. S. Tritle 


merchandising department, West- 
inghouse; T. J. Pace, director of 
sales, Westinghouse; J. C. 
Schmidtbauer, president, Julius 
Andrae & Sons Co., Milwaukee; 
C. E. Stephens, northeastern man- 
ager, Westinghouse; N. G. Sy- 
monds, northwestern manager, 
Westinghouse, and Walter Wil- 
liamson, vice president and gener- 
al manager, Alpha Electric Co., 
New You, 22 2- 

Peerless in New Building 

The Peerless Electric Supply 
Co., Indianapolis, Ind., has moved 
to new quarters at 122 S. Meridian 
St. This new location gives the 
company approximately 25,000 
square feet of floor space. 

Five men who were formerly 
with the Capitol Electric Co., 
which has given up the electrical 
for the radio wholesaling business, 
have been added to the Peerless 
staff. Wm. A. Shafer is sales pro- 
motion manager, Fred G. Balz is 
in charge of lamp sales, Alfred F. 
Hill and Ambrose Tellstrom are 
inside salesmen and Tom Gage is 
representing the company in the 
South. oS 

Jobbers Fly to Chicago 

J. C. Johnston and A. W. Gil- 
more of the Mid-West General 
Electric Supply Co., Kansas City, 
took to the air in making the trip 
to the Radio Trade Show. 
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The Hotel New Yorker, New York City, 
where hundreds of tons of Youngstown- 
Buckeye Conduit affords permanent pro- 
tection to electrical wiring. 


SUGERMAN & BERGER 


Electrical Contractor— 


ANDOUS ELECTRIC EQUIPMENT CO. 


Elevator Contractor— 


OTIS ELEVATOR CO. 


YoU 






































Conduit. 


ATLANTA—Healey Bldg. 
BOSTON -—80 Federal St. 












CHICAGO—Conway Bldg. 


DALLAS— Magnolia Bldg 


DETROIT—Fisher Bldg. 
KANSAS CITY, _ - 
Commerce B 




















“also ran.” 
amen and prospects—and their 
customers, too—know your product 
by reputation and experience, it 
naturally takes less time and less 
selling effort to get the order. 


BUFFALO-—Liberty Bank Bldg. 


CINCINNATI—Union Trust Bldg. 
CLEVELAND—Union Trust Bldg. 


DENVER—Continental Oil Bldg. 


MINNEA SOLIS << Bldg. 


LONDON REPRESENTATIVE—The Youngstown Steel Products Co., 
Dashwood House, Old Broad St., London, E. C England 


STOWS 
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It’s Easier to 
Sell a Leader 


A: Y SALESMAN can get more 


orders with a leader than with 


When your cus- 


That’s the position of the man sell- 
ing Youngstown-Buckeye Conduit. 
Electrical contractors know it from 
its past performance on their jobs. 
Their men prefer it because they 
know how easy it is to install. 
Architects and engineers specify it 
because its permanence has been 
proved in thousands ofinstallations. 
And it is widely advertised to all 
of your prospects. 


Yes—the sales figures prove that it 
is much easier—and more profit- 
able—to sell Youngstown-Buckeye 


THE YOUNGSTOWN SHEET 
AND TUBE COMPANY 


One of the oldest manufacturers of copper-bearing steel, 
under the well-known and established tradename‘Copperoid” 


General Offices: YOUNGSTOWN, OHIO 
DISTRICT SALES OFFICES: 


NEW ORLEANS—Hibernia Bldg. 
NEW YORK-—30 Church St. 
PHILADELPHIA— 

Franklin Trust Bldg. 
PITTSBUR GH—Oliver Bldg. 
— FRANCISCO— 

5 New Montgomery St. 
SAVANNAH M and M T Terminals 
SEATTLE—Central Bldg. 

ST. LOUIS— 

Shell Bldg., 13th and Locust Sts. 
YOUNGSTOWN -—Stambaugh Bldg 
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A.L.E.A. On the Board 
Walk 


The mid-summer meeting of the 
Artistic Lighting Equipment Asso- 
ciation was held at the Hotel 
Chelsea, Atlantic City, June 5 to 
8. Besides the general meetings 
there were meetings of several 
sections scheduled, namely, Porce- 
lain Fixture Manufacturers, Fix- 
ture Chain Manufacturers, Stamp- 
ing and Parts Manufacturers and 
Dealers. 

Progress has been made by the 
association along many practical 
lines, as disclosed by Managing 
Director Granville P. Rogers in his 
report covering association activi- 
ties. The collection department 
has worked out exceptionally well 
as have the credit bureau, arbitra- 
tion department, employment de- 
partment, material exchange and 
the sales promotion and cost work 
features, to mention a few of the 
many-sided activities. 

On the occasion of the first gen- 
eral session, Mr. Rogers formally 
presented his resignation as man- 
aging director, having accepted a 
similar appointment from an asso- 
ciation in the steel industry. 

One of the speakers at the gen- 
eral session was Ray J. Comyns, 
member of the staff of the Alexan- 
der Hamilton Institute. He re- 
marked that if anything is wrong 
in any industry when you run that 
thing down, 90 times out of 100 it 
is price cutting. A few price cut- 
ters keep a whole industry milling 
around and the result is profitless 
prosperity. Price cutters die out it 
is true, but new ones spring up to 
take their place. About all that 
the strong members of an industry 
can do is constantly educate these 
new members that come into it. 

There is a certain psychology 
about good or even high prices 
that cannot be beaten. The golf 
industry understands that psychol- 
ogy—everything in it is high 
priced but people love to pay the 
prices. A golf ball costs a few 
cents to make but they sell it from 
50 cents to a dollar. So adroitly 
do they appeal to a man’s desire to 
make a few yards more, that prac- 
tically every golfer takes at least a 
certain number of dollar balls 
every season even if he cannot af- 
ford them all the time. 

On the other side, take the cig- 


arette business. Chain _ stores 
(groceries and the like) began to 
cut the price. Manufacturers lis- 
tening to their regular dealers be- 
came concerned—frightened—and 
recently reduced 15 cent cigarettes 
to two packages for a quarter. 
This is not likely to increase the 
quantity of cigarettes smoked one 
iota. Men and women were smok- 
ing all they wanted or could stand 
before that. The result will be 
simply knocking the profit for 
everybody, and the chains will go 
on shading as before. 

* * * 


Alpha Does Good Fan 
Business 
Alpha Electric Co., New York 
City, reports a big season on fans. 
In fact in one day, recently, six- 
teen hundred fans were sold, ac- 
cording to the statement, this 
being credited to New York’s sud- 
den hot spell. 
. 28 
Delinquent Accounts 
The accompanying tabulation 
shows the number of delinquent 
accounts, the total amounts and 


the average amounts as reported 


to the National Electrical Credit 
Association by member manufac- 


turers and wholesalers through 


its various divisions, for May, 
1929, as compared with the same 
month the previous year. Also 
these figures are shown for the 
first 5 months’ period of 1928 and 
1929. 


Sackett Discontinues 
Retail Business 

The H. I. Sackett Electric Co., 
Buffalo, N. Y., has closed out its 
retail business and has moved to a 
new wholesale location at 173 Elm 
St., where it has a four story build- 
ing with basement, 33 by 150 feet, 
totaling 28,000 square feet. 

The building is equipped with 
the latest type of sprinkler system 
and through the purchase by 
Sackett of the adjoining property 
on Michigan Ave., the company 
has a rear entrance for its receiv- 
ing and shipping department, and 
a driveway and parking area for 
the convenience of customers. 

The first floor contains the offices 
and wholesale counter. This floor 
has been mezzanined so as to place 
within easy reach of the counter 
the quick moving and broken pack- 
age stock. The second floor is 
occupied by a fixture display room 
claimed to be one of the finest in 
its section. It is arranged in in- 
dividual booths, one line being 
displayed at a time with individu- 
al switches. Each booth has an 
opening, the size of a doorway, 
wherein are displayed in glass en- 
closed mahogany cases, the com- 
pany’s electric appliances. This 
idea serves to keep the propective 
customer reminded of these prod- 
ucts and to create a desire for 
them. The fixture display is in 
charge of F. H. Daw. 





COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 
MAY 31, 1929 
NUMBER OF ACCOUNTS REPORTED 











% % 
Increase Increase 

May or 5 months or 
Division 1928 1929 Decrease 1928 1929 Decrease 
New Wir .4. <.is0<éese eee 337 287 —14.8 % 1548 1255 —18.8 % 
Middle & Southern Atlantic. 218 189 —13.3 % 978 780 —20.2 % 
New Engiand.....: 5.52006 162 161 0 635 826 30. % 
| eee wee 753 648. —13.9 % 4285 3219 —24.9 % 
TOTAL |. ac0cce ees 1470 1285 —12.6 % 7446 6080 —18.3 % 

TOTAL AMOUNTS REPORTED 

% % 
Increase Increase 

May or 5 months or 
Division 1928 1929 Decrease 1928 1929 Decrease 
New YOO oss .6555<a08 $ 47,608 $ 55,759 +17.1 % $218,462 $253,929 +16.2 % 

Middle & Southern 

Pr eae 32,905 34,815 + 5.8 % 128,444 116,333 — 9.4 % 
New England ........ 24,166 24,978 + 34% 81,458 109,487 +34.4 % 
ee RR 88,753 73,515 —17. % 514,959 401,752 —22. % 
TOTAL. 5.6.0: 42 $193,432 $189,067 — 2.2 % $943,323 $881,501 — 6.6 % 


0 
AVERAGE AMOUNTS 


ee WORK 65 dois sine cae cee eee 
Middle & Southern Atlantic ........... 
Nib RINE ooo cid ds se wees's « Capes 
Ce | en rr rrere S  Aree ews 


May 5 months 
1928 1929 ; 1928 1929 
..-$141 $194 $711 $996 
as Se 184 658 738 
ss Sao 155 632 654 
—os ae 113 603 621 




















July, 1929 





ss 


THE JOBBER’SMISALESMAN 41 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 


News! 
A New Swatch... 


_. With a new form of 
contact spring which 
prevents burning of 
contacts at “make”... 

tee CVEN IN Circuit 


with type “C” lamps 


OR months a staff of electrical en- 

gineers, technicians and designers 
have been at work at a single task in 
the Hubbell laboratory. They had been 
instructed to design a new toggle 
switch — electrically and mechanically 
perfect. 


This was no simple assignment. Before 
them lay many problems. Most im- 
portant of these was the elimination of 
burning of contacts at the ‘“make’’ 
when controlling type “C” lamps — 
the most frequent cause of switch fail- 
ure. This necessitated the development 
of a radically different design which 
would provide for the enormous inrush 
of current at the instant of ‘‘make’’. 


Opened for your inspection here is the 
achievement of this staff. For they have 
succeeded...they have solved every 
problem...they have provided a toggle 
switch, electrically and mechanically 
perfect in every detail. This switch has 
successfully passed the severest tests. It 
is truly a product worthy of the name 
of the pioneer manufacturer of wiring 
devices. 

We are confident that you will give this 
new Hubbell Shallow Flush Toggle 
Switch your enthusiastic approval. You 
will understand our confidence when 





are, 


SSS 





you check over the outstanding features 
listed here. A complete line of these 
new switches is ready to meet every 
need. The coupon will place a detailed 
description on your desk. 


HARVEY HUBBELL, INCORPORATED 
BRIDGEPORT, CONNECTICUT 


Boston, Mass.; 176 Federal St.; Atlanta, Georgia, 
H. C. Biglin, 138 Marietta St.; New York, N. Y., 
122 East 42nd St.; Chicago, Illinois, 318 West 
Washington St.; Denver, Colo., T. H. Bodfish, 
1109 Broadway; Philadelphia. Pa., Fifth St., 
Philadelphia Bourse, (Exhibition Dept.) 








Electrically and Mechanically 
Perfect in Design—" Approved” 


A radically new form of contact spring scien- 
tifically designed so that two different rates 
of vibration are set-up in the spring; one 
tending to counteract the other. Thus recoil 
is practically eliminated in the ends of the 
contact spring when the solid metal contact 
blade strikes between them. As a result, 
burning and pitting of the spring is prevented 
— even when in circuit with type “C" lamps. 
An automatic “ kick off” prevents sticking of 
blades in contact. 

A perfectly insulated commutator support. 
Commutator blades rigidly riveted to carrier, 
insuring positive alinement. 

Spring arm is pivoted on a round shaft, seated 
in a symmetrical bearing, facilitating faster, 
smoother action without wear. 

Operating mechanism is separate from the 
bridge and perfectly insulated. 

A solid bridge with ears lies in a recess 
across Bakelite cover—entirely insulated; 
perfect alinement and rigidity insured. 

Each wiring terminal is held by two screws. 
Bakelite case completely encloses mechanism. 


Please send information on Hubbell Toggle Switches 





Name 


Address ——— 


City and State 
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Atlantic (ity 


Has Paved the Way 


HE N. E. L. A. Convention — what a thrill it was! Evening 
promenades on the Boardwalk, underneath a myriad golden 
clusters . . . the varicolored fountain of light . . . jewelled arches... 


pearly pendants of incandescent lamps in fetching design . . . the waves 
of the Atlantic floodlighted in red, gold, green . . . what a thrill! 


Thus Atlantic City ushered in Light’s Golden Jubilee! Thus the nation’s 
playground paid homage to Thomas Alva Edison, and paved the way 
for the mighty tribute of a nation. 


The retail agents in your territory are eager to join in that tribute. 
Local gala days in their communities will offer opportunities to cele- 
brate this golden anniversary of light repeatedly during the Summer 
and Fall. The jobber salesman should be a motivating, organizing force 
behind every community celebration. 


As the universal desire to honor the great inventor becomes more and 
more insistent, you will be consulted constantly by eager agents who 
desire to play a part in the celebration. You will want to know your 
Plan Book of Light’s Golden Jubilee from cover to cover —you will want 
to have copies available for your agents. Encourage them to use Jubilee 
publicity aids, including replicas of Edison’s first lamp, Jubilee symbols 
for letterheads and advertising, special window trims and reprints of 
the New York Herald that chronicled Edison’s invention back in 1879. 


Atlantic city has ushered in Light’s Golden Jubilee. The nation has taken 
up the call. Every one of your agents will want to play a part in the 
greatest of all tributes to a living genius. Help them. 


EDISON MAZDA LAMPS NATIONAL MAZDA LAMPS 
General Electric 
HARRISON, N. J. CLEVELAND, OHIO 
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Da Pal OR Gal ORY 


absorbs the LIBERTY LINE 








And Introduces 


"Tuned Temperature 
p 








For two generations, Proctor & Schwartz, 
Inc., world's largest makers of industrial 
dryers, has applied heat control with ever 


widening scope and ever growing success. 






Exhaustive tests of the patented Proctor 






principle of heat control proved strikingly 






successful in household electrical appliances. 





Proctor—the most 





Hence the entrance of this old name into 





practical iron made 






a new field. 
The organization of the Proctor & Schwartz 
Electric Co, was the first step; the purchase 






















of the patents, good will and products of the 
Liberty Gauge & Instrument Co. was the next. 

The Liberty automatic adjustable iron — 
the pioneer — is, under ifs new name Proctor, 
a perfectcompanion forthe automatic Tuned” 
temperature Toaster and Waffle lron, to 
follow shortly from the Proctor factories. 

Continuing under the Proctor name is the 
complete Liberty Line — with a million items 
in use. 


Behind Proctor is a program of merchan- 





dising and advertising to popularize Proctor 
| "Tuned” temperature and make it profitable 


for every dealer to sell. 








Partial view of the factory of 


Proctor & Schwartz, ‘Inc., Philadelphia 


PROCTOR & SCHWARTZ ELECTRIC COMPANY 
6612 Euclid Avenue, Cleveland, Ohio 
A Division of Proctor & Schwartz, Inc., Philadelphia 








The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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Sisskind Now with Har- 


rison Wholesale 
A. L. Arenberg, president, Har- 
rison Wholesale Co., Chicago, an- 
nounces that Louis Sisskind, for- 
merly president of the Central 





L. Sisskind 


States General Electric Supply Co., 
has joined the Harrison Wholesale 
Co. as vice-president. 

Mr. Sisskind became associated 
with the Central Electric Co. in 
1911 as a stenographer. In 1916 
he was transferred to the engineer- 
ing department where he remained 
until entering the army. Upon his 
return from the war he became 
assistant to Charles Brown, then 
vice-president, and whom he suc- 
ceeded five years later upon his 
resignation. In 1926 he took over 
the duties of president of his com- 
pany upon the retirement of 
George A. McKinlock. 

Mr. Arenberg and Mr. Sisskind 
are not strangers, by any means, 
their acquaintance dating back to 
1913 when Mr. Arenburg joined 
the Central Electric Co., where he 
served until a few years ago. Mr. 
Sisskind’s joining with him is, ac- 
cording to Mr. Arenberg, virtually 
a dream come true as the two had 
always hoped for the time when 
they would be happily associated 
in business. 

* * * 
Development of New Mar- 


kets Urged by N. E. L. A. 


Located on the boardwalk, with 
the Atlantic ocean for its front 
yard, the Atlantic City Convention 
Hall, a city in itself, is an institu- 
tion which is commanding the in- 
terest of engineers throughout the 
‘ountry. Within its walls are 
theatres, ballroom, auditorium, 
ath houses and a garage for park- 
ng 400 cars. Here the 52nd con- 


vention of the National Electric 
Light Association was held May 
31 to June 7. 


This building was constructed 
and is operated by the Municipal- 
ity and cost $10,000,000. The main 
Auditorium where the _ exhibits 
were installed will seat 40,000 
people, while another 5,000 can be 
accommodated in the ballroom. 
Approximately 1,800,000 watts of 
electric power are required to illu- 
minate the auditorium, enough to 
meet the needs of a community of 
10,000 people. Marvelous colored 
lighting effects are accomplished. 


Under the auditorium ceiling, 
135 feet above the floor at its high- 
est point, self supporting, without 
pillars, were housed the 260 exhib- 
its comprising this years show. It 
Was an inspiring sight and _ thor- 
oughly enjoyed by the 12,000 or 
more delegates coming to this 
year’s Mecca of light and power. 

Like a musical theme, running 
through all the programs of the 
four and one-half day convention, 
was the voiced recognition of Mr. 
Edison as the founder of the pres- 
ent-day electrical industry, the 
recognition including, of course, as 
a theme must have an accompani- 
ment, those who pioneered with 
him and those who, following in 
their footsteps, have aided in build- 
ing the industry. It constituted the 


official opening, as it were, of 
Light’s Golden Jubilee, and the 
lighting decoration for this occa- 
sion extended for miles along the 
boardwalk. 

Those who were in attendance 
at the various sessions or who 
carefully have scanned the papers 
presented, will probably be im- 
pressed with one fact, not the 
keynote of the proceedings but 
sufficiently prominent to mark it- 
self as perhaps one of the principal 
problems in the electrical light and 
power industry at this moment. 

An approach to saturation seems 
to be in sight in the established 
markets for electricity while at the 
same time the number of kilowatt 
hours sold for each dollar of in 
vestment is declining. The answer 
cannot be in a raise of rates but 
seems to be in the development of 
new markets. 

Marshall E. Sampsell, chairman 
of the Commercial National Sec- 
tion, brought out this fact: 

“To protect investments made in 
transmission lines interconnecting 
smaller communities and extend- 
ing into rural districts where there 
exists little industrial activity, re- 
quires larger volume of electric 
service in small town homes and 
on the farm. To successfully meet 
these obligations we must sell 
more kilowatt hours through in- 








oa 





Presenting Jos. (Julius) Schneickman, sales manager, Flushing Lighting Fix- 
ture and Electrical Co., Long Island City, N. Y. Next to Julius is Paul Luks, 
president. The other three are customers who happened in when this picture 
was taken. In the three years of its existence this company has grown to be 
one of the largest jobbing houses in its territory. 
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They may not be great in numbers, but these folks who represent the U. S. 
Elec. Supply Co., New York City, are known throughout the Metropolitan area 
for their ability to cover the New York, New Jersey and Connecticut territory. 
The gentlemen on the extreme ends are Jack Tucker and Philip Meyerson, pro- 
prietors. The others in the group are: Albert Levine and Louis Tucker, sales- 
men; Irving Meyerson, receiving clerk; Ralph Solomon, shipping clerk; Nathan 
Liebowitz, chauffeur; Miss B. Mailin, bookkeeper; Miss L. Bodelsky, stenog- 


rapher. 





tensive development of new mar- 
kets that will improve the load fac- 
tor. To bring about and propor- 
tionately enjoy intensive develop- 
ment of these new markets is no 
boy’s play. In this undertaking 
we are forced to meet keen, well- 
organized competition from other 
industries, equally anxious to grow 
and prosper.” 

Note also what Matthew S. 
Sloan, first vice-president of the 
Association had to offer on this 
subject of new markets. 

He presented figures collected by 
the statistical department of the 
Association and by the U. S. Census 
Bureau covering the entire elec- 
tricity supply industry of the 
country with inter-company sales 
eliminated. These figures showed 
that the number of kilowatt-hours 
sold for each dollar of investment 
declined steadily between 1922 and 
1927; that the average price per 
kilowatt-hour sold has declined 
during the same period; that reve- 
nue per dollar of investment has 
decreased; that the rate of capital 
turn-over has decreased from once 
in 4.72 years to once in 5.58 years; 
and that the installed generating 
capacity has increased 72 per cent. 
The investment per kilowatt of in- 
stalled generating capacity has 


increased from $312 to $367. Bal- 
ances available for interest, divi- 
dends and surplus show that the 
average rate of return for the in- 
dustry in 1922 was 7.58 per cent 
and only 7.48 per cent in 1927. 

After interpreting these facts 
and summarizing the situation, 
Mr. Sloan asked the question: 
“Shall we increase our sales or our 
rates?”, stating that this question 
is distinctly and sharply pertinent. 

“The answer to this question is,” 
he said, “that we must increase our 
sales. We must sell more kilowatt- 
hours for each dollar of invest- 
ment, making our equipment work 
harder and steadier, and the place 
to sell more service, in my judg- 
ment, is in the home.” 

The Charles A. Coffin prize, 
awarded annually to that central 
station company which has done 
most for the advancement of the 
electrical art, was awarded this 
year to the El Paso Electric Com- 
pany of El Paso, Texas. 

The award was made to this 
company because of its remark- 


special note was given to the fact 
that it has had unusual obstacles 
to surmount. It serves a territory 
which includes El Paso, Texas and 
Juarez, Mexico, and its con- 
siderable urban areas, and a rural 
territory extending 120 miles up 
and down the Rio Grande Valley. 
Half of its customers are Mexi- 
cans. The nearest city of any size 
comparable to El Paso is 600 miles 
away. The very isolation of this 
territory therefore means that 
much of the company’s work is of 
a pioneering nature. 
* x x 


Revere to Handle Radio 


The Revere Electric Co., Chi- 
cago, has just announced its en- 
trance into the radio field as a 
distributor of the Grebe line in 
Chicago and the metropolitan area 


of that city. 
a ae 


Electric Club Golf Club 


Electrical interests in Chicago 
were out in force Tuesday, June 
11, to demonstrate two things— 
how well they could fraternize 
and at the same time sock the il- 
lusive pill. The occasion was the 
meeting of the Electric Club Golf 
Club, held at Cog Hill Country 
Club, one of the finest public golf 
courses in the vicinity of Chicago. 

There were 96 who paid in at 
the first tee and 60 remained for 
dinner in the evening. The frat- 
ernizing went on all right; in fact 
could be heard for a quarter of a 
mile. But the golf was not so 
good, a tremendous thunderstorm 
coming up so that few finished 18 
holes. So it was declared no con- 
test and numbers were drawn 
from a hat to distribute the array 
of prizes that had been put up, 
thereby giving not a few their first 
taste of blood as far as winning 
golf prizes was concerned. 

Utility, wholesale, contractor 
and dealer, and manufacturing in 
terests were all represented. The 
contractors threw in for the first 
time, it is said, and finding it good 
are eager for more. They were 


able, general success in rendering "0t to be disappointed either, for 


efficient service to its customers, 
in stimulating public good-will and 
in prosecuting an extremely far- 
sighted policy of improvement and 


expansion. In granting the award 


it was decided later to run the 
show over again a week from the 
following Thursday, June 20, with 
another set of prizes. 

Credit for getting the gang to- 
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Sterling Flood-O-Lite 
For exterior Flood «Lighting. 
Adjustable for 300 to 1000 Watt 
Type “C’ PS lamps and beam 
spread of 6 to 90 degrees, 


Lighting Equipment 
POPULAR and profitable with 
Jobbers everywhere—consequent- 
ly sales on Sterling Lighting 
"Sterling Stipple Reflector Equipment are growing by leaps 
For efficient illumination in 3 - and bounds. 
nt eget oe = And Sterling performance is the 
>= pe gemnalamiarrcien ON > ™ secret. Today’s demands for the 
highest possible efficiency and 
best service has won for Sterling 
a place of distinction in the light- 
ing equipment field. eects: Care: Wotectes 
Reflectors for Show Windows, Pon: ened !Bighting.' aad bikes 
Display Cases, Cove and General satel toetaotinns. Sess, 108 
Interior Lighting. Flood-O-Lites lembine fae 
for interior and exterior Flood 
and Spot Lighting. Catalog on 
request. 


Reflector & Illuminating Co. 


Manufacturers & Engineers 
1411 Jackson Blvd. Chicago, U.S. A. 


REPRESENTATIVES IN ALL PRINCIPAL CITIES = 





No. 239 








No. 3022 
Sterling Flood-O-Lite Jr. 
For interior flood and spot 
lighting. Equipped with Ster- 
ling Reflector, Furnished com- 
plete. 
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gether in such numbers goes to 
C. H. Holden, of Edwards & Co., 
and he was a power when it came 
to getting foursomes hitched up, 
bridge and poker games started, 
etc. For assistance in these mat- 
ters he would go into frequent 
huddles with South Paw Harlow, 
zoological scientist of the Benja- 
min Electric Mfg. Co., A. J. Me- 
Givern, the solemn humorist of 
Manhattan Electrical Supply Co., 
Van N. Marker and Fred Eise- 
mann of the Revere Electric Co., 
whose business is now so Stable 
that they both leave at the same 
time; Otto Reiman, who takes no 
chances but left “Milt” home on 
the job, ete. 

Those who won prizes at the 
drawing were, Tom Bibber, K. C. 
Bonde, O. Burnett, F. A. Kahn, 
C. B. Harlow, E. L. Jackson, 
Frank Jaske, Walter Kelly, Leo 
Mayer, Chuck McGill, A. J. Mc- 
Givern, Earl Nelson, James Ryan, 


J. P. Simmons, Ward Thomas, 


Dan Underwood, A. Wagner, A. 
Wellman, F. H. White, Henry W. 


Young. 


* * * 


T. B. Cabell 
(Continued from Page 16) 


with an eye to future expansion 
and one addition has been made 
already. Also the equipment is 
very modern and the whole set-up 
worthy of a jobbing house in a 
much larger city. 

From a start of 7,200 sq. ft. a 
floor space of 25,000 is enjoyed at 
present. <A fine fixture display 
room is maintained, where only 
those lines are shown that are 
stocked on a wholesale basis. On 
the ground floor is an overhead 
trolley and chain-hoist for handling 
reels of heavy cable, an innova- 
tion for any electrical wholesaler. 
The building is located on an in- 
dustrial track and 80% of the mer- 
chandise received comes in carload 
lots. 

This company was one of the 
first to go into radio and has been 
Majestic distributors in central 
Mississippi and northern Louisi- 
ana ever since the set was brought 
out. A radio specialist is main- 
tained in addition to the three 
territory men. Mr. Cabell does 
not attempt to comb the city of 


Jackson because of a desire to 
avoid competing with the local 
dealers and contractors. 

Most of the employees are 
stockholders in the company and 
their holdings are not trick stock, 
but real voting shares. Those hav- 
ing an interest are: L. Barrett 
Jones, vice-president; W. M. 
Berry, treasurer; Mrs. O. M. 
Jones, secretary; Valley J. Bal- 
ling; J. E. Ramsey; G. I. Lee, and 
J. A. Featherstone. Mr. Jones is 
an attorney, being a member of 
the law firm of Wells, Jones, 
Wells and Lipscomb. : 

The company for the past six 
years has regularly paid dividends 
on all classes of its stock, besides 
quadrupling its net worth. All of 
this out of its earnings. 

Mr. Cabell himself is active in 
civic and association work, being 
treasurer of the Jackson Cham- 
ber of Commerce and a member 
of the Rotary Club. He is a 
past president of the Mississippi 
Electric League, composed of 
the wholesale, power, manufac- 
turing and contractor-dealer inter- 
ests of the state. He represents 
the N. E. W. A. on the electrical 
committee sponsored by the Na- 
tional Fire Prevention and_ the 
American Standard Associations. 
This committee meets once or 
twice a year for the purpose of 
revising the codes. 

He is also president of the 
Jackson Broadcasting Company, a 
newly organized $75,000 corpora- 
tion, composed of Jackson’s lead- 
ing business interests. Mr. Cabell 
belongs to the Jackson Country 
Club, the University Club and 
the Greek Letter Fraternity, Phi 
Kappa Sigma. If he has any 
hobby it is a keen interest in 
major sports. It should be men- 
tioned also that he has never lost 
his great love for mathematics 
and engineering. He drew the 
plans himself for his fine new 
home which was completed some 
time ago, and saw to it that the 
electrical installation left no room 
for criticism. 

As to his domestic life, he says 
he started struggling early. On 
New Year’s Day, 1906, he was mar- 
ried to Miss Essie Frances Funk- 
houser, of Plattsburg, Mo. They 
have two fine boys. Breckinridge, 
the older, is 20, and is attending 


the University of Mississippi. The 
other boy, Frank, is 16, still in 
high school, and has his heart set 
on being an aviator. | 

Mr. Cabell is strong for the 
wholesale electrical business, but 
believes that he has no illusions 
about its future. He says: “The 
future of the industry is not a 
matter of sentiment. The job- 
ber will remain in the picture and 
prosper just so long as he con- 
tinues to provide that peculiar 
service that is so valuable to his 
trade. If ever he fails to give 
that service, then, and only then, 
will he be in danger of elimina- 
tion.” 

* * x 

Raritan Enlarges Showrooms 

The Raritan Electrical Supply 
Co., Perth Amboy, N. J., has en- 
larged its showrooms, featuring 
the latest developments in lighting 
fixtures, lamps and appliances. 

This company has just issued 
catalog 11, covering lighting fix- 


tures. 
* * * 


Branch for Roberts-Toledo 
The Roberts-Toledo Co., Toledo, 
O., “Majestic” distributors in 
northwestern Ohio, has opened a 
branch at 222 S. Elizabeth St., 
Lima, O., in charge of Carl Hol- 
linger. 








Here is G. F. Bertke, sales manager 
of the Akron house of the Graybar 
Electric Co., which was opened last 
September. Mr. Bertke has been with 
the company for over 22 years. He is 
assisted by Fred P. Hoeffler and has 
three good salesmen working under 
him: C. F. Murphy; E. R. Franklin, 
and H. L. Coup. 
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Sell , from the 
€A) Catalog or get Right-price-first 
estimates 


This business of making panelboard sales and backed up with the @ Stock arrange- 
to electrical contractors, industrial electri- ment for jobbers, you not only gain his 
cians or other users has been . complete order but gain prestige 
greatly simplified by the @ Cat- in his eyes as well. 

alog and the @ Policy of right- We are ready to cooperate. 
price-first estimates. You can @ sales engineers in all parts of 
easily and quickly interest your the country are informed and 
man if you know panelboards, willing to show you the way. 


Write for the @ Catalog now. Ask your sales manager to 
check up on the stock deal and go after this profitable business. 


Prank Adam 


ELECTRIC COMPANY 





Acom, Ga. ST. LOUIS eng to Pa. 
timore, Md. San Francisco, Calif 
Boston, Mass. DISTRICT Pre Fs Seattle, Wash. 
Buffalo, N.Y. Dallas, Texas Jacksonville, Fla. Memphis, Tenn. New York, N.Y. Tulsa, Okla. 
Chicago, IIL Denver, Colo. Kansas City, Mo. Minneapolis, Minn. Omaha, Nebr. Vancouver, B.C. 


Cincinnati, Ohio Detroit, Mich. Los Angeles, Calif. New Orleans, La. Philadelphia, Pa. Winnipeg, Man. 
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Committee Set-up Featured 


at Hot Springs 
(Continued from Page 7) 


(1) Promise of continuous em- 

ployment. 

(2) A clearly defined avenue of 

advancement. 

(3) Opportunity for self expres- 

sion. 

(4) Fair wage. 

(5) A share in the company’s 

financial success. 

The Graybar system of com- 
pensation might seem more or less 
complicated and would of course 
not fit all jobbers. It is based on 
a drawing account and then a per 
cent of the gross profit. It is 
worked out on a point basis, tak- 
ing into consideration new ac- 
counts on a different basis than 
old ones. Their compensation 
amounts to about 10% of the 
gross profit on their sales paid at 
the end of the year, less, of course, 
the drawing account. 

Slackening in Wiring Device Sales 

As a check on THE JOBBER’S 
SALESMAN, sales figures printed in 
the June issue, where a falling off 
in wiring device business was evi- 
dent, it is significant that the wir- 
ing device committee of the as- 
sociation also reported a very se- 
vere loss in this class of business, 
reporting that it estimated that no 
more than 50% of this business 
now passes through the hands of 
association members. 

Screen Grid Set 

Radio set manufacturers will 
major in the screen grid type, re- 
ported the radio committee. This 
means at least ample supply and 
probably over-production the lat- 
ter part of 1929. Tubes of all 
kinds will also probably be over- 
produced. Therefore, the jobber 
should be cautious in making 
commitments. Electrical jobbers 
must departmentalize in radio if 
they are to keep up with other 
classes of radio distributors. Ex- 
ecutives should not delegate de- 
cisions on this important line to 
subordinates. It is going to take 
the jobber’s best thinking to pull 
through with a profit. 

Non-Electrical Outlets 

The heating device committee 
recommended that members work 
on all classes of outlets for mer- 
chandise. If they do not do this 
the business will pass to other 


channels. Specialists will be re- 
quired to do a real job. To help 
in this work, manufacturers should 
provide larger compensation in 
these lines. 
Lamp Contracts — 
The fan motor committee em- 


phasized the fact that the present 
form of lamp contract doesn’t 
mean anything. The dealer some- 
times signs several with as many 
jobbers. The manufacturer should 
develop one that is practicable. 
Fans are being sold to hotels, 
etc., direct by the manufacturer. 
Jobbers might possibly handle 
more than one line of fan so as 
to give outlets in every center to 
all manufacturers and obviate the 
necessity for these direct sales. 


Survey of a Jobbing Establishment 
The report by J. W. Millard, 


business specialist, U. S. Depart- 
ment of Commerce, on a survey of 
an electrical establishment was 
one of the most enlightening 
things on the program of this or 
any previous meeting. The de- 
partment has been making surveys 
of this kind in a number of whole- 
sale fields where the most aston- 
ishing facts have been ascertained. 
This one in the electrical field has 
not been completed in all details 
and will probably not be done un- 
til late fall. But the idea was out- 
lined to the jobbers at the meeting. 

It is of a single house, not even 
expected to be a typical or aver- 
age house. But the survey goes 
minutely into every invoice of sale 
for a year and constitutes an 
audit of the books practically. It 


shows the exact cost of every sale, 
the relation of cost to size of or- 
der, the cost of orders from one 
territory as against another, etc. 
When it is done the report will 
show any jobber how he can go 
about making a similar or modi- 
fied survey of his own business. 
The figures on this one house are 
of not so much importance as the 
methods shown. 
Volume and How! 

Take a situation like this, which 
came up in a grocery house being 
surveyed in Louisville, Ky. Mr. 
Millard said that this house had a 
fetish of $5,000,000 sales annually. 
To get this bulk it traveled men 
north to Indianapolis, east to 
Richmond, south to Miami and 
west to the Mississippi. The sur- 
vey showed that this house got 
62% of its annual business from 
the county in which Louisville is 
located and one county across the 
river. To get the other 38% in 
order to “reach $5,000,000’ they 
traveled men all over creation at 
great expense. Discoveries like 
this are eye-openers for jobbers 
and some eyes may be opened in 
the electrical jobbing industry by 
proper analysis of each individual 
business. 

Excellent Entertainment Features 

On Wednesday evening, May 29, 
Dr. Edward James Cattell, na- 
tionally known lecturer, addressed 
the members on “Bigger Men, 
Broader Views and Better Busi- 
ness.” Dr. Cattell was in his 
best humor, keeping his audience 


(Turn to Page 85) 





t ae : 


Down at the General Electric Supply Corp., Memphis, Tenn., the fellows al- 
ways say: “Aw! Take the girls’ picture for a change.” Which we were mighty 
glad to do, but this is the first time we could get them all together. Left to 
right: Mildred Brooks; Clara Hoyen; Lola Brooks; Mrs. A. M. Balling; Mrs. 
L. A. Spilman; Ladye Mary Videll, and Mrs. B. H. Ward. Either Miss Videll 
has four hands or someone is hiding behind her: 
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"HE BRYANT ELECTRIC COMPANY manufactures over 

twenty-five hundred ‘Superior Wiring Devices.” 
Bryant E oieaks| Attachment Plags:* Receptacles, Switches, 
Plates, Buses and Hemco Plural Plugs are built for greatest 


efficiency in electric light and power control in your homes, 


offices, stores, warehouses, factories and hospitals. 


ot . ~ 






















| SUPERIOR 
\ WIRING DEVICES 
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ELECTRIC COMPANY 
BRIDGEPORT, CONNECTICUT 
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Announcement 


“Summer Sales Prize Contest” for 
Jobber Salesmen 


(July Part) 


LL manufacturers whose  advertise- 
a ments appear in the following section, 
pages 53 to 84, together with certain 
additional ones elsewhere in the issue, all list- 
ed on the next page, are co-operating in THE 
JoBBer’s SALESMAN “Summer Sales Prize 
Contest.” Their products are eligible in the 
contest. 

This contest is open to jobber salesmen 
whose names have been properly entered by 
their sales manager, and to them only. 

All entries have been acknowledged by 
THE JOBBER’s SALESMAN, and combination 1n- 
struction and score cards sent to each con- 
testant. 

This magazine is offering a prize of $25.00 
in cash for the greatest sales, at wholesaler’s 
sales prices, (what you bill the customer) of 
the products of each and every manufacturer 
in this section, and the other eligible manu- 
facturers, outside of the section, in the period 
of July 1 to July 31, 1929, both inclusive. 
(Duplicate prizes awarded to tying contes- 
tants. ) 

With so many prizes offered, every sales- 
man has a chance to win one or more prizes. 
There is no limit within the scope of the con- 
test to the number of prizes that one man can 
win. 

First, examine every advertisement in the 
section. Then pick out the manufacturers 
whose lines are handled by your house. Do 
not hand in records for sales of lines on 
which your house is not a regular distributor. 

Second, study the messages of these manu- 
facturers. They have attempted to give you 
the help which will aid you in increasing your 
sales. 





Third, the contest is for the whole month 
of July. Do not fail to “follow through” to 
the very end in your efforts. You may land 
an order the last hour of the last day that will 
win a prize. 


Note Caretully 


Sales records for the month are to be kept 
by each contestant himself. At the end of the 
month he adds up the totals for each manu- 
facturer whose lines he has been competing 
on and enters them opposite the names of the 
respective manufacturers on his score card. 
He is then to sign his score card and send it 
to his sales manager who checks the figures, 
countersigns the card and sends it to THE 
JOBBER’S SALESMAN, to reach there by Aug- 
ust 20. 


City desk men or inside employes handling 
large volumes of business coming into the 
house, or officers of the company, are not eli- 
gible in the contest. Such business, however, 
may be credited to such regular salesmen as 
would be credited in the ordinary routine of 
the office. 


No “Blanks’’ in Contest 


Aside from the scores of opportunities you 
have to win $25.00 cash prizes in the month 
of July, every contestant who sends in his 
record card, with sales shown for one or more 
manufacturers, is going to be sent a “special 
premium.” It makes no difference whether 
he wins a big cash prize or not. He is going 
to get something for simply following 
through. THERE ARE NO “BLANKS” 
IN THIS CONTEST. 
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MANUFACTURERS ENTERED 


iii ais 
The “July Summer Sales Prize Contest” 


HE following is a list of the manufacturers who are entered in the Summer Sales Contest 

for the month of July. The numbers on the right refer to the page numbers of their ad- 

vertisements. Most of the advertisements appear in this section but some will be found in 
other locations throughout the issue. In each case a notation appears on the page indicating that 
the company is entered. No prizes will be awarded for sales of manufacturer’s products whose 
advertisements are not so marked. 


Advertisement 
NAME OF MANUFACTURER on page 


Ee ee ee ee ne rrr 
I 9 sr a pdt Wak ae Avie eo dace wd Sb -wE A eo kaw eno 4 
ee a is a naan al Ge ea MRO NS ANA k ADAP CREEK RAS Crees  -§ 
EE EE ED EE ET DS Le Re a 
EE EC re ee ee ee 
a Ae hy gna Rg be ae halen WWW SRSA RO ANOS GAGS ROO weed aed 61 
TE ESE NS Re EE Ey ee ee 
EEE eT a ee ee ee reer 
ee id a ek Ng oS aE NN hes AME OO tee 4 eee awee 


REE I re Le ae ee ee ee ee ee ee ee a 
er) 
i alae are an KC O'S) Bde s Rede WED Nw ae c ewe ws 66 
EES OR A 
i a Sd ia na hh ROS ARE bMS ER RS Oe 60 
ty eal Pane da he ad ieee aM Ae WO be ee OO; 62 
ER ee eer ee er Ca een ee ee ee 64 
EE ee ee ee ee Se a 
is ig eat, Gira fib ak are Ad dw * 6 CRANE EAN SMO 81 
EET CE PE OE LO EES eT Se ee eee ae 
EE AE RL a ei eT eS SP ae EO eS te ee ee 82 
EE OO ee en ee eee ere ee ee eee eee eee ee 
ee eee ye eee eee eee eee eee 84 
EEE Te 
ib ala edie ¥ Hb ae ae Fee eos 54 Bw welere be 406 nee eae we 44 
Rade ¥ sctor Carp. Gf AMeTICe: .. 2. 665i nn ccc reece ces ceeessceecetesrccccncccee GF 
es ie de hen ia aenie sain eee Wenge FEW Ee ER OG kee oe oe os 
Stanley Mule & Level Plant... .... .... 2060 00 cs ce cece cecrcete ee cccccccccececcc cess s WG 
SOBER ey TRUOPRNNS GO. 0 55 oc eee werent e ctw eee se ccs eee ee ee cone ceceeees 85 
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he SQUARE D 
Now Strengthened by 


From all over the nation come vigorous expressions 
of approval of I-C automatic electric motor 
control equipment... Now a part of 
the complete SQUARE D /zne 


For many years Square D has been recognized, the 
country over, as a leader in the manufacture of indus- 
trial and domestic electrical equipment. And now, to 
the prestige of the Square D Company has been added 
the unqualified approval ... the enthusiasm... of the 
thousands of users of the remote motor control equip- 
ment produced by its Industrial Controller Division. 
These users speak for themselves ... and they tell a 
most convincing story. 


The chief engineer of the Peter Cailler Kohler Swiss 
Chocolates Co., Inc., Fulton, N. Y., says: “Where men 
formerly operated hand starters slowly, causing arcs 
and damage, I-C push-button control has entirely 
eliminated this source of trouble. In starting, motors 
are brought up to speed smoothly, without regard to 
the skill of the operator.” 


This convincing commendation is given by the chief 
engineer of the Theurer-Norton Provision Co., 
Cleveland, Ohio: “No I-C protected motor has ever 
burned out or been otherwise damaged. Inspection 
shows that our I-C starters will last 10 years. Some 
have already lasted three times longer than the equip- 
ment they replaced.” 


From the Keystone Leather Co., Camden, N. J., comes 
this expression of approval: “Fifty-four motors were 
changed over, one at a time, with no interruption of 


~ ait 
r . 





SQUARE D COMPANY, DETROIT, u. S. A. 


FACTORIES AT DETROIT, MICH., PERU, IND., AND MILWAUKEE, WIS. 
SQUARE D COMPANY, LTOD., CANADA, WALKERVILLE, ONTARIO 
BRANCH OFFICES: Toronto, Montreal 


BRANCH OFFICES 


Boston Buffalo Indianapolis 
Biot we aor 
iladelphia rand Rapids ‘ 
Baltimore Cleveland a City 
Richmond Cincinnati > 
Atlanta Chicago Los Angeles 
Detroit Milwaukee San Francisco 
Syracuse Minneapolis Portland 


production. This was due in no 
small part to the ease with which 
I-C starters are installed, mounted 
and wired. As an insurance 
policy against motor trouble, pro- 
duction loss, and spoilage, our 
I-C starters have already repaid 
their cost.” 


These letters are typical of scores 
we have received. Upon such 
universal user-satisfaction the 
Square D reputation has been 
built. In Square D’s complete 
line of electrical control equip- 
ment you will find products to 
lower your costs of operation 
and raise the safety standards of 
your plant. At the three Square 
D factories or at any one of the 
23 branch offices, complete in- 
formation is always available. 





Square D Makes a 
COMPLETE Line of 
Electrical Control 
Equipment 


At the Switch and Panelboard 
Division, Detroit 
Industrial Safety Switches 
Meter Service Switches 

MU ARE-Duct 
Panelboards for Both Lighting and 
Power 
Fuse Cabinets 
Outdoor Meter Boxes 


At the Industrial Controller Division, 
ilwaukee 
Automatic Starters 
Compensators, Both Automatic and 
Hand Operated 
Speed Regulators 
Motor Circuit Switches 
Magnetic Contactors 
Pressure Switches 
Disconnect Switches 
Float Switches 
At the Porcelain Division, 
Peru, Indiana 
Porcelain Insulators 
Special Porcelain Products 











The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Reputation 
the Enthusiasm of FC Users 


Now...aNEW Product... A. C. Combination 
Starters (across-the-line type, with motor circutt 
switch)... establishes SQUARE D even 
more firmly in tts position of leadership 





There’s no product on the market like 
this new Square D combination starter. 
It’s NEW-—and possesses exclusive 
features. It is made in three different 
ampere capacities and in six different 
types—making use of across-the-line 
starters in capacities up to 30 h. p., 220 
volts, and 50 h. p., 440 and 550 volts, 
two or three phase. Each one is a com- 
plete unit consisting of an across-the- 
line starter combined with a motor 
circuit switch— mounted together in 
one cabinet. The motor circuit switch 

' not only acts as a disconnecting switch, 
but is also capable of opening the circuit 
while the motor is under load. These 
combination starters provide a sub- 
stantial saving in wiring cost, and may 
be obtained with fuse blocks between 
the motor circuit switch and the starter, 
if desired. At the left is shown Class 
8532-S combination starter, type A, of 
20-ampere rated capacity. 


EQUIPMENT 


Class 8532-S Combination ftarter, Type A 


QU, 


ELECTRICAL 








(148) 






The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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More Sales For 
July and August} 











July and August are good 
months to sell Benjamin Prod- 
ucts. Our sales statistics for 
years prove that. 


Four Benjamin products stand 
out particularly as good Sum- 
mer sellers. They are always 
in the money. 


We are glad to be in the Sum- 
mer Sales Contest. If it wasn’t 
a good thing the idea would 
| not have grown the way it has. 


We believe the Jobbers’ Sales- 
| men are for it and anything 
| they are for we are. We hope 
the weather will be fine, the 
roads in good shape and the 
P. A.’s disposed to do their 
buying early. 





If there are any catalogs, bul- 
letins or special information 
you want, let us know. We 
| will be glad to give you all 


the help we can. 












Benjamin Electric Mfe. Co. 


General Offices and Factory 
DES PLAINES (Chicago Suburb) ILLINOIS 






















NEW YORK CHICAGO SAN FRANCISCO 








—— 














The products of this company are entered in the prize contest for this month. A $25 





prize will be awarded the salesman selling the greatest quantity during the month. 
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Lighting Equipment 


This includes the wide range of Benjamin Light- 
ing Equipment in Schedules 2 and 4. This line is 
especially active and your sales effort will tie-in 
with a special Benjamin “Check Your Lighting 
Equipment Now” advertising campaign in na- 
tional business papers and mailings to thousands 
of prospects during July and August. 


Benco Sockets 


Fill out the big total with Benco Sockets or other 
wiring devices included in Schedule 3. Benco 
Sockets are much in demand, particularly for out- 
door lighting of parks, piers, amusement places, 
etc. A recent series of mailings and consistent 
magazine advertising to the electrical contractors 
have brought special attention to the advantages 


of the Benco Weatherproof Socket. 


Industrial Signals 


Benjamin Industrial Signals are particularly time- 
ly, as industrials of every kind, municipalities, 
railroads, mines, mills, quarries, etc., find in the 
Summer months an opportunity to install or re- 
vamp their signalling systems. Two striking fold- 
ers in color have just been mailed and full page 
advertisements on Industrial Signals are appear- 
ing in industrial magazines. 


Show Case Lighting 


Another item to swell the sales is Benjamin Show 
Case Lighting Equipment. This month and the 
next gives you the best time of the year to get 
the merchant to put in a trial lighting installation. 
Even during the long hours and on sunny days, 
you can always find a corner of the store that 
needs better lighting. The effect of bringing this 
dead space to life is startling. 

















The products of this company are entered in the prize contest for this month. A $25 





prize will be awarded the salesman selling the greatest quantity during the month. 
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HANNAN TMNT 





RROW=— 








A Combined Switch 


and Convenience Outlet 





Beauty -- Utility -- Economy 


This ARROW Device has Many Advantages over 
the separate installation of a Switch and Recep- 
tacle. 


It Occupies the space of One Device—uses only 
One Single Box—Saves Installation Time. 


It also places the Convenience Outlet in a Handy 
Position; no stooping under tables, etc., to find 
the outlet. 


The Bakelite Plate and Indicating Handle are 
Shock Proof. 


No. 548 has been installed in Hospitals—Office 
Buildings—Hotels—Steamships. 


Ideal installations may be made in Kitchens— 
Laundries—Bathrooms. 


For further information write for Arrow Catalog 
No. 23% listing a Complete Line of Wiring 
Devices. 


TO THE JOBBERS SALESMAN 


The Contest is on! Here is a device that will find ready acceptance. No. 548 will 
appeal to your contractor customers. They will save installation time, use only one 
single gang box, do a neat job and make more money because No. 548 is a specialty. 


ARROW ELECTRIC DIVISION 


THE ARROW -HART & HEGEMAN ELECTRIC CO. 


HARTFORD,CONN. 













The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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Even in Summer 
~ —it will be easy 
ee to win the 


BUSS Light 


$25 prize 


Contest 


eer 








cat! 






Charming in 
the sun room 


Summer life 
is filled with 
needs for this 
portable and y fl 
adjustable \e) 
light! ay 


Just take a look ’round at 
people, as they carry on their ¢ 
summer work and play. Think 
of the things they do that call \ { 
for a portable and adjustable 
light. Then you'll realize there 
isno“‘summerslump” in BUSS 
Light uses. 

Tell yourdealers about these 
summer uses for the BUSS 
Light and it will be no trick at 
all for you to win the $25.00 
prize offered by BUSS to the 
jobber salesman who sells the 
most BUSS Lightsduring July 
and August. 


BUSSMANN MFG. CO. 
Jefferson & University 
St. Louis, Mo. 





A cheery compan- 
ion on the breeze- 
swept sleeping-porch 

















A delightful after- 
noon bridge prize 





ca 








for the jobber salesman who sells 
the most BUSS fights in July and Aug. 








A pleasing conven- 
ience at the sum- 
mer clubhouse. 





Wherever individual light is needed--the BUSS will fit 


The products of.this company are entered in the prize contest for this month. A $25 





prize will be awarded the salesman selling the greatest quantity during the month. 
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HEAVY 
COTTON BRAID 

















ELASTIC 
TOUGH FIBROUS 
KRAFT PAPER 








YEAR ROUND 
SALES ~~ and 

WORTHY of YOUR 
BEST EFFORTS IN THE 
SUMMER SALES CONTEST 


Off to a flying start in the contest and finish up 
near the front... . If you win the $25 award for 
selling “Ettco” Triple Insulated Armored Cable 
you will be happy and so will we ... . But you 
also will have cemented many more strong 
friendships among your customers... . Elec- 
trical contractors are quick to see the superior 
advantages of using “Ettco” ....a real step 
forward in armored cable construction ..... 
Three layers of insulationinsure utmost protec- 
tion plus simplicity and strength. 











NATIONAL 
ELECTRIC CODE 
RUBBER 














Immediate Delivery for your Customers 


EASTERN TUBE & TOOL CO., Inc. 
Brooklyn, New York 








The products of this company are entered in the prize contest for this month. A $25 






prize will be awarded the salesman selling the greatest quantity during the month. 
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The Batteries for Today’s Game are 












9 you fellows, who want 
WON to turn in high score- 
9 cards in the Summer 
Sales Contest ... BOND Electric gives you 
four good “‘hits”’ right off the bat—BOND 
Radio Batteries, BOND Flashlight Batter- 
ies, BOND Flashlights and BOND Radio Tubes!... An 
unbeatable combination that will bring you home in 
front every time... If you want to fatten your batting 
averages in the selling game—sock ’em hard with 
BONDS! You’ll give your dealers a “good run” for 
their money. 






BOND ELECTRIC 
CORPORATION 


JERSEY CITY, N. J. 


Chicago San Francisco 








BOND HIGH-VACUUM 
RADIO TUBES 


embody a revolutionary improve- 
ment in tube construction, offering 
the highest vacuum ever achieved by 
radio science!... They’re the talk 
of the trade. 












PEG. U.S, par. OFF. 


BONDS 
4 


BOND RADIO BATTERIES 


can be depended upon at all 
times to deliver a steady, unin- 
terrupted flow of power. During 
idle hours they restore their own 
energy—‘“Rest Renews the Cur- 
rent they Use...” Take no chances 


—sell BONDS! 













BOND 
MONO-CELLS 


are in greater demand during 
the Summer months than at any 
other time of the year. 
Everyone who owns a flashlight 
needs flashlight batteries and 
BOND excels with “‘sealed-in 
cells! .. . It sells fast for its cells 
last. 





BOND FLASHLIGHTS 


are available with colorful Easy Grip 
Fibre Tubes. They are equipped with 
the BOND Candle Light, the 3-Way 
Safety Switch, Shock Absorbers and 
other exclusive features... Every one 
of them a good reason for a quick sale! 


The products of this company are entered in the prize contest for this month. A $25 





prize will be awarded the salesman selling the greatest quantity during the month. 
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“USE A 
KONDU 
INSTEAD 
OF A 
THREAD” 





"My 
luckiest 
day— 


“when I began to < 
use a KONDU instead of a thread”’ 


“Our conduit installations used to eat up too much 

time, and I couldn’t help but kick about it to the boys. 
It had me worried. But now we are using KONDU— 
saving 50% in time and labor—and I am all smiles and 
appetite. Have gained 30 pounds.’’ 


R hrakire 


Besides cutting labor costs in half, KONDU Threadless Fittings wipe 
out all the costs of expensive threading machines, pipe stocks, dies, etc. 





The easiest fitting to install or replace 
KONDU— which is a union in itself— goes into new lines or old ones 
in much less time than it takes to turn a union on. Just slip the KONDU 
box into place, and three or four turns of the lock-nuts tighten it to stay peng 
put. It’s as easy on a bent line, or an elbow, as on straight conduit. 


And when it’s necessary to make a change or addition, you'll like the 





easy way KONDU comes out of the line without disturbing any conduit On subway car installations 
° ° e Kondu is ideal. Note how it fits 
whatever. Something that no other fitting can duplicate. aie the "hit Sheed ani date 


on bent pipe as easily as straight. 


And Kondu holds tight. Even 
the excessive vibration of speedy 
subway cars does not shake 


ERIE MALLEABLE IRON COMPANY Kondu loose. 
Kondu Division 600 West 12th Street, ERIE, PA. 


Canadian Representative: Kondu Manufacturing Co., Ltd., Preston, Ont. 


FIRST IN THE FIELD 
OF E 
THREADLESS FITTINGS 


The products of this company are entered in the prize contest for this month. A $25 


Try KONDU Threadless Fittings next time, and you’ll see why so 
many experienced electrical men say: ‘“‘Use a KONDU, instead of a thread.” 







CAN BE TAKEN 
OUT OF THE LINE 
ANYWHERE 
AT ANYTIME 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Mounted 


UIET action—protection from 

wear—neat appearance —fits 
any box—every desirable feature 
of a switch is found in this new 
C-H “Rubber-Mounted” Toggle 
Switch. 


With the “‘full-floating” mecha- 
nism mounted ontwo resilient rub- 
ber cushions, there is not a metal 
connection between the mecha- 
nism and the body to transmit 
sound. The case is made of heat- 
proof Thermoplaxtogivestrength, 
keep contacts lined up and to keep 
out all grit and dirt. It fits all 





boxes—works equally well with 
all plates. 

The mechanism is extremely 
simple. Not a screw in it—and 
but one rivet. Short, stubby con- 
tact blades are heavy to prevent 
“bounce” and pitting. The spring 
is of the compression type which 
distributes wear evenly. 

These and other features make 
the new C-H ‘Rubber-Mounted” 
Toggle the switch for jobs where 
long life and quiet action count. 
Made in single pole, double pole, 
3-way and 4-way types. 


CUTLER-HAMMER, Inc. 
Pioneer Manufacturers of Electrical Apparatus 
1286 St. Paul Avenue 
MILWAUKEE, WISCONSIN 


CUTLER HAMMER 


MODERN WIRING 






nclosed 
Toggle 


Switch 


Catalog No. 728] 





Note the two resilient rubber cush- 
ions on which the mechanism is 
mounted. This, with the absence of 
metal connections, makes the new 
C-H Enclosed Toggle Switch re- 
markably quiet. 


Not a single screw and 
only one rivet—this sim- 
ple construction makes 
the C-H mechanism ex- 
ceptionally strong and 
dependable. Note the 
compression spring, 
brass-shielded for lubri- 
cation and security. 


NECESSITIES 














3170" 


The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman seiling the greatest quantity during the month. 
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The STAR-Rite family 


puts you in the Summer 
Sales Contest to win 





With the addition of a full line of cabinet 
and apartment ranges—an entirely new 
type of Exerciser—and several new mod- 
els of therapeutic lamps, including the 
new Vim-Ray Carbon Arc Ultra-Violet 
Ray, the STAR-Rite line is rounded out 
into a completeness seldom attained by 
any manufacturer of electrical appliances 
and ranges. 

Here’s a complete line of beauty, health, . 
table cooking, and major appliances that 
you can sell to a single customer. Quality * STAR-Rite & 

at a Reasonable Price—that’s the STAR- Reversible Toaster 








H ~ © f 9 c y 
Rite slogan. And there’s a profitable year na Sell Sake enn <td oes. 
round repeat business too on all these Redesigned for 1929 sale—with a more 
products. We help you sell. Write today ae a ae ee 
for latest catalogs on STAR-Rite. model is really the equal of any toaster 
on the market. Retail $4.50. 


*« STAR-Rite Waffle Iron 


for $9.00 with the same heat indicator 
that made the Empress such a wonderful 
hit when first marketed. Other models 
at $10.00 and $15.00. Beautifully fin- 
ished in gleaming nickel, these waffle 
irons offer dealers a wide range of mod 
els and prices. Choice of black, green, 
blue, yellow or red handles. 





N EW 
% STAR-Rite Exerciser 





Two big new features make the STAR- D 
Rite Electric Exerciser outstanding value. * STAR-Rite Fans 
The platform (patent applied for) makes for 1929 are offered in 3 attractive dis- 


the Exerciser self-balancing and elimi- play and selling colors—black and brass 


% STAR-Rite Quick Mixer nates anchoring. When not in use folds Pivory end, nicks, 
Q tightly to machine. Apparatus requires The Ventilator, adjustable to any window 


Ideal for mayonnaise, cream, egg white little space. Just the proper amount of ee : ; ‘es 
light batters and drinks. Mixer is peccosemon vibration for a safe, stimulating, invig- — pa or: me a inesalie’, 
ble from base ¢ n> Gane orating massage. Circuit Breaker Switch eo & = ee 

€ m_ base and may be carried to rating massage. | - for fan catalog. Non-Oscillating models 
stove, table or sink. Rubber feet on minimizes servicing. Unusual sales _ pro- 8”, $6.50; 10”. $10 00: 10” Ventilator. 
base prevent creeping. Bowl furnished gram—write for details. Retail $95.00. $17.50. Oscillatars, “10”, $13.50, 12”. 
FREE Price $10.00 $25.00; 16” $30.00. ; sik ii 


STAR-Rite 


ELECTRICAL NECESSITIES 


Manufactured by 
The Fitzgerald Manufacturing Company 


Torrington, Conn. 


Send for catalog of STAR-Rite motor driven and 
heating appliances—electric ranges—health lamps, etc. 





The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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PRODUCTS 
are big money makers for 


You in the Summer Sales Contest 


With a brand new and 
complete line of outlet 
and switch boxes to give 
added impetus to the Summer 
Sales Contest, Triangle Products 
present an unusually attractive 
proposition to Jobber Salesmen from 
the standpoint of developing new sales 
outlets and steady repeat business . . 
And then don’t forget the big TRIANGLE 
TRIUMPH—Triple “I” (triple insulated) 
Bonded Cable—in big demand by electrical con- 
tractors because of its safety and simplicity. We 
want you to let us help you sell during the sales con- 
test and we want every jobber salesman entered in the 
contest to know that we back you up with advertising in 
“Electrical Contracting,” the magazine your customers read 
. - In addition, Triangle direct mail will continue to increase 
prestige and build business for you among contractors, engineers 

and architects. 
































Triangle Products 


Triple “I’? Armored Cable 
Triex Non-Metallic Sheathed Cable 
Rigid Steel Conduit 
Rubber Covered Wire 
Lead-Encased Wire 
Non-Metallic Conduit 
Flexible Steel Conduit 
Armored Cable Tool 
Outlet Boxes 
Switch Boxes and Fittings 























eae 


TRIANGLE (4 =" 
COMPANY, Ine. 


GENERAL OFFICES: Dry Harbor Road and Cooper Ave., 
Brooklyn, N. Y. 


FACTORIES: Brooklyn—Chicago—Butler, Pa. 
IN CANADA: Canadian Triangle Conduit Co., Ltd., Ontario 





















The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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The products of this company are entered in the prize contest for this month. 


prize will be awarded the salesman seliing the greatest quantity during the month. 
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A Radiotron 
for every purpose 


RADIOTRON UX-201-A 
Detector Amplifier 


RADIOTRON UV-199 
Detector Amplifier 


RADIOTRON UX-199 
Detector Amplifier 


RADIOTRON WD-11 
Detector Amplifier 


RADIOTRON WX-12 


Detector Amplifier 


RADIOTRON UX-200-A 


Detector Onty 


RADIOTRON UX-120 


‘ower Amplifier 


RADIOTRON UX-222 


Sereen Grid Radio 
Frequency Amplifier 


RADIOTRON UX-112-A 


Power Amplifier 


RADIOTRON UX-171-A 
Power Amplifier 


RADIOTRON UX-210 


Power Amplifier Oscillator 


RADIOTRON UY-224 
Sereen Grid Radio 
Frequency Amplifier 
(A. C. Heater) 
RADIOTRON UX-240 
Detector Amplifier for 
Resistanee-cou pled 

Amplification 


RADIOTRON UX-245 
Power Amplifier 
RADIOTRON UX-250 


"ower Amplifier 


RADIOTRON UX-226 
(A. 4. "Filner nt) 


RADIOTRON UY-227 
Detector Amplifier 
(A. C. Heater) 


RADIOTRON UX-280 
Full-Wave Rectifier 
RADIOTRON UX-281 
Half-Wave Rectifier 
RADIOTRON UX-874 
Voltage Regulator Tube 
RADIOTRON UV-876 
Ballast Tube 


RADIOTRON UV-886 
Ballast Tube 
The standard by 
which other vacuum 
tubes are rated 





Look for this mark 
on every Radiotron 


RADIO-VICTOR CORPORATION OF AMERICA *« NEW YORK «+ CHICAGO «+ ATLANTA ° 











NT lS hI lS ha S tT la dls aN ts las aT es 





LEE WARREN JAMES 


President DAY-FAN ELECTRIC COMPANY Saver 


“In designing and building Day-Fan radio sets our 
aim is to build an instrument that will give the 
finest possible reception. Each one is painstak- 
ingly tested for tonal quality with RCA Radio- 
trons. Because we have found these tubes the 
most satisfactory for this purpose we advise that 
RCA Radiotrons always be used in our receiv- 
ing sets.” 








RCA RADIOTRON 


q ‘ 4 
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A ecustomer’s time is often more val- 
uable than the dealer’s. He resents 
wasting it in stores that are “just out” 
of the tubes he wants to buy. It’s good 
eustomer insurance to carry a com- 
plete line of RCA Radiotrons—and 
never be out of stock on any tube. 
The dealer who is known to carry the 
full line—all the time—makes regular 
eustomers out of occasional buyers. 


Superior resources of research and manufacturing 
guarantee to RCA Radiotrons the finest possible 
quality in vacuum tubes. They are the standard of 
the industry—and so accepted by both the trade 
and the public. 


RADIOTRON DIVISION 


DALLAS 


a an ee mare a PIE 


The national magazine ad- 
vertisement reproduced at 
the left is one of the 1929 
Radiotron series, each of 
which carries the signature 
of a leading radio manu- 
facturer. 








RCA RADIOTRON 


RADIOTRONS ARE THE HEART OF YOUR RADIO SET 


The products of. this company are entered in the prize contest for this month. A $25 


prize will 


be awarded the salesman selling the greatest quantity during the month. 


* SAN FRANCISCO 
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built in 1I889- 
wired in 1909- 


WAITING 


to be rewired 
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over fen million 
other homes just 
like this one 


HEY are scattered all over 
the country in village, 
town and city. 
They represent the big 
wiring profits for 1929. 
They offer ten times the 
volume that all the “New 
Homes” to be built this year 
will offer. 
Tie in with the “Old House 
Wiring Campaign” that your 


local Electrical League, or 


your central station, is run- 
ning. Go after this business 
now—and keep after it for 
the rest of the year. 

But go after it with Sheath- 
ed Cable. 

For Sheathed Cable ties up 
less money in stock, is easier 
to install, gives your custom- 
er a safe wiring installation, 
and gives you a real profit 


on the job. 





ee eteaiel “ aiid, = 





hea 









If you want further information, any of the licensed 
Manufacturers listed below will be glad to send you the 
booklet —“Where and How to Use Sheathed Cable” 


Anaconda Wire and Cable Company 
Eastern Tube and Tool Company 
General Electric Company 
Marion Insulated Wire Company 
National Electric Products Company 


Rome Wire Company 
Division of General Cable Corporation| 


The Wiremold Company 


The above Manufacturers are licensed under Non-metallic Sheathed 
Cable Patents number 1439323; 1520680; 1203788; 1673752. 
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600 Hours Production Work in Cast Iron — 





Maintenance Cost 40) C 


The full line of Stanley 
Electric Tools include: 


DRILLS 


No. 141—\" Standard Duty 
No. 142—'4” Heavy Duty 
No. 562—5/16" Heavy Duty 
No. 382—*g” Heavy Duty 
No. 121—"” Standard Duty 
No. 122—" Heavy Duty 
No. 582—g” Heavy Duty 
No. 341—%4" Standard Duty 
No. 342—*4” Heavy Duty 
No. 781—%" Standard Duty 


GRINDER 
No. 556 Bench Grinder 


$30.00 
40.00 
44.00 
52.00 
54.00 
60.00 
68.00 
70.00 
78.00 
85.00 


46.00 


Drill Stands, Attachments, etc. 






; ; continuously 10 hours 
a day in cast iron, a Stanley 4” Heavy 
Duty Electric Drill has recently com- 
pleted its 60th day’s performance. 


At the end of this time a new set of 
brushes were installed at a cost of 40 
cents—and the drill was as good as new. 


Sixty days operation with 40 cents mainte- 
nance cost—that’s one of the reasons why 
Stanley Electric Drills are easier to sell 
and why repeat orders specify Stanley. 


Catalog S59s sent on request 


THE STANLEY RULE & LEVEL PLANT 


New Britain, Conn. 


STANLEY TOOLS 


The Choice of Most Mechanics 


The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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New—Electrical Train Equipment 
Opens New Sales Possibilities! 





No. 108 
Switch Tower House 


Has switch board for operation of 
electrical lighting systems, automatic 
equipment, track layouts, etc. Will 
control six circuits, an exclusive 
American Flyer feature. Is elec- 
sic 5 hted, beautifully enameled, 
has sol lid brass trim. Its sale will 
help sell other equipment. Size 12” 
long, 7142" wide, 94" high. Con- 
re $8.00 





Dial Type 
Transformer 


Operates similar to the tuning knobs 
of a radio. The pointer on the knob 
indicates the voltage being used. 
The contact is poaeee in action and 


it is not possible for it to slip out or 
off the position from which it is set. 


- No. 1290—75 Watt 


For 110 volt, 60 cycle, A. C. current. 
Recommended to operate narrow 
gauge trains of any manufacture, 
excepting trains operated by remote 
control motor. Has ww from 5% 
to 14 volts. Size 4 x 4% x 
Consumer Price ..... 


No. 1295—100 Watt 


For 110 volt, 60 cycle, A. C. current. 
Recommended to operate all nar- 
row or wide gauge trains of any 
manufacture includ: ing a reasonable 
amount of electrical equipment. Has 
range from 612 to 24 4- 10 volts. 
Size 44% x 442 x 3%". Consumer 
We Se oa aces es $6.50 





No. 1275 
Circuit Breaker 


Automatically cuts out current and 
Protects transformers if short cir- 
Cuits occur. Also desirable to use in 
Starting and stopping the train 
rather than using transformer lever. 
Circuit is resumed by pushing lever. 
No springs to get out of order. 








AS an evidence of continued progress, Amer- 
ican Flyer presents these notable addi- 
tions to its fine line of products. There is 
nothing experimental about them. They are 
the result of two years of costly research work. 
They are scientifically perfect—marvels in 
mechanical efficiency and are built entirely 
“fool-proof.” 

Appealing to the ever increasing number of 
both grown-ups and boys who are making a 
hobby of remote control miniature railroad- 
ing, these new numbers open up entirely new 
possibilities in sales and profits. Be sure to 
include them in your orders. 
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Method of Operation 


This illustration shows one method of assembling 
and hooking up the Switch Tower House, a pair of 
Remote Control Track Switches and Track Switch 
Control, the Circuit Breaker and either the No. 
1290 or 1295 Dial Type Transformer. Full in- 
structions accompany each of these items, so the 
consumer will have no difficulty in setting them up 
or operating them. 


sie, 12 MERCHANDISING 
aed oA TIE-UPS 
eZ To help you sell more Amer- 
ican Flyer Trains and 
Equipment 


WRITE FOR YOUR COPY TODAY 

















Remote Control 
Track Switches 


(Operated from a Remote Control 
Position) 


All working parts are completely 
covered and are mounted on a solid 
base. The frog is thrown by a posi- 
tive pinion and rack action—no 
springs to get out of order. Frog 
automatically locks when in _posi- 
tion thus avoiding any possibility of 
car derailment. The current is car- 
ried through the rails of the frog 
itself, making an unbroken contact 
at all times. Protected by our patent 
No. 1,355,467, Oct. 12th, 1920. 


Two trains may be operated at the 
same time (see illustration for hook- 
up). When one train has passed 
through a switch to a track sidin 
you may stop the current on this oa 
ing by throwing both switches. 
When the second or following train 
has passed by the siding, you may 
again throw the switches allowing 
the first train to continue. This fea- 
ture is exclusive with American 
Flyer. 


All remote control track switches 
have electric lights. No. 4180 Track 
Switch Control (illustrated and de- 
scribed below), is included with 
each remote control track switch. 


NARROW GAUGE 
Consumer 
Model Price 
486 Switch—Right. . . . $ 6.00 
487 Switch—Left .... 6.00 
488 Switch—Pair .... 10.00 


WIDE GAUGE 
4486 Switch—Right ... $ 7.00 
4487 Switch—Left.... 7.00 
4488 Switch—Pair. ... 12.00 





Track Switch Control 
No. 4180 


Nothing like it on the market, dis- 
tinctly an American Flyer Product. 
Entirely fool-proof, all working 

arts completely protected. Has 
fo ‘our push buttons for operating two 
remote control track switches—two 
buttons for each switch. One button 
is colored green and the other is red. 
An indicator on the control shows 
what position the track is thrown. 
Very compact and strongly built. 
Size 4%, x 4 x 1%". Consumer 





Contanier Pitice 2. «sc ee ee $2.00 
It may help you win the Jobber’s Salesman Prize 
be ae 
Sales Offices: 
Factory Office: 200 Fifth Ave., New York City 
222 5-39 5. Halsted Street : Transtormers Electric Trains Mechani al 4/ Trains 24 California Street, 
Chicago, Illinois AMERICAN FLYER MFG. COMPANY San Francisco, California 


Mfrs. of Miniature Railway Trains, Airplanes and General Distributors of Structo Toys 


The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the-salesman selling the greatest quantity during the month. 
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LEAST SCN? BEE 
CAMA ENA . 


You Can! 


a 715; A comprehensive sales plan, de- 
fe — © veloped by CLEMENTS and offered 
2B ay to CLEMENTS: Jewel jobbers at no 
a 3 cost, has proved its ability to get 
Da a cleaner business at all seasons. Try for the two 
4 a This plan is simple and fits any $25.00 prizes offered 


= 
aha! 





pat) 


is 


Pt 


, type of wholesale set-up. It calls to Clements - Jewel 
Floor Polisher s for no “specialty” salesmen, but is salesmen by this pub- 
FREE 3 built entirely around the regular 


Ee ‘ 
nee ee ik jobber salesman—the keystone of the lication (Jobber’s 
a vacuum cleaner sales plan. Salesman) during July 


Prices to You! 
and August. 





The plan fits into the regular 
salesman’s activities, enabling him to 
boost his general average—without 
interfering with his regular sales 
duties. 


Grief Eliminated - - 
Profits Safeguarded! 


Common sense is the ruling factor behind the simple 
CLEMENTS- Jewel sales plan. Common sense is the ruling 
factor, also, behind CLEMENTS- Jewel construction. 


Motor is built in “enclosed units,” making bearings dirt- 
proof and delicate workings fool-proof. The machine has 
been kept “straight suction,” free from belts, gears and other 
complicated mechanisms, hence free from undue servicing 
risks. 











Oe et ab tig Fs ae a> ss 
TROT he Merk Pra ROT mesg pens 


The Clements-Jewel is built by the manufacturers of the 
industrial cleaning equipment used by U. S. and British gov- 
ernments and by the nation’s leading institutions. Clements- 
Jewel thus incorporates “heavy duty” features which assure 
an extra measure of dependability. 


Clements therefore has the cleaner and the sales plan for 
steady, consistent sales growth without the grief. 


Send for a sample machine and for full details. 


Clements Mfg. Co., 625 Fulton St., Chicago, Ii. 


JEWEL 


“Backed by 19 Years Fine Cleaner Manufacturing”’ 





The products of this company are entered in the prize contest for this month.” A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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“Tie New Fox Theatre, 
St. Louis, Mo., is one of the out- 
standing cinema palaces in the 
United States. 


“PRESENTING THE 
BEST” 





Erected at a cost of more than 
$5,000,000, this ultra-modern 
edifice stands as a monument to 
Mr. William Fox, a guiding gen- 
ius in the motion pictureindustry. 


Has a seating capacity of over 


THE NEW 
FOX THEATRE 


IN ST. LOUIS 
BUSS EQUIPPED 


6000, making it one of the larg- 
est theatres in the country. 


The beauty of theinterior, 
patterned after the Arabian and 
Egyptian, is un-excelled. 


Back of all this investment are 
BUSS Renewable Fuses. They 
were selected after careful com- 
parison proved them best quali- 
fied to give positive, low cost, 
electrical protection. 


Architects 
(:. Howard Crane and 
Associates 
Detroit Mich. 
General Contractors 
Avonberg-Fried Co., Inc. 
New York City 


Electrical Contractors 
Hatfield Electric Co. 
Chicago Ill. 

BUSS Renewable Fuses 
furnished by 
Lance Electrical Supply Co, 
St. Louis Mo, 


F USE business of this nature is profitable for you. 
Cite the Fox Theatre installation, it will strengthen your sales 
argument. 


We are entered in the summer sales contest. Win twenty- 


five dollars with BUSS Renewable Fuses. 
“Electricity’s Safety Valve” means only BUSS Fuses. 
BUSSMANN MANUFACTURING CO., ST. LOUIS, MO. 


LM RiWAhgsey 


The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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DOLLARS 


EMPIRE ELECTRIC TOYS 


Here’s a fast selling line of educational toys for boys and 
girls that can swell your sales volume at an amazing speed. 

Empire Electric Steam Engines are patented, exclusive, 
and non-competitive. Electric heating elements, to create 
steam, eliminate all fire hazards. Empire engines operate 
on any standard light socket. And they are built in a wide 
variety of types and sizes to meet every boy’s power re- 


quirements—to suit every pocketbook. 
















Empire Electric Steam En- 






gine. No fire—no alcohol For the girls, Empire builds a complete line of Minia- 
P P 


no danger. 






ture Electric Ranges that cook and bake like big stoves. 
Attractively finished with colored panels and _nickel- 
plated trimmings. Many dealers are ordering their Christ- 
mas supply now. Add Empire electric toys to your line 
to win that prize money. 


Make Your Line Complete 
The attractive appearance, superior quality, exclusive 
designs and popular prices of Empire Electric Appliances 
and Percolators make for far easier and quicker sales. 
And Empire appliances are backed by a strong advertising 
campaign—to help you sell—and win. You need the 
Empire line to be complete. 


METAL WARE CORPORATION 
General Offices and Factory + TWO RIVERS, WIS. 




























The original Miniature 
Stove to actually cook and 


bake. 





Electric Radiant Heater 


Heats uniformly. Makes 
ironing easier, 





Toasts ready made 
sandwiches. 





The most complete line of 
Percolators on the market. 











Chicago 
SOLD THROUGH New York 
| JOBBERS San Francisco 


Minneapolis 


St. Louis 





EXPORT DISTRIBUTORS: International General Electric Co. 
John H. Graham & Co., Inc. 



















The products of this company are entered in the prize contest for this month. A $25 





prize will be awarded the salesman selling the greatest quantity during the month. 
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oe 


—. 








K 


ff OARK, by Colt, is 
E your best chance in 
~* ; the Jobber’s Salesman 
F | Race Meet — either in the 
July Handicap or in the August 

5 Grand Prize. 
Noark Meter Service Devices 


ACCO for accessible fusing; SECO Ask your house to enter you. 
for sealed fusing; UNIVERSAL for 
sealed service and accessible loadside 


fusing. Provisions for up to four Get a leg up by studying the 


branch circuits in same cabinet. In 30 “ 
amperecapacity on!y QUADBREAK markets, the merits and the 
noark Nubtede wien, SCLUng points of the three Colt 
A auick make and avick — thoroughbreds shown here. 


switch B wanna a _— v 

and improved type o 

witchbadewhichwt And then—go out and win! 
appeal to engineers, 

contractors and users alike. 


Noark Service Boxes y We're betting on you b 
bs hen: aoe if you ride a COLT 


upontostandupagainstdust, 
dampness, gases, fumes 


and other destructive €OLT’S PATENT FirE ARMS MFc. Co. 
agents. May be mounted ELECTRICAL DIVISION 


on poles, in vaults, manholes <. @ 
and other placeswherecom- ian Hartrorp, Connecticut, U.S. A. 


plete protection is essential. 33-JS-63 NEW YORK = BOSTON + PHILADELPHIA + CHICAGO + SAN FRANCISCO 





The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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(1) REWARDS FOR YOU! 


in the Summer Sales Prize Contest 


Every jobber’s salesman has a wonderful opportunity to develop new and 
profitable repeat business by getting an early start in the Summer Sales 
Contest .... The Trumbull line is complete and up to the minute, provid- 
ing the latest improvements in design and construction that make these 
switches so popular with your customers. 


New! 7% H. P. Magnetic 
STARTER 


A thermostatic trip is In addition to the Trum- 
built into each switch. bull 15 H. P. Motor 
and heating elements of Starter, we have recently 
all ratings are inter- brought out a new line, 
changeable, easily remov- smaller in size and lower 
able from the front—fur- in rating and price. 

nished in sizes from 1 to This new switch meets a 








No. 81320 sized Magnetic Switches 4 
(Box closed) are listed for all smaller motors. No. 81320 
voltages: 115- Ratings are as (Box open) 


20 Amps. The new small 


575, 60 and 25% 
cycles for 3 
phase 3 wire, 2 
phase 3. wire, 


very great demand for 
Magnetic Starters for 


follows: 





115 230 460 = 575 





H. P. Polyphase ....... 3 5 7% 748 


and single H. P. Single Phase ..... “oa 


phase. 





New “Circle T”--- 
2 Switches in One 
Starter and Disconnector 


With the growing demand in all industrial plants for magnetic mo- 
tor starting switches the convenience of having a disconnect switch 
in the same cabinet makes the new “Circle T” a real money-getter 
for you. . . The price of the combination is less than for the two 
switches separate and the installation cost is much less. 


Sold Through Jobbers 


i: ee Poe - 


j 
i 
ft 


j 
1/ 


7 








avilie y CHICAGO 
4 Viberty St. seeaantitntias: BOARS Ge 2001WPershing Rd. 
BOSTON SAN FRANCISCO 
1002 Statler Bidq. S. E. CORNER enone Auer gone GARDEN STS. 995 Mission St. 


ATLANTA 


The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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We Start You Right in the 
Summer Sales Contest with 


this Special Dealer Offer 





— — this beautiful , 
lithographed display Se ee 
board in four colors A Merchandising Plan 


SALITE jobbers’ salesmen can Lik Thi 
offer this handsome _ display 1Ke 1S 
board—including the seven products 
on it—free to every dealer who gives T 
you an order for the special No. 515 
Assortment of Usalite Genuine Bake- 
lite Outlet and Appliance Plugs shown 





O help you build your sales volume and make more 
money for yourselves and your houses on Usalite 
Outlet and Appliance Plugs we are providing you with 
this special offer to make to your dealers during July and 
August. These electrical necessities are a proven suc- 


below. ; 

cess and jobbers everywhere tell us that we have the best 

KEN, K1K Acc . . =e 

; Ry No. oe Assortment 1 Total jobber-dealer merchandising plan ever presented the 
0. *5 ro-way Sockets in Colors y ti r , : 
10- *510 Angle ‘Two-way ‘Sockets a Pines List trade on Bakelite specialties. Whether you’re a Usalite 
"<a Cube Taree al ee Val jobber’s salesman or not have vour sales manager get 
a) - "Oe s lors . o . ¥ 
10-*550 Appliance Plugs with Switch in alue the full details at once. 


Colors 


25. *535 Appli lugs in Color: | 
i: 5300 AbEHance Caml Sets°with switen | PIZB7 $] Ogee in additional cash 





in Colors 
3- 545 Appliance Cord Sets in Colors prizes for you 
These three items free with the above assortment Dealer’s In addition to the prize of $25.00 Ist prize...........-- $50.00 
oy pitnographad bea Sounaer piaaier | Cc t offered by THE JOBBER’S 
- Products Displayed on eta isplay— | S > I , sells ‘ & 
Value $2.67 | Os SALESMAN to the man who sell 2nd prize. $30.00 
1-Lithographed Board for Display of 25- | $18 70 the most Usalite products in July 
530 Cube Taps J ° we offer three additional cash ; 20.00 
“— coher petting jobber’s salesman recently got an order for prizes :— 3rd prize... - -$20. 
e No. 515 Assortment on 38 out 47 lise. 8 ll : ’ 
7 ae bo ie rtmen u it of calls o can a This goes for August, too! 


UNITED STATES ELECTRIC MFG. CORP. 


222-228 West 14th St, 
NEW YORK, N. Y. 


The products of this company are entered in the prize contest for this month. A $25 


323 West Polk St. 
CHICAGO, ILL. 








prize will be awarded the salesman selling the greatest quantity during the month. 
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[SUCHSBAUM 


eka 


Switch Plates 


Mean Profitable Business 


for you in the Summer 
Sales Contest 











Discriminating building owners and archi 
tects specify Buchsbaum Switch Plates be- 
cause of design and high quality which 
harmonizes with the finest surroundings .. . 
Electrical contractors must supply this ever 
growing demand and it is up to Jobber Sales- 
men to land this profitable business. Start 
now during the Summer Sales Contest— 
Worth while orders are in store for you. 





UCIHSBAUM 


fit any decorative scheme. Twelve color designs 
of switch and outlet plates afford a wide selec- 
tion and make the line complete for jobber 
salesmen. Get in touch with your contractor 
friends now and see if you can’t supply Buchs- 
baum plates for a fine residence job, or an office 
building, where hundreds are used. Write to- 
day for catalog, samples and sales helps, which 
we will be pleased to supply. 


Pic Plate Creations by 





28 ee | 




















5 A a a as 
. be . *. 





) 


Twelve Colors and Gold and Silver 


S. BUCHSBAUM & COMPANY 
Makers of Fine Jewelry for Forty Years 


159 NO. STATE STREET 
CHICAGO, ILLINOIS 


akers of “Fine Jewelry for Forty Years 


































The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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Hair Dryer—1929 Advertis- 
ing Campaign in_ these 
magazines is the largest 
ever run on Hair Dryers: 
Motion Picture, True Story, 
Better Homes & Gardens, 
Photoplay, Good House- 
keeping, Normal Instruc- 


tor & Primary Plans— 
total circulation over 
6,000,000, 





Vibrators—The tremendous 
interest in exercising machines 
has greatly increased the de- 
mand for Hamilton 3each 
vibrators which fill the same 
need at a low cost. Prices 
$16.50 to $28.50. (Denver and 


West 50c, additional.) 















Power 
wheels. Retails at 


ditional.) 


The products of this company are entered in the prize contest for this month. 


A Line Backed by 


$33,000,000 Company 


Motor—Complete 
with buffing and grinding 
$25. 


(Denver and West 50c, ad- 


Straight Air 
Cleaner - 
addition 
Hamilton Beach 
Ball bear- 
ing motor. Con- 
sumer 
$29.50. 
and West $31.) 


line. 










127 Year Old 


The Hamilton Beach appliances—known for years 
as a quality line—are backed by the Hamilton Beach 
Mfg. Company which is owned by the Scovill Mfg. 
Company—a 127 year old company’ with 
$33,000,000 assets. 

Every Hamilton Beach product is made by highly 
skilled labor and of the best material—regardless 
of cost. Over 3,000,000 Hamilton Beach appliances 
are now in use. 


The sale of every item is stimulated by a progressive 
national merchandising campaign thru jobbers and 
dealers. 


Mail coupon for 1929 sales assistance 


Hamilton Beach Mfg. Co., 
G-903B, H. B. Bidg., Racine, Wis. 


Motor driven 
beating brush with powerful 
suction. Outstanding sales 
records have been set up by 
dealers since the price was 
reduced from $62.50 to $39.50. 


Vacuum Cleaner 


Please send details of your dealer sales campaign on the 
appliances I have checked: 


a i] 
4 7 
i] | 
4 a 
' a : A 
y (_] Motor driven brush cleaner, (_] Hair dryer. 4 (Denver—West $41.) 
| [_] Straight air cleaner. ~}] Health vibrator. i] 
: [-] Sewing machine motor. (_] Drink mixer. : 
4 {_] Jewelers lathe motor. [_] Power motor. 4 
' 4 
4 : a 
PO ig x 605 <capele sedan cose se ise da andete eutauadtsechacceqnaue 
t ] 
De RRA cis ovebe ocstn uae coo OORs ce CONRAN Geese cauutacautees a 
f 
- i ere rT Terr ere Meer rrr ere cr a 
| rs Soe eran carat en ara aban waar qa. le | 





Hamilton 
. meme 


to Electric Drink Mixer—Beauti 

ful new colors for 1929. Fully 

chromium plated and many 
other new features. 





price 
(Denver 


Home Motor—Makes any 
sewing machine an. elec 
tric. 1929 Advertising Cam- 
paign in 6 National Maga- 
zines. 





Jewelers Lathe Motor—Radio 
manufacturers and others use 
this motor for coil winding 
and other jobs. It is indis- 
pensable to the jeweler. Prices 
$18.50 and $25.00. (Denver 
and West 50c, additional.) 


A $25 





prize will 


be awarded the salesman selling the greatest quantity during the month. 
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D206 
244x536x5 


Units Like These 
Make Contest Work_ 
A Pleasure 


The jobber’s salesman who sells the most 
Inland Illuminating glassware during July 





will receive a prize of $25.00 in cash. The pe 
D48 
5100 same holds good for the month of August. 214x5%x4 
D100 * ee 
WAX TAX5Y% Here is some of your ammunition. Many 


more Inland units are illustrated on our 
catalog pages. The man who knows the 
line has the best chance of winning. Make 
it a point to study the complete Inland as- 
sortment because recent modern additions 
make it a most unusual line of illuminating 
glassware for residential and commercial use. 





It will help you to increase your individual — 
214 x14xt sales and you may win the prize as well. U4 x7%4x1 


INLAND GLASS WORKS, Inc. 
spagmanieinng 6101 W. 65th St. ae 
Chicago, III. 








ART PEACOCK 
LANTERN BALL 
8500-D6 
4x104%2x10 





This award is made in conjunction 


with the summer prize contest con- 
THE 


ducted by “The Jobber’s Salesman” 
MODERNAIRE magazine. 
8014-D2 
6x14x12 





























The products of this company are entered in the prize contest for this month. A $25 
prize will be awarded the salesman selling the greatest quantity during the month 
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Ideal 
One size 


Wire Connectors. 


motor taps, outlet boxes, etc. 
size for general industrial use. 


“RICH PICKIN’S” 


For the Summer Sales Contest 


in this 


HUGE VOLUME MARKET 


100,000,000 


WIRING JOINTS MADE EVERY YEAR 





Solderless-Tapeless. 
fits all common wiring joints small 
A special large 





(Fully Approved by Underwriters’ Laboratories) 











New Ideal Fixture ‘“Universal”’ 
Wire Connector. Especially de- 
signed for all fixture joints. 
ONE size to sell 

ONE size to stock 

ONE size to use 


Contractors—10,000 to 75,000 Connectors used 


building alone. 


Fixture Mfgrs.—One 
Connectors. 


Electric Appliance Mfgrs.—A 


manufacturer contracted 


small appliance 





**Bowlus”’ Boring 
Machine 
Contractors have 
found that this 
chine enables them to 
under-bid; and it is 
sold at a price they’re 
ready to pay. Big 
Profit, Big Volume 
and Quick Turn-over 
for you. We special- 
ize in equipment that 
is wanted—low sales 
resistance—high _ vol- 

ume. 


ma- 


The products of this company are entered in the prize contest for this month. 





prize will 


IDEAL 


UNIVERSAL 
WIRE CONNECTORS 


No Leading Contractors Having Once Used “Ideals” 
Back to Solder and Tape, because they can bid lower on wiring con- 
tracts and make more profit! 









SELL TO 


in one office uses 5,000 Connectors each month. 
for 3,000,000 
manufacturer Radio Market—Wherever joints are made. 


Have 


Long wanted and needed by 
half million electrical work- 
ers. Volume sales! Worth 
while _ profits! Electrical 
workers have been buying 
these on sight because one 
squeeze on_ the handle 


clamps the wire, cuts the in- 
sulation and strips the wire. 


Combination Blower 
and Suction Cleaner 











ing purposes. 


Write Today for Circulars and Catalog Sheets 


IDEAL COMMUTATOR DRESSER CO., 1047 Park Ave., Sycamore, Ill. 





tape joints—no 
ceilings from blow torches. 


Industrials—Use thousands in new construction, installing and 
changing lights, electrical instruments, motors, machinery, etc. 


Ever Gone 


Used for blowing, spraying and vac- 
uum cleaning. Air velocity 210 miles 
per hour. Operates from A. C. or 
D. C. light socket or power circuit. 
Attachments available for all clean- 







No more grounds from pierced 


more smoked 


Fuse Pullers 
Wherever you sell 
fuses, there’s a mar- 
ket for these handy 
pullers. 

One should be in 
every fuse bo x— 
which means not one 
—but many sales to 
a company. Every 
electrician needs one 
in his pocket. 





They are also used 
for many other jobs 
and new uses are 


constantly coming up. 
Four handy sizes to 
meet any require- 
ment. 


A $25 


be awarded the salesman selling the greatest quantity during the month. 
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If you are not selling the entire Kester line 
—five solders; one for every need—you 
are not collecting all of the profit that is 
being earned for you. 31,600,000 mes- 
sages in 64 national publications are help- 
ing you to sell Kester Flux-core Solders 
this season, adding to the accumulated 
force of previous tremendous advertising 
campaigns. 


Kester Metal Mender and Kester Radio 
Solder have proved effective wedges for 
Opening up an entirely new field of sales 
for you. But the Kester Solder users who 
have been created by the introduction of 
those handy packages need larger sizes and 
other kinds. 


Mechanics, electricians, farmers, home 
hand-crafters, housewives, boy-builders 
and others have been, and are being, made 
larger customers for your dealers if those 


That is the secret of Kester success! 
Only heat is needed. No skill—no 
trick—no acid pot—just heat— and 
the job is done. The public knows 
this. 








ACID-CORE METAL ROSIN-CORE RADIO PASTE-CORE 

1-lb. coil; MENDER 1, 5, 10, 20-lb. SOLDER 1, 5, 10, 20-lb. 
5, 10, 20-lb. 10 cans to carton; spools; 10 cans to carton; spools; 
spools 10 cartons to case 5-lb. box 10 cartons to case 5-lb. box 


Get ALL the Sales the Kester 
Line Holds for YOU 


dealers have the particular solders their 
customers want. One needs one kind; an- 
other needs another. Kester national ad- 
vertising, backed by the quality and com- 
pleteness of the Kester line—makes added 
profits for the jobber, the salesman and the 
dealer who sell the complete line. Because 
of this advertising, Kester Solders sell 
with minimum effort! 


Acid-core—for general work. Metal 
Mender—for household use. Rosin-core 
—for delicate electrical work. Radio 
Solder—for radios. Paste-core—for elec- 
tricians. A solder for every need and a 
size of package for every class of user. 


Jobbers and Salesmen—Fill out your 

dealers’ lines of Kester Solders—not only 

for this Contest but also for continuing 
increased profits. 


KESTER SOLDER COMPANY 
4251 Wrightwood Ave. CHICAGO 


Formerly Chicago Solder Company — Established 1899 









aa acumin cate’ 
VIRGIN TIN *-+« LEAD SOLDER 
Naeem 


That is why Kester Flux-core Sol- 
ders lead—sell more easily—and 
earn greater profits for dealers who 
handle the complete Kester line. 





The products of this company are entered in the prize contest for this month. 


prize will be awarded the salesman selling the greatest quantity during the month. 
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“WE BACK YOU UP” 


ON THE AIR 


and everywhere! 





“Let’s Get 
Acquainted” 


“You can 
earn an Auto-Grill 
‘free’ for your own 
home by § selling 
three dozen or more 
during July and 
August.” 


easily 











only one that 
calls 


done.” 


you 


The Superior Features of the 


New “Auto-Grill” 


Broadcast from “Coast-to-Coast”’ 


HIS POWERFUL ADVERTISING CAMPAIGN to the con- 
sumer—a wonderful dealer help—is called “Voices from Film- 
land” and it features many of the leading film stars in Holly- 
wood in the series. Such noted people as Conrad Nagel, Joan 
Crawford, Bessie Love, Charles King, Anita Page, Gus Edwards, 
the Brox Sisters, William Haines—and many more will talk and 
sing to millions of housewives each week, They will also tell 
about the new Auto-Grill which is “ticking its way” into the hearts 
of thousands of housewives. Millions will get this and you know 
what a big sales point this is for you in obtaining new dealer out- 
lets and repeat orders, .... In addition, we supply your cus- 
tomers with attractive sales folders, window posters and mailing 
literature. All this is reinforced with a unique newspaper adver- 
tising campaign. ... We are real merchandisers . . we help 
you sell in every conceivable way. 
We are still appointing selected jobbers. Write us today for 
complete information, 





“The Auto-Grill is the 





An Extra 
Prize 


We want you to 
have an Auto-Grill 
in your own home. 
Sell three 
during July and Au- 


dozen 


gust and let us send 
you one “free.” 














ticks 


while it’s cooking and 
when 


it’s 


Set the Dial 
When Bell Rings 


Current is Off 
YOUR FOOD IS READY 


COOKIES 





STEAK 
ee 7 
TOASTS 
6 BACON 
i ¥ 
Se 
(See Directions and Cooking Chart) 


The automatic is set by turning the dial to 
the correct number and when the bell rings the 
current is turned off—the food is done. . . Heat 
is applied from above and below through genu- 
ine “Monel” metal cooking plates . .. The grill 
is finished in nickel . . . highly polished—with 
handles in a variety of colors . . . Toasts bread 
—grills bacon, ham or sausage and wonderful 
for making toasted sandwiches. All automati- 
cally! 


C. W. CARIER 


MANUFACTURING CO., MINNEAPOLIS, MINN. 


The products of this company are entered in the prize contest for this month. 


A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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OBe site hole in sung 

of Lamplok ts set over Nhe 

solder on ferrule of lamp 
was tMustrated 





Industrials, Buildings, 
Amusement Parks and 


Public Libraries BUY 
THEM WITH LAMPS 


Here is a wonderful opportunity for Jobber’s Salesmen to 
cash in big... . . “LAMPLOKS” represent a new and 
untouched market for you..... In greatest demand now 
by large users of electric light bulbs and YOU SELL 
“LAMPLOKS” WITH BULBS... . No extra effort for 
you, yet handsome profits for jobbers and their salesmen 
—40% off list of $15 per hundred, representing a jobber’s 
net of $60 per thousand .... . and you sell them in 
lots of 100 or 200 or perhaps 1,000 to a single user. 
“LAMPLOKS” are easily installed and last a life time. 
Write at once for complete information and a quantity 
of attractive sales folders that help you sell. 


Certain Protection 











Fits any standard bulb 
Just slip it on. The bulb 


screws in easily—but it 
WON'T COME OUT 
except with special ex- 
tracting tool. There’s no 
other device like LAMP- 
LOK on the market. 
With its extremely low 
price your customers get 
maximum protection at 
minimum expense. 


Jobbers specializing in industrial business now being appointed. 


MULTIPLE SELLING Corp. 


350 Madison Avenue 


NEW YORK CITY 


The products of this company are entered in the prize contest for this month. A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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th the Summer Sales Contest 
It1s Easy to Sell- 
LAMPLOKS 
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(Continued from Page 50) 
well in hand with a judicious mix- 
ture of satire, humor and _ philo- 
sophical remarks. 

Following his address Professor 
Leo S. Theremion gave a demon- 
stration of the Theremion musical 
device which has remarkable pos- 
sibilities in revolutionizing at least 
some of the musical instruments 
in use today by symphony orches- 
tras. 

On Thursday evening Dr. Al- 
fred M. Goldsmith, vice-president 
of the Radio Corporation of 
America, gave a most interesting 
talk on “Radio Today and To- 
morrow.” He outlined the history 
of this new industry from 1899 to 
its present time and then went on 
to predict its status in 1939. Dr. 
Goldsmith held out the most at- 
tractive future for television and 
predicted that ten years hence it 
would bring to our homes the 
kind of entertainment to which we 
have looked forward ever since 
television has become a_ possibil- 
ity. 
The Sabbath Glee Club of Rich- 
mond, Va., then gave a program 
of spiritual work songs and plan- 
tation melodies. These boys, who 
are gaining a national reputation 
by their fine singing, presented an 
entertainment which met with the 
approval of all present. 


Golf Tournament 


W. E. Robertson won first prize 
in the golf tournament which in- 
cluded one leg on a cup presented 
by A. D. Curtis, president of Cur- 
tis Lighting, Inc. James E. Dunn 
was second; M. L. Mann was 
third; H. N. Goodell, fourth, and 
L. L. Hirsch was fifth. 

The manufacturers’ tournament 
proved interesting and was won 
by Fred Wright. C. Anderson was 
second; A. E. Tregenza, third; 
Howard Ehrlich, fourth, and W. A. 
Shaw,- fifth. Tregenza and Ehr- 
lich tied, but settled by mutual 
consent. 

The ladies’ putting contest re- 
sulted in the following winners: 
Mrs. Herstein, first; Mrs. McDuff, 
second; Mrs. Moore, third, and 
Mrs. Tafel, fourth. 

The ladies’ bridge winners were 
as follows: Mrs. Williamson, first; 
Mrs. Walker, second; Mrs. Moore, 
third, and Mrs. Front, fourth. 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Call us 
Anytime 


during the 


Summer Sales 
Contest / 


We can tell you how to sell more 
STEEL CITY fittings... ... Electri- 
cal Contractors everywhere are using 
more because they make wiring easy 
+ and speed installation. ... . Within 
the last two years our rapidly growing 
business has made it necessary to 
make two additions to our factory. 

. In addition to the latest ex- 
clusively patented fittings we have 
new code boxes, floor outlets and 
many other items that are going over 


big. 


and now for the prize 
award --- 


in the Summer Sales Contest. . . . You 
can win it and you also will discover 
a number of new sales outlets right 
in your territory if you will write us 
today for our new catalog describing 
the line in full. We will gladly sup- 
ply you with red hot sales ammunition 
and help you sell. Remember STEEL 
CITY gives you something to talk 
about—a complete and full line of 
the highest quality fittings that cost 
no more than others, is instantly 
available from warehouse stocks in 
all principal cities. 


STEEL CITY 
ELECTRIC CO. 


1207 Columbus Ave. PITTSBURGH, PA. 



































































The products of this company are entered in the prize contest for this month. A $25 





86 THE JOBBER’S[JJ)SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 





Harry Alter ts Treasurer of the Fed- 
erated Radto Trade Association, Treas- 
urer of the Radio Wholesalers Assocta- 
tion, President of the Midwest Radio 
Trade Assoctation, and Head of the 
Harry Alter Co., Chicago, One of the 
Largest Radio Distributing Compantes 


in the Country. 











July, 1929 





THE JOBBER’S[JJ]SALESMAN 


87 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


ADIO 


In this, the Seventh of a Sertes of 12 Messages 
by Prominent Radto Men, Harry Alter Outlines 
Convincing Reasons Why Every Company Con- 
cerned in the Wholesaling of Radio Merchandise 
Should be a Member of the Radio Wholesalers 


HE Radio Wholesalers Associa- 

tion for the past year has func 

tioned as a subsidiary of the 
Federated Radio Trade Association. 
However, it has now been incor- 
porated as an Illinois corporation 
with an entity of its own, afhliated 
with the Federated Radio Trade 
Association as a sustaining member 
of that group. 


The idea back of this move is that 
matters pertaining to wholesaling 
problems will now be considered 
strictly by the Radio Wholesalers 
Association, but matters pertaining 
to the welfare of the industry in gen- 
eral, such as legislation, broadcasting, 
public relations and development of 
retail outlets will clear through the 
Federated. 


The chief interest, however, of the 
wholesalers in the activities of the 
Radio Wholesalers Association will 
be in wholesaling problems and the 
various committees of this organiza- 
tion are active in these problems 
today. For instance, the tube com- 
mittee has just completed an exhaus- 
tive report of a questionnaire, details 
of which are available to members. 
That the tube committee’s work has 
met with a sympathetic response by 
the manufacturers is evidenced by 


Assoctation 


their recent action on tube discounts. 
Other committees are functioning in 
a similar fashion and report favorable 
progress. 

What I want to impress upon 
radio wholesalers is the fact that it 
is of utmost importance that the as 
sociation have numerical strength as 
well as financial backing and the ac 
complishments of the association will 
be in direct proportion to such nw 
merical growth. 

The Radio Wholesalers Associa- 
tion is national in scope and all prob- 
lems are considered from a national 
viewpoint, making it possible for 
those located at distant points from 
central markets to secure the benefit 
of the national viewpoint. 


‘I cannot urge too strongly that 

every wholesaler concerned in the 
distribution of radio give serious con 
sideration to joining the Radio 
Wholesalers Association. The op 
portunities which it has to offer for 
the betterment of the distribution in- 
dustry are most pronounced. The op- 
portunities which it has to offer indi- 
vidual members of the association 
are, as in all organizations, in propor- 
tion to the amount of interest which 
such members are prepared to take in 
associations of this character. 
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Radio Wholesalers Association, tn. 


Peter Sampson, Pres. 


Chicago Chicago 


J. Newcomb Blackman, Vice-Pres. 
New York 





HE Radio Wholesalers Asso- 

ciation was organized in 

Milwaukee, in February, 
1928. Since that time the mem- 
bership has grown constantly and 
steadily until at the present time it 
consists of 185 fully paid up mem- 
bers. Leading radio wholesalers 
throughout the country affiliated 
themselves with this movement 
since its inception and many of the 
dominant characters in the radio 
industry have guided the associa- 
tion throughout the first year of its 
activities. Outstanding leaders 
have contributed to its support 
which now places it upon a firm 
foundation, proceeding with its 
work in the interest of the entire 
industry. 

The Radio Wholesalers Asso- 
ciation is particularly active on the 
following subjects, committees on 
which have been appointed to 
make exhaustive studies: Tube 
situation; insurance; sets and fur- 
niture; dealer deferred payments; 
dealer relations; traffic and vigi- 
lance. The results of the work 
done on these committees will ap- 
pear in subsequent issues of THE 
JoBBER’S SALESMAN, 

The association was continued 
as a group within the Federated 
Trade Association until the last 
June Trade Show when it was re- 
organized and incorporated under 
the laws of Illinois as a separate 
corporation. Such action was taken 
in accordance with the reorganiza- 
tion of the Federated. 

Of interest to members is the 
fact that the Vigilance Committee 
has appointed the Harper Research 
Laboratories as an official research 


Harry Alter, Treas. 


R. J. Mailhouse, Sec 
New Haven 





Harold J. Wrape H. G. Erstrom 
Hon. Chairman of Board, F.R.T.A. Executive Sec.-Treas. 
St. Louis Chicago 


The Information on this and the Following Pages has been Prepared N 
by H. G. Erstrom, Executive Secretary-Treasurer, by Authorization 
of the Board of Directors of the Radio Wholesalers Association 


On June 5, 1929 





H. G. Erstrom 


laboratory for members of the 
association. 

Of greatest importance to pros- 
pective members of the Radio 
Wholesalers Association is the 
benefit to be received from the ef- 
forts of the organization in per- 
fecting sound economic conditions 
for the organization as a whole. 
The activity of this group in as- 
sisting to prevent adverse radio 
legislation will materially aid mem- 
bers in the development of their 
business. The standardization of 
trade practices is a most important 
phase of the work and will nat- 
urally affect most constructively 
every wholesaler in the country. 

During the coming year a series 
of articles on the insurance situa- 
tion will result from the activities 
of the Insurance Committee. These 
articles will be furnished by the 
association to its members. They 
will be not only intensely inter- 
esting but also of great value as 
they will give sound and practical 
advice on insurance problems. 


Roy Thomas, Vice-Pres. 
Los Angeles 


Chas. Gomprecht, Vice-Pres . 
Philadelphia 


Michael Ert, Pres. F. R. T. A. 
Milwaukee 


F. Connell, Vice-Pres. 
Indianapolis 











Wired radio is coming in for 
consideration and the closest co- 
operation possible is being carried 
on with the Radio Manufacturers 
Association on all interlocking 
problems. 

Every industry has certain con 
ditions or practices that are indi- 
vidual to that industry alone, and 
the radio business is famous for 
the sudden changes that occur in 
its products and in its merchandis- 
ing policies. Many good business 
men have suffered serious losses 
by not having the right informa- 
tion about conditions in the trade 
at the right time. A membership 
in the Radio Wholesalers Associ- 
ation, because it brings one in 
close and intimate contact with 
the greatest merchandising minds 
of the industry, is the closest thing 
to an insurance policy against 
such sad experiences that whole- 
salers can have. It helps to avoid 
making costly mistakes and it 
helps to keep abreast of things so 
that profits can constantly in- 
crease. 

There is no question that the 
future holds great possibilities for 
the Radio Wholesalers Associa- 
tion, Inc. It is today a strong, ac- 
tive organization made up of about 
185 of the leading wholesale out- 
lets for radio in this country, 
whose total business is approxi- 
mately one-fourth of the total vol- 
ume of radio sales for the nation. 
With such a substantial nucleus 
it is certain that the membership 
in this organization will steadily 
increase, for it is a movement with 
which every radio wholesaler 
should become affiliated. Every 
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Gold Seals 


Exclusive 


/ Development 
—the new GSY227 


Invented by Gold Seal’s own engineers; 
produced in Gold Seal’s own factories; 
and positively guaranteed. 








Full, silent service for its entire life. 


It heats in 5 seconds—faster than 
any other tube—and it heats as 
quickly at the end of 1000 hours 
as when it was new. 





A real sensation in radio 


Now in Production 


Orders being accepted for immediate delivery © 


Telegraphic orders from accredited 
Gold Seal representatives will be 
shipped day order is received. 
Others in the trade write at once 
for full information about Gold 
Seal’s complete sales proposition. 


Gold Seal Electrical Co., inc. 


250 Park Ave., New York 
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individual member will secure tre- 
mendous benefits from its work 
and the radio industry as a whole 
will be made more sound and 
more powerful because of this col- 
lective effort on the part of radio 
wholesalers. 
x * x 
Cleveland in 1930 

The Federated Radio Trade As- 
sociation and the Radio Whole- 
salers Association have decided 
upon Cleveland, Ohio, as the next 
annual meeting place of the asso- 
ciation. The convention will be 
held February 10 and 11, 1930 in 
that city. 

The convention place was de- 
cided at a meeting of the Board of 
Directors on Wednesday, June 5 
at the Stevens Hotel following a 
demonstration and requests made 
by the Toledo Radio Trade Asso- 
ciation, Indianapolis Radio & Elec- 
tric League, Ft. Wayne Radio 
Trade Association and the Ohio 
Radio Trade Association in Cleve- 
land. The Ohio association is re- 
cently organized but is a very 
thriving local group that now has 
approximately 175 members with- 
in its association and has built 
it up to be a strong influence in 
radio affairs in its city and state. 

The meeting place of the Fede- 
rated and Radio Wholesalers As- 
sociation is becoming an impor- 
tant event every year and for this 
reason the Cleveland hosts were 
very anxious to secure the con- 
vention. 

* * aS 

Midwest Holds Annual 

Election 

The Midwest Radio Trades 
Association held its annual elec- 
tion of officers recently at the 
Electric Club, 30 N. Dearborn 
Street, Chicago. It was one of 
the most successful meetings the 
association has ever held and the 
retiring president, H. E. Richard- 
son, was extended a vote of thanks 
for his wonderful activities in be- 
half of the association, and was 
elected to serve as chairman of the 
board of directors. 

Harry Alter, president of Harry 
Alter Co., Chicago, was elected 
president by a unanimous ballot. 
Mr. Alter undertakes his official 
duties immediately and plans an 
active campaign for the _better- 
ment of the radio industry within 





Officers and Board of Directors 
Radio Wholesalers Association 


PETER SAMPSON, President 
Sampson Electric Co...... Chicago 
J. N. Brackman, Vice-President 
Blackman Distributing Co. 
SON as New York 
J. F. Conneti, Vice-President 
Peerless Electric Co...Indianapolis 
CuHas. GoMPRECHT, Vice-President 
Trilling & Montague. . Philadelphia 
Ray Tuomas, Vice-President 
Ray Thomas, Inc..... Los Angeles 
R. J. MarLtuouse, Secretary 
Plymouth Electric Co..New Haven 
Harry ALTER, 7 reasurer 
The Harry Alter Co...... Chicago 
JAMES AITKEN 


Aitken Radio Corp......... Toledo 
H. HArGER BLIsH, Jr. 
Harger & Blish....... Des Moines 


H. C. Bonric 

Sterling Radio Co....Kansas City 
D. W. BurKE 

Radio Distributing Co.....Detroit 
Cuas. D’ELIa 

D’Elia Electric Co.....Bridgeport 
J. W. GoLDHAMER 

Haas Electric Sales Co..Cleveland 
S. GooDMAN 

Woodhouse Electric Co...Norfolk 
F. W. HornunGc 

Strevell-Paterson Hdw. Co. 

Bodie ate tes wie orga Salt Lake City 
ERNEST INGOLD 

Ernest Ingold, Inc...San Francisco 
Cavin H. Marcus 

Lampton, Crane & Ramey 

miesdskaiashen eaten Louisville 
EF. 1): ‘Parts 

DBD: Pete AGoe... oneal Boston 
W. H. RotH 

Radio Specialty Co.....Milwaukee 
L. T. MILNor 


Milnor Electric Co...... Cincinnati 
F. D. Straus 

Straus-Frank Co......San Antonio 
LEONARD C, WELLING 

K. WW ..magio Go..2... New York 


FRED WIEBE 

Brown & Hall Supply Co. 

Lig cict ee eo aE St. Louis 
MartTIN J. WoLF 

Electric Appliance Co.....Chicago 
Harotp J. Wrapre, Honorary Mem- 

ber, Benwood-Linze Co..St. Louis 
MricHaeEt Ert, Honorary Member 


Michael Ert, Inc........ Milwaukee 
H. G. Erstrom, Executive Secre- 
tary-Treasurer -........6005 Chieago 











the Chicago and 
areas. 


Metropolitan 
He states that the examina- 
tion and registry of service men 
which is to provide the public with 
thoroughly experienced and techni- 
cally qualified service men to cure 
their “radio ills” is progressing 
very rapidly, and within a short 
time local merchants will have 
registered men at the disposal of 
their customers. 

The other officers and directors 
are: Walter Pierce, Pierce Radio, 
Evanston, Ist vice-president; Ray 
York, Radio Vision Stores Inc., 
2nd vice-president; Ed. Williams, 
Elmhurst Majestic Co., 3rd_vice- 


president; John M. Redell, Sona 
tron Tube Co., secretary, and 
A. E. Simon, Diamond Elec. Spec 


Corp., treasurer. 


*K * 
Frost Honored, Rich- 


mond Elected 

Major H. H. Frost of New York, 
three times president of the Radic 
Manufacturers Association, was 
presented with a unique and valu 
able token by fellow members oi 
the Board of Directors of the Ra- 
dio Manufacturers Association at 
the final meeting of the 1928-29 
Board at the Stevens Hotel on 
June 3. 

A sterling silver plaque bearing 
the facsimile signatures of the di- 
rectors and executive officers of 
the R. M. A. was presented to Ma- 
jor Frost by another former presi 
dent of the R. M. A., C. C. Colby 
of Canton, Mass. 


H. B. Richmond, General Radio 
Co., Cambridge, Mass., was elected 
president of the R. M. A. on 
June 7. Mr. Richmond was for- 
merly a director of the engineer- 
ing division of the R. M. A. John 
C. Tully was elected treasurer. 
He is president of the Bremer- 
Tully Mfg. Co., Chicago, and is 
also vice-president of the First 
National Bank of LaGrange, III. 

The board of directors re-elected 
Bond P. Geddes as executive vice- 
president of the R. M. A.; M. F. 
Flanagan as executive secretary ; 
Hon. John W. Van Allen, legal 
counsel; and Frank D. Scott, leg- 
islative counsel. 








That old stuff about hitting a guy 
with glasses on doesn’t seem to bother 
J. P. Koebel, Electric Appliance Co., 
Chicago. The boy wearing them is Pete 
Cribari, Martin Wolf’s assistant. The 
argument started over service stripes. 
Koebel has been with the company 16 
years and Pete has 13 to his credit. 
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This 


is the kind of news- 
paper advertising 
that will create con- 
fidence and increase 
sales for ADLER- 
ROYAL dealers this 
season. 


Send for descriptive 
price list—better yet, 
a full line of sample 
cabinets. 


All ADLER-ROYAL Cabinets thoroughly 
protected by design patents. 














The MAKERS 


of Adler-Royal Cabinets 


have been producing fine cabinets for musical 
application for over twenty-five years. Which 
may account for the unqualified confidence 
reflected in ADLER-ROYAL advertising .. . 
Place any ADLER-ROYAL beside any other in 
the same price class and let your customer 
decide . . . That’s all we ask. 


ADLER MANUFACTURING CO., Incorporated, Louisville, Ky. 
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Membership List of Radio 
Wholesalers Association 


Zone I 


D’ELIA ELEC. CO., Bridgeport, 
Charles A. D’Elia 

HARTFORD ELEC. SUPPLY CO, 
Hartford, Conn., Thos. J. O’Brien 


Conn., 


F..D. PITTS CO, Hartford, Conn., F. 
J. Pitts 

STERN & CO., INC., Hartford, Conn., 
F. E. Stern 

NEW HAVEN ELECTRIC CO., 
Haven, Conn., H. A. Lines 


PLYMOUTH ELEC. CO., New Haven, 
Conn., R. J. Mailhouse 
H. M. TOWER CORP., New Haven, 


Conn., G. S. Raymond 

F. D. PITTS CO., Portland, Me., F. D. 
Pitts 

J. H. BURKE CO., Boston, Mass., Joseph 
H. Burke 

NORTHEASTERN RADIO, INC., Bos- 
ton, Mass., A. Ullman 

F. D. PITTS CO., Boston, Mass., F. D. 
Pitts 

STERN & CO., Boston, Mass., F. E. 
Stern 

ALBANY DISTRIBUTING CO., Al- 
bany, N. Y., Chas. D’Elia 

ELEC. SUPPLY & HOUIP: COo., AL 
bany, N. Y., G. W. Henzel 


IGNITION SERV. & SUPPLY CO,., Al- 
bany, N. Y., H. J. Zehner 

FALLS EQUIP. CO., INC., Buffalo, N. 
Y., A. D. Glennie 


HOLMES & VOLZ, INC., Jamestown, 
N. Y., H. T. Holmes 

BEAUCAIRE MITCHELL, INC., Roch- 
ester, N. Y., Frank M. Beaucaire 

ALLIANCE MOTOR CORP., Rochester, 
N. Y., R. L. Wilcox 

ERSKINE-HEALY, INC., Rochester, 
N. Y., Ray F. Healy 


ROCHESTER AUTO PTS, & RADIO, 
Rochester, N. Fred B. Schuber 
SH: ‘<7 AR- un AN, INC., Rochester, 
N. Thomas Sharar 

ST ‘ete R & oa ION SERV. CO., 
Rochester, N. Carl L. Hartmann 

BURR TRUE CORE. Syracuse, N. Y., 
Harry B. Burr 

ELE he TRIC PARTS CORP., Syracuse, 
N. H. K. Chadwick 


ONONDAGO AUZO SUPPLY -CO., 
Syracuse, N. Y., B. S. Arnold 

aihtooing ae AUTO SUP. CORP., Syra- 
cuse, N. Y., H. N. Hawkins 

HORR( IC KS -IBBOT SON CO., Utica, 
N. Y., M. Robinson 

STIE A V ATER ELECTRIC CO., Utica, 
N, Al Stiefvater 

Zone II 
EISENBRANDT RADIO CO., Balti- 


more, Md., A. S. Eisenbrandt 
LINCOLN SALES CO., INC., Baltimore, 
Md., C. Howard Buchwold 
JOS. M. ZAMOISKI CO., 
Md., Cal Zamoiski 


Baltimore, 


SHAW’S, INC., Charlotte, N. C., H. P. 
Shaw 

NORTH WARD RADIO CO., INC, 
Newark, N. J., Herbert Fink 

20TH CENTURY RADIO CORP., 
Brooklyn, N. Y., L. H. Mingins 


G. J. SEEDMAN CO., INC., Brooklyn, 
N. Y., G. J. Seedman 
SPEC A ALT Y SERV. ( ‘ORP., Brooklyn, 


N. Y., Julien Loeb 
aa A. ~ ILDERMUTH, Brooklyn, N. Y., 
A. Wildermuth 


BL ACKM, AN rig ag TING CO., 
New York, N. Y., J. Blackman 
K. WwW. R. ADIO CO, INC New York, 


N. Y., Leonard C. W elling 


Openings for Good Radio 
Men 


A large electrical jobber in the 
Middle West is going after radio on 
a much larger scale than heretofore. 
He will departmentalize, in fact 
run the radio business entirely sep- 
arate from the electrical. He is in 
search of a radio sales manager—a 
high caliber man who is a first 
class merchandiser, and at the same 
time has the proper radio _back- 
ground. In addition he needs half 
a dozen radio salesmen, also with 
radio experience. Any letters of ap- 
plication for these positions, ad- 
dressed to THe Jospper’s SALESMAN, 
520 N. Michigan Ave., Chicago, 
will be promptly forwarded to this 
jobber. 





NORTH AMERICAN RADIO CORP., 
New York, N. Y., David F. Goldman 
STERLING RADIO & ELEC. CO., New 
York, N. Y., Irving Sarnoff 
WHOLESALE RADIO EQUIP. CO., 
New York, N. Y., Mortimer Salzman 
LEWIS RADIO JOBBERS, Philadel- 
phia, Pa., M. J. Lewis 

MOTOR PARTS CO., Philadelphia, Pa., 
Carl Wilkening * 

PHILADELPHIA MOTOR ACC. CO., 
Philadelphia, Pa., Mr. Weiss 

PEIRCE-PHELPS, INC., Philadelphia, 
Pa., W. G. Peirce 

PENN PHONOGRAPH CO., Philadel- 
phia, Pa., E. G. Dare 

RAYMOND ROSEN CO., Philadelphia, 
Pa., Raymond Rosen 

TRILLING & MONTAGUE, Philadel- 
phia, Pa., Chas. Gomprecht 

THE FROMAR CO., Harrisburg, Pa., 
Paul D. Bodwell 

GENERAL AUTOMOT. SUP. CO, 
Harrisburg, Pa., R. W. Shreiner 


Zone III 
CLEVELAND DIST. CO., Cleveland, 
Ohio, R. H. Bechtol 
CLEVELAND TALK. MACH. CO,, 
Cleveland, Ohio, M. J. Shartle 

HAAS ELEC. SALES CO., Cleveland, 
Olio, J. W. Goldhamer 

NORTH AMERICAN RADIO SALES, 
Cleveland, Ohio, H. L. Bevington 

B. W. SMITH, INC., Cleveland, Ohio, 
L. N. Bloom 

JULIUS J. BANTLIN CO., Cincinnati, 
Ohio, Carl Glaser 

C. & D. AUTO SUPPLY CO., Cinan- 
natt, Ohio, Mr. Dugan 

Ohio, 


MILNOR ELEC. CO., Cincinnati, 
L. T. Milnor 

SCHUSTER ELEC. COMPANY, Cin- 

cinnati, Ohio, John G. Schuster 


B. W. SMITH CO., Cincinnati, Ohio, 
P. H. Oelman 

J. H. & F. A. SELLS CO., Columbus, 
Ohio, P. D. Newell 


AITKEN RADIO CORP., 
James Aitken 
ROBERTS-TOLEDO CO., Toledo, Ohio, 


Stanley Roberts 
DOUBLEDAY-HILL BLECTRIC CO., 
Fa., 


Toledo, Ohio, 


* Pittsburgh, Pa., H. H. Tully 

HAMBURG BROS., Pittsburgh, 
E. A. Hamburg 

ATR-OLA RADIO CO., 
Va., J. S. Kitchen 


Huntington, W. 


CHARLESTON ELEC. SUPPLY CO., 
Charleston, W. Va., C. B. Peck 

GEE ELECTRIC CO., Wheeling, W. Va., 
H. W. Gee 


Zone IV 

BIRMINGHAM ELEC. BAT. CO., Bir- 
mingham, Ala., E. D. Henley 

E. E. FORBES & SONS PIANO CO.,, 
Birmingham, Ala., E. E. Forbes 

G. NORMAN BAUGHMAN CO., Tam- 
pa, Fla., Stanley K. Wallace 

CAPITAL ELEC. CO., Atlanta, Ga, 
W. H. Brimberry 

COOPER LOUISVILLE CO., Louisville, 
Ky., J. E. Johnson 

LAMPTON, CRANE & RAMEY CO,, 
Louisville, Ky., Calvin H. Marcus 

CABELL ELEC. CO., Jackson, Miss., 
T. Q. Cabell 

MOTOR CAR SPECIALTIES CO,, 
Jackson, Miss., J. D. Robertson 

HARBOUR-LONGMIRE CO., Oklaho- 
ma City, Okla., W. F. Peterson 

J. E. DILWORTH CO., Memphis, Tenn., 
E. M. Greeson 

RADIO EQUIP. OF TEXAS, Dallas, 
Texas, Linwood Griffin 

STRAUS FRANK CO., San Antonio, 
Texas, F. D. Straus 

WOODHOUSE ELECTRIC CoO., 
folk, Va., S. Goodman 


Zone V 


FT. WAYNE IRON STORE, Ft. Wayne, 
Ind., H. W. Lang 

CAPITOL ELEC. CO., Indianapolis, Ind., 
C. C. Mathews 

KRUSE-CONNELL CO,, 
Ind., E. L. Kruse 

H. T. ELECTRIC CO., Indianapolis, Ind., 
Adolph Wagner 

W. J. HOLLIDAY & CO., Indianapolis, 
Ind., Geo. L. Stalker 

HOWARD CRANFILL CO., South 
Bend, Ind., Wm. Bender, Jr. 

KRUSE-CONNELL CO., South Bend, 
Ind., J. E. Davidson 

RADIO EQUIPMENT CO., South Bend, 
Ind., Fred A. Sunderlin 

ADVANCE ELEC. CO., 
Ind., T. W. Cook 

AITKEN RADIO CORP., Detroit, Mich., 
Harold Garber 

THE AUTOMOBILE EQUIP. CO., De- 
troit, Mich., A. W. Kleinschmit 

GRIER-SUTHERLAND CO., Detroit, 
Mich., A. D. Sutherland 

DETROIT ELECTRIC CO., Detroit, 
Mich., H. H. Abrahamson 

RADIO DISTRIBUTING CO., Detroit, 
Mich., D. W. Burke 

H. C. SCHULTZ, INC., Detroit, Mich., 
H. C. Schultz 

FRANK H. CLAY CO., Kalamazoo, 
Mich., Frank H. Clay 

W. A. ROOSEVELT CO., La Crosse, 
Wis., Jack Brindley 

HAWKES SALES CORP., Lansing, 
Mich., John F. Webb 

TAYLOR ELEC. CO., Madison, Wis., 

J. A. Taylor 

JULIUS ANDRAE & SONS CO., Mil- 
waukee, Wis., W. C. Kluge 

BADGER RADIO CORP., Milwaukee, 
Wis., V. H. Maurer 

GEO. C. BECKWITH CO., Milwaukee, 
Wis., G. K. Purdy 

MICHAEL ERT, INC., Milwaukee, Wis., 
Michael Ert 

GENERAL IGNITION CO., Milwaukee, 
Wis., E. W. Pflager 

RADIO SPECIALTY CO., Milwaukee, 
Wis., W. H. Roth 

SHADBOLT & BOYD CO., Milwaukee, 
Wis., F. H. Suter 

STANDARD RADIO CO., Milwaukee, 
Wis., John C. Zeman 


Nor- 


Indianapolis, 


Terre Haute, 





VEREADY 
‘AYT HEON 


ER 224 





PICK UP an Eveready Raytheon Tube, ER 227, for 
instance. See the unique, patented 4-Pillar construc- 
tion, imbedded at the bottom in a solid, four-cornered 
glass stem, and at the top anchored to a mica plate. 

Only Eveready Raytheon Tubes can use this 
4-Pillar construction. 

Now you can see why these tubes come to you with 
all their power intact, for the elements within have 
not been distorted by the bumps and jars of shipment. 
Your own men, handling the packages in your estab- 
lishment, cannot injure the tubes. The customer, 
carrying the tubes home, cannot injure them. 

You sell, and the customer gets, Eveready Raytheon 
Tubes that are as perfect as they were when they left 
the laboratory test-room at the factory. That means 
the greatest possible degree of customer satisfaction. 
It means a minimum of replacements. 

New Eveready Raytheon Tubes give the user a 
degree of radio service better than he has ever experi- 
enced. More volume, better tone, greater distance and 
quick action. Now is the time to sign up. 
































READY FOR TELEVISION 


WE ARE pioneering in the development and produc- 
tion of tubes for television, talking movies and similar 
uses. The Eveready Raytheon Line, therefore, is 
complete, including not only all the standard receiv- 
ing tubes, battery and A.C. operated, but also Kino 
Lamps for television reception, and Foto Cells for 
transmission. 


And don’t forget that we developed and make the 
famous original gaseous rectifiers, Types BH and 
BA, standard in over 100 makes of “B” supply units. 
Production and sale of BH and BA tubes has never 
ceased. 


NATIONAL CARBON CO., INC., New York, N. Y. 


Branches: Chicago, Kansas City, New York 
San Francisco 


Roo 


Unit of Union Carbide and Carbon Corporation 








Study this picture of the 
FIRST and ONLY 8-point supported, 


internally braced radio tube 


EVEREADY RAYTHEON 


SEE THIS exclusive 4-Pillar construction, 
cross-anchored top and bottom—eight points 
of support instead of four. No other tube is 
built like this. 

Eveready Raytheons are protected by all 
fundamental tube patents, guaranteeing you 
against legal troubles, frozen stock, or canceled 
deliveries. But only Eveready Raytheon can 
use the structure shown here, because this 
construction is covered by patents controlled 
exclusively by Eveready Raytheon. 















VEREADY 
RAYTHEON 


FOTC 
CELt 
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Zone VI 


HARRY ALTER CO., Chicago, I[Il., Har- 
ry Alter 

ELECTRIC APPLIANCE CO., Chicago, 
/il., Martin J. Wolf 

HARRISON WHOLESALE CO., 
cago, Ill., L. Avenberg 


Chi- 


HUDSON-ROSS, INC., Chicago, IIL. 
Charles Himmel 
KIMBERLY RADIO CORP., Chicago, 


lil., J. U. McCarthy 

SAMPSON ELECTRIC 
Ill., Peter Sampson 

c. S. TAY, INC., Chicago, Ill., C. S. Tay 

TELEPHONE MAINTENANCE CO., 
Chicago, Ill., S. L. Miller 

TRIANGLE ELEC. CO., Chicago, IIl., 
A. C. Forbes 

WAKEM & WHIPPLE, INC., Chicago, 
/ll., R. A. Whipple 

YOUNG, LORISH & RICHARDSON, 
Chicago, /ll., H. E. Richardson 

HARRISBURG STAND. ELEC. CORP., 
Harrisburg, Ill., L. J. Harris 

SAMPSON ELECTRIC CO., Peoria, Ili., 
R. Bradbury 

TENK HARDWARE CO., 
N. B. Getty 

WILLIAMS HDW. CO., 
Norman B. Williams 

CONRON- DISTRIBUTING 
Danville, Ill., T. W. Conron 


Zone VII 


HARGER & BLISH, INC., Des Moines, 
lowa, H. H. Blish, Jr. 


CO., Chicago, 


Quincy, IIL, 
Streator, IIL, 


CORY. 


MIDWEST TIMMERMAN CO, Du 
buque, lowa, E. J. Timmerman 
\. A. SCHNEIDERHAHN CO., Des 


Moines, Iowa, A. A. Schneiderhahn 
STANDARD BAT. & ELEC. CO., Wa 
terloo, Lowa, John Hanson 
MOTOR EQUIP. CO., Wichita, Kans., 
John W. Hoffman 


RADIO CORP. OF KANSAS, Wichita, 
Kans., W. E. Titus 


G. C. BECKWITH CO., Minneapolis, 
Minn., R. C. Colman 

HALL HARDWARE CO., Minneapolis, 
Minn., Walter A. Elliott 

LUCKER SALES CO., Muineapolis, 


Minn., Laurence H. Lucker 

ROYCRAFT COMPANY, Minneapolis, 
Minn., Louis W. Cohen 

HARBISON MFG. CO., 
Mo., J. H. Harbison 

MAJESTIC RADIO’ CORP., 
City, Mo., Irving Alter 

STERLING RADIO CO., Kansas City, 
Mo., H. C. Bonfig 

BENWOOD-LINZE CO., St. Louis, Mo., 
Harold J. Wrape 

BROWN & HALL SUPPLY CO., St 
Louis, Mo., Fred Wiebe 

j.. C.. GORDON CO. St. 
J. C. Gordon 

THE STRAUS COMPANY, St. Louis, 
Mo., E. J. Straus 

R. S. PROUDEFIT CoO., 
Geo. E. Proudht 


Kansas City, 


Kansas 


Mo 9 


Lous, 


Lincoln, Nebr., 


H. C. NOLL COMPANY, Omaha, Nebr., 


H. C. Noll 


STERLING RADIO CO., Omaha, Nebr., 


J. Ee 


Rasmussen 


DAKOTA ELEC, SUPPLY CO., Fargo, 


V. D., P. W. Farnham 
HIEB RADIO SUPPLY 

S. D., Jacob Hieb 

Zone VIII 

ARIZONA HDW. SUPPLY CO., Phoe 

mx, Aris., H. P. De Mund 
RADIO SALES & SUPPLY CO., 

ver, Colo., John A. Nelson 
ROCKY MNTN. RADIO CORP., Den- 

ver, Colo., Paul B. Lanius 


co. 


Den- 


RAY THOMAS, INC., Los Angeles, 
Calif., Ray Thomas 
UNGAR & WATSON, INC., Los An 


geles, Cahf., Harry A. Ungar 


Marion, 


HOLMES & CRANE, 


Oakland, Calif 


J. W. Holmes 

KIMBALL-UPSON CO... Sacramento, 
Calif., L. S. Upson 

ERNEST INGOLD, INC., San Fran- 
cisco, Calif., Ernest Ingold 

FREDERICK H. THOMPSON CO, 


San Francisco, Calif., M. B. Thompson 
NEVADA AUTO SUPPLY CO., Reno, 


Nev., Harry F. Holmshaw 
STREVELL-PATERSON HDW. CO., 
Salt Lake City, Utah, F. W. Hornung 
UNITED ELECTRIC SUPPLY CO, 

Salt Lake City, Utah, H. R. Bygel 
SUNSET ELECTRIC CO, Seattle 


Wash, Gordon Prentice 


Kk 


Radio Men Storm Chicago 
(Continued from Page 10) 
ated within its national body 

Retailers 

On June 6 the Radio Retailers 
Association held a splendid meet 
ing at which time interest in local 
association activities was the chief 
subject for discussion. The radio 
retailers spoke of the necessity for 
watching dealer costs and urged 
the necessity of every radio retail 
er cooperating with his fellow 
merchant in order to make clean 
Presi 
M. Steussy, of Mil 
waukee, presided at this meeting 


er conditions in his city. 


dent Henry 


Manufacturers’ Representatives 


John M. Redell held an open 








Harry Alter Co., Chicago, wore these distinctive clothes 


during the R. M. A. Trade Show. 
left to right, top row: P. L. 

Kramer, M. Schuldt, F. L. 
EK. B. Alexander, Wm. F. 





They are, reading from 
Friedlander, J. E. 
Strong, d¥ 
McCarthy, and R. 


Second row: J. 
son, Wm. 
Friedman, and H. Gordon. 
Openlander, C. D. Cohen, M. 
Prindeville. dent; C. 





Martin, 


D. Sutton, 


* Hall, L. M. Blye, A. Holman, R. Gib 
* KF. Schuberth, G. Baca, B. Mostow, 
Front row: J. J. Davin, G. Misrock, 
Geisler, Art Alter, Harry Alter, presi 


E. C. Harris, and A. L. Boehlke 
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meeting of manufacturers’ repre- 
sentatives at which ethics con- 
cerning their position in the ra- 
dio field was discussed. Quite great 
interest was shown in this meeting 
by attending manufacturers’ repre- 
sentatives. 
ko * x 


Radio Notes 


A vast field has recently been thrown 
open by the power amplifier develop- 
ments. The electrical voice is being 
sought for many purposes, and those 
with basic knowledge of amplification 
practice and loud-speakers are finding 
many opportunities in building up such 
trade and handling the installations and 
servicing. A loud-speaker rendition 
once stood for radio and practically 
nothing else, but today a loud-speaker 
has many other purposes ranging from 
the announcing of trains or buses in 
the crowded terminal, to spreading the 
hotel orchestra’s music or again mak- 
ing the preacher’s voice available to a 
greater gathering than can be accom- 
modated in the church itself. This field 
is especially attractive for those who 
combine salesmanship and _ musical 
training together with a basic knowl- 
edge of radio practice. 


Interference 

“More has been said about interfer- 
ence and less done about it than 
about practically any other problem in 
the field of broadcast reception. One 
reason for this is the fact that such 
interference too often is “nobody’s 
business.” The fundamental difficulty, 
however, is that the key to the whole 
problem is proper diagnosis. 

Almost any power company will rec- 
tify conditions on its lines if it can be 
shown that they actually cause interfer- 
ence. The power loss in most cases is 
infinitely small, but the utilities as a 
rule will clear the lines and charge the 
cost off to good will—provided it is 
clearly shown just what should be 
done. 

Herein lies the problem. It is obvious 
that indiscriminate climbing of poles 
by listeners or “experts” not employed 
by the company could not be counte- 
nanced. It is equally true that climb- 
ing a pole with a portable receiver of 
low sensitivity and placing its pickup 
coil next to various feeders is the logi- 
cal way to isolate offending circuits 
after the affected section has been de 
termined.”—Ralph P. Worden. 


Easier on the Ear Drums 

The dynamic speaker caught the 
fancy of the radio industry last year 
when it was discovered that this type 
of reproducer brought out low notes 
totally lost in the magnetic—then in 
vogue. The net result of this discovery 
was that manufacturers hopped to the 
accentuation of low notes. It caught 
the fancy of the public for a while until 
it was discovered that an evening’s 
entertainment with a dynamic in the 
ordinary small home sent the listeners 
to bed with ringing ears as a result of 
the “barrel-effect” introduced by the 
over-accentuation of booming low 
notes. 

This year all that is changed. Dy- 
namic speakers have been pitched high- 


er. The speakers are faithful in the 
reproduction of both low, medium and 
high notes, but the boom-boom of the 
drum and organ bass is no more accen- 
tuated than is the treble of the violin 
and flute. 


Chassis Design 

Chassis designing has become a fine 
art. Although it has been progressing 
artfully for ever so many years, it has 
reached a degree of perfection hardly 
achieved by other components in the 
make-up of a modern console receiver. 

Following a general survey, it was 
duly noted that the 1930 chassis car- 
ried fewer parts, reverted to riveting 
and spot-welding instead of screws to 
hold them together, used more metal, 
and more steel for metal than hereto- 
fore. 

Panels have disappeared from chassis 
assemblies, relegating them to the 
decorative scheme of the cabinet de- 
signer. In their nudity, chassis denote 
that tuning dials are immensely more 
interesting than last year, although 
they are scrawnier, lengthier, and cer- 
tainly heavier in construction. 


Police Calls 

Police departments already using 
radio to transmit information and or- 
ders directly to squad cars or about to 
inaugurate such services include Cleve- 
land, Detroit and Chicago. In the latter 
city the transmission is on the regular 
broadcasting wave of WGN, whose 
programs are interrupted several times 
each evening and frequently during the 
day by emergency announcements for 
radio equipped cars. 

This system has one disadvantage in 
that the public hears the announce- 
ments and may form a crowd at the 
scene of the crime, impeding the work 
of the police who are directed there. 
One case has been reported of a bur- 
glar hearing the police directed to find 
him in a certain house and making his 
escape, after leaving a note on the loud 
speaker to the effect that he didn’t wait 
for them. It is understood that a low 
wave, near 71 meters, eventually will 
be used by Chicago police. This is not 
capable of reception on ordinary broad- 
cast receivers. 


Cabinet Design 


The trend at the recent show clearly 
indicated that acoustical engineers were 


co-operating with set manufacturers 
toward perfection along those lines. 
The real results of their work could best 
be compared at the show with recol 
lections of the old type speakers and 
results achieved in the inclusion of 
better acoustical properties in the 
newer products. 

In the same respect the cabinet 
manufacturers have incorporated the 
finest work of their furniture crafts 
men in making possible finished set: 
which blend harmoniously with the fui 
nishing of the average home. 


Radio Indispensable to Safe 
Flying 

Radio training is almost indispensa- 
ble to the long-distance flyer. With 
proper radio training and equipment, 
the airman can fly over the national 
air routes with maximum safety. All 
aircraft must soon carry radio as a 
compulsory part of their equipment 
just as passenger ships must now be 
so equipped. Most pilots will be li 
censed radio operators as well. 

The Bell Telephone Laboratories 
have undertaken to develop a system 
of two-way telephony between planes 
in flight and terminal landing fields, 
particularly along the Chicago-San 
Francisco Airway. From this work it 
is hoped to determine the requirements 
for a two-way radio telephone service, 
and to render aviation much safer 
Thus radio figures still more in: tele- 
phone activities quite as well as in 
aviation. 


Interesting Dealer Figures 


Reports from approximately 20 per 
cent of the 39,159 radio dealers queried 
in the April 1, 1929 quarterly survey 
of stocks in dealers’ hands, conducted 
by the Department of Commerce in 
co-operation with the radio division ot 
the National Electrical Manufacturers 
Association, showed a volume of busi 
ness of $25,540,245 for the first quarter 
of this year, or an indicated total retail 
sales volume of $132,000,000. 

Indicated total retail sales volume 
figures for the January 1, 1929, and 
October 1, 1928 quarterly surveys are 
placed at $186,000,000 and $96,000,000 
respectively. Returns from the three 
available quarters of the 1928-1929 ra 
dio season, therefore, show an indicated 
grand total of $414,000,000. On this 








Here we have, all lined up, the 20 men responsible for business done in the 
territory covered by the 20th Century Radio Corp., New York City. 
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A MILLION TUBES 
A DAY 


One of these mornings you'll hear that somebody 
is building a million tubes a day. That won't 
surprise you. Nor us. 


For almost anything is possible in 1929. 


Sylvania this year is concerned with only two 
phases of tube creation—that every Sylvania 
Dealer shall be adequately supplied—and that 
long-living excellence shall be built into every 
tube that bears the flashing S. 


The makers of Sylvania Radio Tubes will never 
produce their product ona basisof nuts and bolts. 


_ Think it Over 
Then Talk it Over with Your Dealers 


SYLVANIA PRODUCTS COMPANY 


Emporium| Pennsylvania 









Have You ae the Sylvania Foresters Lately? 


VL 


7 RADIO TuBES 


Licensed Under RCA Patents 







yw 





Tne products of this company are entered in the prize contest for this month. A” $25 
prize will be awarded the salesman selling the greatest quantity during the month. 
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Rises above 
all other sounds 
in factories! 








Profitable Business 
for Jobber Salesmen 
calling on industrial 

accounts 


There is a STERLING SIREN 
for every purpose and their 
adaptability to modern indus 
trial use has greatly increased 
in the last year. . . In factories 
they are used as effective sig- 
nals and warnings... . . They 
start men on time and keep 
them there until quitting time. 
Used as fire alarms and 
for crane warning. .. . Sum- 
mon maintenance men, ete. 
... Free from upkeep expense 
and thoroughly reliable. Prof- 
itable and easy to sell. Write 
for catalog and sales helps. 


STERLING FIRE ALARM CO,, 
INC. 

Rochester, N. Y. 

Gentlemen: Please send me Ster 

ling Siren Catalog, prices and 


sales tips. 

MME aie ks eGR Hee Lew eae 
PROCS 535 Oe Vee owe sean 
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basis the previous estimate of $650,- 
000,000 for the full radio year of 1928- 
1929 will probably be realized. 

The average volume of business per 
dealer reporting for the first quarter 
of 1929 was $3,370 as compared with 
$5,790 for the last three months of 
1928. 


Limitations of 48-Hole Pictures 

The present 48-hole television pic- 
tures, while perhaps sufficiently detailed 
for the debut of the fascinating game 
of flashing pictures through space, will 
soon prove unsatisfactory as the audi- 
ence becomes sophisticated. A 48-line 
image possesses only 2,304 elementary 
areas, which is a crude texture for re- 
producing half-tone pictures. Imagine 
a newspaper half tone, limited to a 48- 
line screen! The usual screen is 60 
lines, and if we take just a 48 by 48 
section of a newspaper half tone, we 
have about the detail and scope of our 
present television pictures. It is pos- 
sible to reproduce a hand, a face, big 
type, and a few simple objects of con- 
siderable size. As for news events or 
sporting events, these are quite impos- 
sible with a 48-line picture, since the 
detail is so limited. 


Electric Sets vs Battery Sets 

The dealers in the Dept. of -om- 
merce-N.E.M.A. Survey reported 139,- 
347 electric sets and 15,623 battery sets 
sold during January, February and 
March, 1929. The average volume of 
business per set sold amounted to $165 
as compared with $158 per set for the 
last three months of 1928. 

Sixty per cent of the total replies, 
which originated in the New England, 
Middle Atlantic and East North Cen- 
tral States, showed that fifty-nine per 
cent of the total business reported for 
= United States was consummated 
there. 


Radio Standards 

The requirements of radio standards 
differ considerably from those of com- 
parable industries. Standardization in 
most manufacturing ventures is gen- 
erally a matter of size—of mechanical 
specifications. In radio it is much more 
than this and considers not merely the 
mechanical and electrical characteristics 
of any piece of apparatus, but the 
method itself of determining these 
standards. The sensitivity of a re- 
ceiver, for instance, can be measured 
in several ways, all of which will give 
different results. The radio division of 
the National Electrical Manufacturers 
Association has devoted considerable 
thought to approved methods of ar- 
riving at standards. 


Screen-Grid Tube Operation 

Following closely on the introduction 
of the new A.C. screen grid tubes it 
was found that the screen-grid power 
detector tube gives such a strong sig- 
nal that it makes possible the elimina- 
tion of one stage of audio frequency 
amplification, thus reducing to a mini- 
mum the possibility of distortion 
which is sometimes present where suc- 
cessive stages of audio amplification 
are used. The output energy from the 
plate of this power detector tube is 
transferred by means of a choke and 
filter system, in the case of one manu- 
facturer, to the power amplifier tube 
instead of through a transformer. The 
elimination of the transformer and the 


use of the impedance coupling circuit 
between the power detector and the 
audio amplifier results, it is said, in 
an exceedingly high quality of musical 
reproduction and brings out particu- 
larly well the full, rich tones of the 
bass register. As an additional pre 
caution to insure undistorted reproduc 
tion, the power detector tube has a 
radio frequency filter which prevents 
any radio frequency disturbance from 
being carried over into the audio am 
plifier. 


Frequent Radio Set Renewals 

“All in all,” said Lee De Forest, re- 
cently, “the radio sets now being of 
fered are so far ahead of the models 
that have gone before that the public 
simply must have the latest. Although, 
like others, I have always been of th¢ 
opinion that a radio set, unlike an 
automobile, has a very long life, I am 
beginning to see that research and de 
velopment engineering are going to see 
to it that the average American family 
supports the radio industry by frequent 
replacements in radio. It is typical of 
our people.” 


Co-operation of Other Industries 

Clarence E. Earl, head of the Chas. 
Freshman Co., has emphasized an im- 
portant fact: “Even in the actual re- 
production of pure musical tone, we 
find co-operation with other industries 
essential. Unless we are able to im- 
press upon all the manufacturers of 
electrical home devices and other forms 
of electrical equipment that they must 
build their devices in such a way as to 
obviate their interfering with radio re- 
ception, we will never enjoy perfect 
radio reception in the American home 

“Electrical devices, washing machines 
and many other household machines 
are still not being built in a fashion 
to avoid their interfering with radio 
reception. We discovered in the in 
stallation of two electrical water re- 
frigerators in our own office that they 








H. G. Erstrom, secretary of the 
Federated Radio Trades Association, 
took an advance vacation before the 
R. M. A. Trade Show, and the result 
was tough on the white bass at Win- 
neconne, Wis. Here he is with his 
day’s limit—he pulls them in, like he 
does members. 





MAIRY 


A new name behind radio tubes that 
have already built radio history 























here are millions and millions of 
radio tubes now doing yeoman service in 
the radio sets of America that were built 
by Marvin engineers. 


These tubes went out under the brand 
names of the several companies who re- 
cently consolidated into the Marvin Radio 
Tube Corporation or were built for other 
reputable tube manufacturers. 


Marvin is new in name only. The many 
contributions made by Marvin engineers 
in the past have built radio tube history 
and a reputation for highest quality. 
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MAINTAINS UNIFORM 
ELECTRICAL CHARACTERISTICS . 
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A Quick Heating Tube 


ARVIN MY-224 is ingeniously built — displacement or breakage. This reinforced 
with a spiral filament in such a construction insures a maintenance of 
manner that there can be no fil- uniform electrical characteristics. 
ament short, even if dropped. Due to the 
special construction of the cathode the 
MY-224 is absolutely without hum. 


The Shield-Grid AC tube represents the 
greatest problem radio tube manufac- 
turers have yet confronted. MARVIN has 


Both the outer and inner shield-grids are met it with the Master-Built MY-224 
doubly supported in a manner to prevent incorporating these original features. 


MARVIN RADIO TUBE CORP. 
IRVINGTON, N. J. 


General Sales Offices: NEW YORK CITY, 225 BROADWAY, Transportation Building 
Western Sales Offices and Warehouse: 1603 South Michigan Avenue, Chicago, II. 
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caused a great deal of interference with 
the radio sets in our display rooms. 
If this may happen in the office of a 
radio manufacturer it is bound to hap- 


pen 10 times more in the home of the 


ordinary owner of a radio set who 
knows absolutely nothing about the 
possibilities of electrical interference.” 


Remote Control of Sets 


One manufacturer has perfected a 
new and entirely unique device for the 
remote control of radio sets. The new 
device is simple enough to be operated 
by a child and makes possible unlim- 
ited enjoyment on the part of the en- 
tire family, due to the convenience of 
operating the set from any room in 
the house. A small ornamental box, 
having several buttons designated for 
selected stations, can be placed in any 
part of the home to control the radio 
receiver without leaving the favorite 
armchair. All operations, including 
adjustment of volume and on-and-off 
switch, are handled from this control 
box. 


“Too Much Talk” 


“We realize that many programs to- 
day contain too much advertising. 
Sales talks over the air do not build 
good will, and they do lose listeners. 
There is a strong probability that the 
coming season will see a revision of 
broadcast practice in this respect. Sta- 
tion owners realize the folly of ‘too 
much talk,’ but many fail in getting 
their story over to a sponsor. It is 
here that educational work is needed.” 
—Herbert H. Frost. 


Television 


The world is eagerly awaiting the 
inauguration of commercial radio pic- 
tures and radio vision, and the fact 
that the work is going on in earnest 
cannot be doubted when it is realized 
that more than two million dollars per 
year is being spent in the United States 
alone in research work along these 
lines, 

Even with existing systems, crude as 
they may be, a considerable amount of 
practical work is being done. It is 
nothing unusual for important business 
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deals to be closed by the flashing of 
necessary facsimile signatures across 
the ocean. Advertisements are trans- 
mitted in their entirety, and reproduced 
in distant newspapers and magazines. 
News photographs are sent via radio, 
across continents and oceans. By 
means of the modulated continuous- 
wave method now receiving consider- 
able attention, in place of the make- 
and-break or dot-dash technique here- 
tofore employed, there is every promise 
of excellent detail even at high speeds, 
in due time. 


Takes Television Pictures 
Anywhere 


Aside from the work of the Jenkins 
laboratories, television appears not to 
be active in the east. 

On the other hand, A. J. Carter, one 
of the television pioneers, of Chicago, 
maintains that there has been a con- 
siderable advance in radiovision prac- 
ticality, and that only the radio com- 
mission’s frequent changes of mind as 
to assignment of frequencies has de- 
one the marketing of television out- 

ts. 

Mr. Carter’s company has developed 
a system by which interrupted light is 
projected from a mirror onto the sub- 
ject; photo-electric cells near the sub- 
ject pick up the subject’s visual aspect, 
just as a microphone near him would 
pick up his voice. 

“That means,” said Mr. Carter, “that 
we can bring our mirror outfit and 
photo-electric cells into a studio, or 
even take them outdoors, and pick up 
our subject just as you would take a 
microphone to the same places. We 
can transmit a picture which will be 
either six inches or eight inches 
square.” 


Broadcasting Achievements 


“Few of us,” states J. E. Smith, pres- 
ident of the National Radio Institute 
of Washington, “realize the extent of 
the broadcasting institution created 
less than a decade ago. We cannot 
grasp the significance of over 700 broad- 
casters catering to an audience of well 
over 35,000,000. We overlook the 13,- 
000 miles of wire employed by one net- 








A “get acquainted” 


























dinner-dance which promises to become a periodical 


event, was the occasion for the gathering of this group of executives and mem- 
bers of the sales organization of Trilling & Montague, radio wholesalers of 


Philadelphia, Pa. 








COST LESS 
and SELL 
FASTEST! 





SET SCREW CONNECTORS 


speed and ease of installation 
—no solder needed—make 
Sherman Set Screw Connec- 
tors in big demand. .... 
Profitable for jobber sales 
men to push and repeat or- 
ders help you build volume 
sales. 


Made of Pure 
Copper! 


insures 
electri- 
cal effi- 


ciency. 









the 


Conductivity 
of yellow brass 


Like all other Sherman prod- 
ucts Sherman Set Screw Connec- 
tors and Sherman Connectors 
are unequalled—combining high 
quality at low cost..... They 
are increasingly easy to sell be- 
cause your customers have 
learned their superior advan- 
tages on the job. Write to us 
today for sales tips for jobber 
salesmen that show you how to 
make more money without going 
out of your way. 


H. B. Sherman Mfg. Co. 
Battle Creek, Mich. 


@QHERMAN== 
@ONNECTORS 
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All De Forest Audions 


are manufactured under 


DE ForEST Patents 


‘De Forest” is the best known name in radio. De Forest Audions are 
made under patents owned by De Forest Radio Company—patents which 
under license arrangements with De Forest Radio Company make 
possible all the radio vacuum tubes manufactured and sold by all other 

companies under known trade 


brands. 














They are produced under the 
supervision of the man who in- 
vented the first radio, Dr. Lee 
De Forest, “the father of radio.” 

Every day thousands of Audions 
are produced in the great De Forest 
plants in Jersey City and Passaic, 
New Jersey. 


The close and rigid tolerances 









yn 


demanded of every De Forest 
‘ Audion establish standards of com- 


parison by which the performance 


¥ 


of other tubes is judged. 


The latest achievements from the 


De Forest Laboratories are the 
improved Audion 427 A-C heater 
Be type, detector-amplifier and A-C 
5 Screen Grid Audion 424, These 


two radio tubes render direct cur- 


woe 
pee? 
ae 


rent operation practically humless 
by reason of a shielded cathode, 
first introduced by this company. 


Make a tone-test comparison be- 


TR VY FP prey 


‘Nag, 


= tween “high vacuum” De Forest 

















Audions and the tubes you are now 
using for demonstration. We will 


welcome it. 
De Forest Radio Co., Jersey City, N.J. 
Besides these 


BASIC PATENTS 


824,637 1,230,874 
824,638 1,311,264 
836,070 1,329,758 
836,071 1,437,498 
841,386 1,453 ,267 
841,387 1,507 ,016 
679,532 . 1,507,017 
979,275 1,567,260 
1,201,373 1,612,440 


there are 228 others issued and more pending, 
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work alone in grouping together far- 
flung stations for simultaneous broad- 
casting of programs. We never give 
thought to an industry that has grown 
from an annual income of about $2,- 
000,000, to one of almost $600,000,000 
yearly.” 


Complications in Receiver Design 

In several of the present broadcast 
receivers, the automatic volume contro] 
is incorporated as still another con- 
tribution towards simplicity of opera- 
tion. This device, which automatically 
maintains the volume of incoming sig- 
nals at a given sound level, introduces 
still further complications in the radio 
set proper, although simplifying the 
operation to a considerable degree 
A. C. or socket-power operation, while 
the acme of simplicity so far as set 
operation is concerned, actually intro- 
duces many complications in set de- 
sign, production and servicing, with its 
rectifier tubes, filter system and resis 
tance networks. 


Servicing Radio Sets 

The day is past when anyone can 
service the radio set. In fact, the great- 
est need of the radio industry today is 
for service men who really know the 
technicalities of radio, and these men, 
in turn, must be equipped with the 
necessary working tools. The real 
service man has the necessary theoreti- 
cal and practical knowledge of radio; 
he knows the various sets which he is 
called upon to service; and he is pro- 
vided with the proper testing set, tools, 
spare parts, fresh tubes and so on 
when he goes on the job. Although 
radio sets are better today than ever 
before, they occasionally need servic- 
ing, and the future of the radio indus- 
try rests on its service men. 


The Unwired Home Problem 

We are told that something like 10,- 
000,000 homes are still unwired, out of 
a total of over 26,000,000. In other 
words, better than one-third of the 
homes of the land are not interested 
in the A.C. or socket-power radio set 
Such homes must still be content with 
the battery set which, in most in- 
stances, is now of an ancient vintage, 
since radio manufacturers have concen- 
trated mainly on socket-power radio. 
It has been predicted that within an- 
other year the unwired home will re- 
ceive the attention it deserves from 


radio engineers and’ manufacturers. 
te ae 


Jobbers Seen at the R. M. A. 
Show 

R. P. OBLinGeR, president, Capital 
Electric Co., Indianapolis. 

M. J. Wo tr, vice-president, Electric 
Appliance Co., Chicago. 

J. H. Gerwarp, president, W. H. 
NEWTON, manager, radio de- 
partment, Barrett Elec’l Supply 
Co., St. Louis. 

Jacos S. Isaacs, City Electric Co., 
Syracuse. 

Van N. Marker, president and 
F. R. EIsEMANN, secretary-treas- 
urer, Revere Electric Co., Chi- 
cago. 
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Screen-Grid Radio 


dominated the Trade Show 


HE Trade Show settled the trend 


of the year’s new developments. 


It is a Screen-Grid year! The new tube 
has arrived with a coe Sal of popularity. 
Some are riding the wave with one or two 
of the new tubes. KELLOGG has THREE 
—one in each R. F. stage—feeding eight 
times as much energy into the detector as 
three stages with ordinary tubes. 


It is a super-power year! There were 
many 245 power tubes. KELLOGG uses 
TWO of the 245 tubes in push-pull, even in 
the lowest priced model. The more powerful 
tubes—250 type—were scarce! A few have 
them but KE LOGG uses TWO, in push- 
pull in two of the new models. It is a super- 


power year with KELLOGG in the lead. 


Automatic Volume Control is NEW! It 
is mighty important on these powerful 
new sets. It is a real sales feature. Again 


KELLOGG leads in new developments! 


A new system called “power detection” 
is found in many of the screen-grid sets. It 
really is essential to enable the detector 
stage to handle the greatly multiplied power 
without overloading znd distortion. Some 
used a screen-grid tube for this purpose. 
KELLOGG has a simplier method—the 


“plate rectification” system to handle the 


tremendous energy from the R. F. stages 
and deliver pure undistorted audio energy 
to the audio stages. 


Cabinets, it must be admitted, were a 
bit monotonous. Little originality in design! 
Some very far from the accepted standards 
of good furniture. KELLOGG cabinets 

roved the exception! Distinctive designs, 
high grade cabinet work and splendid 
finish, gave rise to enthusiastic comments 
from visiting dealers. 


Pricing gave food for thought to all 
careful buyers. Many new lines made their 
bow into the low priced class. The former 
wide spread between Low Priced Radio 
and Quality Radio was sharply reduced. 
KELLOGG quality now commands but 
little premium over “price jobs.” That 
means new possibilities for volume busi- 
ness in Quality Radio. 


These FACTS did not escape the atten- 
tion of shrewd buyers. KELLOGG was 
widely acclaimed the “outstanding set of the 
Show”. Distributor and dealer franchises 
were closed to cover a large part of the 
territory which Kellogg plans to serve this 
season. All who left Chicago without making 
definite commitments for this season’s line 
will profit generously by getting the com- 
plete Kellogg story before closing. Write 
or wire for details. 


KELLOGG SWITCHBOARD & SUPPLY CO., CHICAGO 
































Modei 525 Combination 
$395 less tubes 





Model 523, $250 
less tubes 





Model 524, $295 
less tubes 


Prices slightly higher west of Rockies 


KELLOGG Radio 
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SINCE 1895 





MORE NEW 
OUTLET BOX 
DEVICES 


WEBER PULL 
RECEPTACLES 
FOR 314-in. BOXES 


May be used on either wall 
or ceiling. 


National Electrical Code 
Standard, of course. 


Cat. No. 

4010 With ring for ball lamp, 
as shown. 

5010 With ring for shade- 
holder. 


Standard equipment is 7-in. in- 
sulated chain. Short chain and 
3-ft. cord may be had at the 
standard price. 


Standard finish of exposed 
metal parts is Polished Nickel. 
Brush Brass may be had at the 
standard price. 


Sold through Weber 


wholesale distributors. 


Send for Sample. 


HENRY D. SEARS 


Genera! Sales Agent 
60 BOYLSTON STREET 
Boston MassacnuseTrTs 











—=— 





E. N. Gerke, president and general 
manager, and H. J. Privat, sales 
manager, Metropolitan Elec’l Sup. 
Co., Chicago. 

ALBERT L. AVENBERG and Louis 
SISSKIND, Harrison Wholesale 
Co., Chicago. 

HomMerR Harr, WALTER’ KLUGE, 
Britt AMEs and Cuas. Wo tr, Jul- 
ius Andrae & Sons Co., Milwau- 
kee. 

H. L. Crown, Crown Electrical 
Supply Co., St. Louis. 

M. B. Scuutzer, Keps Electrical 
Supply Co., Pittsburgh. 

A. E. DuriN and J. B. Terry, Ter- 
ry-Durin Co., Cedar Rapids. 

A. BELLER, Eastern Elec. Supply 
Co., Newark. 

James A. Azo, general manager, ra- 
dio division, Lewis Elec’l Supply 
Co., Boston. 

FRANK SCHWARTZ, president and 
general manager, Inland Electric 
Co., Chicago. 

K. W.. Firzpatrick, Independent 
Elec. Co., Muskegon, Mich. 

Joun Duncan, Illinois Elec. Co., 
Chicago. 

Percy STERN, Interstate Elec. Co., 
New Orleans. 

Avucust Kusec and C. G. YUNDT, 
Kubec Elec. Co., Chicago. 

Louts W. KorsMeyer, The Kors- 
meyer Co., Lincoln, Nebr. 

CLARKE Metuot and Dick WEILER, 
Manhattan Elec’l Supply Co., New 
York. 

N. T. Ronan, Tri State Electric 
Co., Sioux Falls, S. Dak. 

* * * 
Radio Now a World 
Institution 
Radio sets in use in practically 
every country, Commerce Depart- 
ment study shows. Nearly half of 
world total in United States. Fin- 
land and Russia have highest 
powered foreign broadcasting sta- 

tions. Radio exports from U. S. 

last year set new high record. 
The remarkable extent to which 

radio has penetrated to the four 
corners of the earth is revealed in 
an analysis of world markets for 
radio equipment just completed by 
the Department of Commerce. 

Broadcasting stations, the report 

shows, are operating near the 

Arctic Circle, on the Equator, and 

far down in the Southern Hemi- 

sphere. From Greenland to Cey- 
lon and from Yugoslavia to China 
radio sets are being tuned-in to 











The New 
Quad 
Glassteel 
Diffuser 








6 


5 
1} Mechanically 
a) Different - - 
3 





1. Bayonet type hood 
and reflector with op- 
ening large enough to 
permit removal over 
lamp. 





2. Spring safety lock, 
snappy and _ positive 
in action. 

8. Single screw  globe- 
holder with locking 
wing nut. 





Photometrically 
Correct -- 


4. Perforated for Dif- 
fused light on _ the 
ceiling. 





| A one 





5. Porcelain Enameled 
Reflector turns light 
rays downward. 


6. Opal Glass Diffusing 
Globe — ( Trutint 
Globe for daylight 
effect). 


Sold through Electrical Wholesalers— If 
not in your line ask your house why. 


Write for catalog which gives complete 
information. 


QUADRANGLE MFG. CO. 
26 S. PEORIA ST. 
CHICAGO 


VAY 


LIGHTING UNITS) 
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“Mighty Monarch 
of the Air” 





The finest radio receiver in the world cannot perform at its 





best unless it is equipped with the best tubes it is possible to 
manufacture. That, in a fewwords, is the story of why Grigsby - 
Grunow Company now announce Majestic radio tubes. 


wz Wm. C. Grunow, genius 
of radio builders, decided to 
o into the tube business, it was 
is determination that nothing 
short of the finest radio tubes in the 
world could carry the trade name 
Majestic. After building aradio set 
universally acknowledged the 
leader of all radio sets in sales and 
satisfactory service, an entire year 
has menaniibedian Grigsby-Grunow 
Company are ready to say that 
Majestic tubes have arrived and 
that they are as good as Majestic 
radio sets—the finest tribute that 
could possibly be paid to them. 


Building the best radio tubes the 
world has yet seen was no easy un- 
dertaking. Grigsby-Grunow Com- 
pany have unusual facilities, yes, 
tremendous financial stability, or- 
ganization, plants, intricate ma- 
chinery of the latest type—but 
building better and finer tubes re- 
quired more than that. A search was 
made for brilliant minds whose 
undivided thoughts, whose sole 
concern might be concentrated up- 
on the development of a tube so 
outstanding that the world would 
pause and say “Here is a good job 
well done—as perfect as human 


hands and brains can make it.” 
These great scientists, drawn from 
the finest laboratories in the world 
—laboring by day and by night— 
testing, measuring, experimenting, 
leaving nothing unturned of the 
secrets of scientific tube building, 
have at last produced in the Ma- 
jestic radio tube a new contribu- 
tion to finer radio reception. 


Month after month, week after 
week, day after day, all night long 
for hundreds of nights Majestic 
tubes have burned at twice the load 
they would normally carry to prove 
that Majestic was not only a well 
built tube but a long life tube, ful- 
filling to the highest degree the 
purpose for which it was duigu. 


When you buy your Majestic 
tubes, when you put them into 
sets—when you marvel at their 
performance, their smoothness, 
their long life — remember that 
back of them is infinite patience, 
the finest brains, the finest ma- 
chines, rigid testing of every step 
in production—but above all, the 
same indomitable will to do some- 
thing better for the world which 
has made Majestic the greatest 
name in radio. 


GRIGSBY-GRUNOW COMPANY .-. CHICAGO 
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We thank the trade 
for correcting an 
error... 





Since this advertisement ap- 
peared, many dealers have told 
us that we omitted one of the 
most profitable features of Arc- 
turus Tubes—the fact that they 
cut service calls more than 50%. 
So we are adding another Arc- 
turus profit-point: 

“Arcturus Quality Cuts Service 
Calls more than 50%.” 


and now 
we challenge the trade 
to match 


ARCTURUS 


1 ADDITIONAL 
PROFIT POINTS 


Acts in 7 seconds. 
Immune to line surge. 


Arcturus Quality cuts service calls more 
than 50% 
Exclusive construction at every vital point. 


Liberal replacement policy. 
World’s record for long life. 
Endorsed by 29 set manufacturers. 
Sold by reliable jobbers and dealers. 


Superiority easily demonstrated. 


COON OCUL WN = 


10 Improvements protected by patents. 
11 137 inspections keep quality high. 

12 New features constantly pioneered. 

13 Colored blue for positive identification. 


14 Millions of Arcturus Tubes now in use, 
giving unusual service. 

15 Name and trade mark well known to the 
tadio trade and the radio public through- 
out the country. 


Only Arcturus gives you all 
these Extra Features. Write us 
today for all the facts about 
these better tubes. 


ARCTURUS RADIO TUBE CO. 
Newark, N. J. 


ARCTURUS 


BLUE . <<Sire TUBES 








| Miss Doris Tuerk, manager of the 
| radio department of the Illinois Elec- 
| tric Co., Chicago, has resigned to ac- 
cept a position in a similar capacity 
with the Harrison Wholesale Co., Chi- 
cago. Miss Tuerk, who has been with 
Illinois for 15 years, is widely known 
in the radio industry and brings to her 
new position a sound background of 
radio merchandising and advertising. 








| catch practically the same type of 
| Programs as are given in the 
| United States. Radio has become 
a universal institution. 

There are in use throughout the 
world today, according to Law- 
rence D. Batson of the Electrical 
Equipment Division of the De- 
partment who made the survey, 
more than 20 million radio sets, 
nearly half of these being in the 
United States. Great Britain and 
Germany have approximately 2,- 
500,000 each; France has 1,250,- 
000; Japan, 550,000, and Argen- 
tina, 530,000. The countries next 
in order of importance are Sweden 
with 371,000 sets, Austria with 
325,000 and Czechoslovakia and 
Italy each with 250,000. 

More than 95 per cent of the 
radio sets on the Continent of 
North America are in the United 
States and Japan has about the 
same proportion of the total for 
Asia. Argentina possesses more 


| than half the sets in South Amer- 


ica while in Europe, Great Britain, 
Germany and France together ac- 
count for 75 per cent of the total. 
The Union of South Africa has 
about 90 per cent of all the radio 
sets in Africa. 

Practically every foreign coun- 
try, the report discloses, has regu- 
lations governing broadcasting. In 
the large European countries, in- 
cluding the United Kingdom and 
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THE B-H 
RECTIFYING 


TUBE 
IS A 
STEADY SELLER 





Eveready Raytheon B-H Rectifying Tube 
—standard for “B’’ Power Units 
125 m.a., 300 volts 


EVEREADY 
RAYTHEON B-H 


MILLIONS of “B” elim- 
inators have been sold in 
the past few years. The 
majority were designed 
and built for the B-H rec- 
tifying tube... and when 
replacements are neces- 
sary, it is a B-H tube that 
these customers want. 

Eveready Raytheon B-H 
tubes come in handy car- 
tons of four tubes each. 
Tell your trade to keep at 
least one full carton on 
hand. 

The market for these 
is enormous! 


NATIONAL CARBON CO., INC. 
New York, N. Y. 


Branches: Chicago, Kansas City, 
New York, San Francisco 


Unit of Union Carbide and 
Carbon Corporation 


EVEREADY 
RAYTHEON 
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Your eustomer knows what he’s buying... | 
and you build GOOD WILL with 


BRIGHT STAR 
AIM PLIPOWER. 


OUR customer is assured of many 
months of first-class radio recep- 
tion! That certainty —and the outstand- 
ingly better performance of the Bright 
Star Amplipower throughout its long 
life—are building good will and in- 


creasing profits for thousands of active 


Bright Star dealers all over the country, 


The demand for “‘B”’ batteries will con- 
tinue for many a year to come — it’s to 
your own and your customers’ interest 
to sell them Amplipower! Ask your 


jobber or write direct. 


BRIGHT STAR BATTERY CO. 
HOBOKEN. N. J. 


Chieage 


San Franciseo 





“*-NEINETEEN YEARS BUILDING THE QUALITY LINE’’ 
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“Ite has a grip like its namesake” 











Bull Dog 
Split Knobs 
"Trese are 


the safe, approved 
knobs for all types of 
residence wiring. They 
mean better jobs at no 
added cost. Bull Dog 
Split Knobs, together 
with Illinois Porcelain 
Tubes, Cleats and 
Solid Knobs form a 
complete line of stand- 
ard porcelain. 





Sold Through Wholesalers 


Illinois Electric Porcelain Co. 


Macomb, Illinois 








‘|two; Australia, 25; while Japan 
I 





Germany, broadcasting stations 
are generally owned and operated 
by the national government; Swe- 
den grants a concession to one 
company to operate the main sta- 
tions while the smaller ones are 
owned by radio clubs; in North 
ond South America broadcasting 
stations with few exceptions are 
privately owned and_ operated. 
Australia and New Zealand grant 
concessions but the former coun- 
try is now preparing to take over 
the high-powered stations. 

Outside of the United States it 
is the general rule for owners of 
radio sets to pay a license fee to 
their respective governments, 
these taxes ranging from as low 
as five cents in France to $18.00 
in Salvador. The British tax is 
$2.45, the German, $5.70; the Aus- 
tralian, $5.85; while the Japanese 
owner of a radio set must pay in 
the vicinity of $9.00. 

The  highest-powered foreign 
broadcasting stations are all in 
Europe, the report shows. Rus- 
sia and Finland each maintain 
stations of 40,000 watts; Sweden 
has two stations of 30,000 and 
20,000 watts, respectively; France 
has one of 20,000 while the larg- 
est British station is rated as 16,- 
000 watts. There are more than 
200 broadcasting stations in Eu- 
rope; South America has _ sixty- 


has seven. 

Approximately 90 per cent of 
all the radio equipment in the 
world, according to the survey, is 
of American, British or German 
origin. United States exports of 
radio apparatus has been in- 
creasing steadily, reaching a value 
of $12,000,000 in 1928 which was 
a record figure. During the last 
seven calendar years more than 
$50,000,000 worth of radio equip- 
ment and supplies have been sold 
in foreign markets. Canada is our 
most important customer for ra- 
dio material, taking 44 per cent 
of our total shipments in 1928; 
Argentina ranked second in that 
year with 13 per cent; Australia 





third with 9 per cent while the 
United Kingdom was fourth with 
4 per cent. A few years si 
Japan ranked second as a purchas-| 
er of American radio equipment! 
but it had dropped to seventh place} 


in 1928, taking less than 3 per cent.) 
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“WIRING~ 
EVICES 


Complete Line 


RODALE MFG. CO. 


200 HUDSON STREET 
NEW YORK 
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TRICO 











The New York Bakeries of the National Biscuit Company 





All the National Biscuit Company Plants 


in the United States 


are Users of 





In recognition of their dependable 
performance and their money-saving 
factors, TRICO Renewable Fuses 
are being used in all the plants of 
the National Biscuit Company. 


Its “powder-packed” feature,  to- 
gether with other important points, 
make TRICO the choice of particu- 
lar electrical engineers and keen 
buyers of renewable fuses. 








RENEWABLE 


They’re ‘‘Powder-Packed”’ 





TRICO FUSE MFG. CO., 1004 McKinley Ave., Milwaukee, Wis. 


No Premature Blowings 
No: Unnecessary Shutdowns 
No Oxidized Contacts 

No Charred Casings 
Copper-to-Copper Contacts 
Reduced Watt Loss 

Time Lag 


And they cost no more than 
other makes of renewable fuses. 


Free samples on request. 


FUSES 
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RELIANC 


8-Day 
TIME 
SWITCH 


15 New 
Improvements 


That make selling easy. Backed 
by 20 years’ experience. Every 
Reliance Automatic Time Switch 
is fully guaranteed. 


“No Service” 
Mechanism 


We service all com- 
plaints and _  adjust- 
ments from the fac- 
tory, thus saving your 
customers time 
inconvenience. 


and 





For Signs, Warning Signals 
Flood Lighting - Beacons 


Store windows ... Turns lighting cur- 
rent on or off automatically. In big de- 
mand everywhere an@ Jobber Salesmen can 
make handsome profits. Write today for 
complete information. 


RELIANCE 


AUTOMATIC LIGHTING CO. 
1907 Mead St. Racine, Wis. 


SALES 

Rick & Selleg, 
Chicago 

SALES AND SERVICE 
H. F. Stanley, 429 Wayne St., Detroit, 
Mich. Reliance Time Switch Service Co., 
1717 Folsom St., San Francisco, Calif. 
SERVICE 

Diana Clock Works, 
St., Chicago, IIl. 


53 W. Jackson Blvd., 


605 W. Washington 








“What Else” Cole 
(Continued from Page 14) 
so as for your house, likewise will 
pay handsome profits.” 

A rule that Cole has followed for 
some three years with noticeable 
profit is to speak to and shake 
hands with everyone he sees in a 
customer’s or prospect’s establish- 
ment, from the owner down to the 
fellow who sweeps the floor. He 
always has seen the logic in that 
practice; but he has followed it 
diligently, even grimly sometimes, 
for the past three years because he 
had its value strongly impressed 
upon him. 

He learned that a new sawmill 
was being erected down on a creek 
some distance from town so he 
went down to see about selling the 
wiring and other equipment for the 
job, with the order of course to 
come through the contractor. He 
met and talked with the builder of 
the mill, who referred him to the 
superintendent, who had the job of 
supervising the erection of the 
plant as well as the operation of it 
afterwards. 

Cole went down, asked to see 
the superintendent and then intro- 
duced himself to that individual. 
There was a young electrician on 
the job, and for some reason Cole 
overlooked him. Unintentionally he 
ignored him entirely. He secured 
the desired order, thanked the 
superintendent and left, still with- 
out having recognized the presence 
of the electrician who was nearby. 

Some four months later Cole had 
occasion to go to this sawmill, now 
in operation, to solicit further busi- 
ness through this contractor. To 
his surprise, the former ignored 
electrician was now superintend- 
ent. It took months to get that 
fellow smoothed out and a booster 
for Cole and his house; and the 
salesman is convinced that the 
reason for the cool reception from 
the new superintendent was_ be- 
cause of Cole’s unintentional af- 
front when the fellow was only an 
electrician. 

“Not only is there always a 
possibility of a thing like that hap- 
pening again,” he explains, “but 
the fellows who work for my cus- 
tomers are in position to give me 
some valuable and inside tips 
sometimes that prove highly valu- 
able.” 


BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 


George Conover Dies 

The death of George W. Con- 
over, inventor of the Conover elec 
tric dish washer, removes one oi 
the oldest men connected with the 
electrical business in Chicago. 

At the funeral of Mr. Conover 
on June 12, there was a large at- 
tendance of friends and among 
them four of his old associates in 


the electrical supply business 
about 40 years ago who met there 
and exchanged recollections oj 


those days. 

They were James (Jim) McGill 
of the McGill Mfg. Co., Valpa 
raiso, Ind., J. W. Porter, former 
vice president of the Electric Serv- 
ice Supplies Co., Frank M. Pierce, 
former manager of the Chicago 
branch of Manhattan Electrical 
Supply Co., and W. R. Pinckard, 
of Westinghouse. Max A. Berg, 
also one of the old time members 
of the original Electrical Supply 
Co. organization, and now general 
manager of the Chicago branch 
of the Electric Service Supplies 
Co., was unable to attend the fu- 
neral. 

* * *K 

NEMA Divisional Re- 

organization Approved 

Formal approval has been given 
by the board of governors of the 
National Electrical Manufacturers 
Association to the reorganization 
of NEMA divisions each com- 
posed of a number of sections, or 
manufacturing industries, having 


related interests. This action, 
taken during the recent Spring 
meeting of the association at Hot 


Springs, Va., is in accordance with 
the new constitution and by-laws 
and is designed to more closely 
coordinate section activities. 

The divisions, which have al 
ready been organized and _ are 
now formally approved, are the 
appliance, insulating material, 
radio, refrigeration, transmission 
and primary distribution, utiliza 
tion and control, wiring devices 
and wiring materials. Two 
these—the radio and _ appliance 
divisions—are retained from the 
original organization structure as 
is the group of executives termed 
the policies division which con- 
siders the problems of the entire 
association. Contrasted with the 


of 








latter the other divisions named 
may be termed product groups. 
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Polle 
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Exerciser 


Reducer 


oyal 


and 














the Polle Royal. 





LEP PRODUCING 


and health promotin2 


Real fun using the Polle Royal . . . rolls off the pounds and 
years without the least effort on the part of the user . 
Polle Royal leads the field . . . graduations of massage—brisk 
or vigorous . . . as an exerciser and reducer it is the last word 
in simplicity of design and construction . 


ation and perfect performance . 


- smooth oper- 
. « Quality at low cost sells 





‘62% 





IN BIG DEMARD 
Steady — Repeat Orders 


(Complete as shown) 


The Royal Radio Corporation 
PROVIDENCE, RHODE ISLAND 
Sales Agent HASTINGS SALES CO., Inc. 





National 





Producing that exhilarating body glow, Polie Royal takes 
away that tired feeling, creating energy . . . . Exercisers have 
come to stay .... Thousands of various makes now are in use 
and many thousands more will be sold this year—but Polle 
Royal is the choice of the discriminating men and women who 
have attained perfect health through daily treatment of exer- 
cise and massage . . . . Demand is being stimulated and heavy 
repeat orders will continue to come pouring through from your 
customers once you get them lined up as Polle Royal dealers 
. . . « Jobber Salesmen are reaping a harvest now... . Write 
today for complete information and special sales helps. 


Manufactured by 








42 Binford St., Boston, Mass. 
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MANUFACTURERS 


NEWS 














P. & S. Moves Chicago 
Office 
The Chicago office, warehouse 
and storeroom of the Pass & Sey- 
mour, Inc., Syracuse, N. Y., is 
now located at 605 W. Washing- 
ton St. 
* ok *K 


National Carbon and Ray- 

theon Combine 

Harry S. Schott, general sales 
manager, National Carbon Co., 
New York City, has announced a 
new division of the general sales 
department to be known as the ra- 
dio tube division. This department 
will have full charge of the mer- 
chandising of “Eveready-Raythe- 
on” tubes. 

Announcement is also made of 
the appointment of Fred D. Wil- 
liams, who has been vice-president 
of the Raytheon Mfg. Co., as man- 
ager of the new division. 

Mr. Williams has been associ- 
ated with the radio business since 
its beginning and before going to 
Raytheon was president of the 
Dubilier Condenser Corp. He has 


also been associated with Grigsby- 
Grunow. His earlier training in 
the field of distribution and sales 
was received during his 10 years 
with the United States Rubber Co., 
and the same length of time with 
Johns-Manville. 

Mr. Williams will make his 
headquarters in the New York of- 
fices of the National Carbon Co. 


* *K * 


McGraw Buys Waters-Genter 
and Bussmann 

The McGraw Electric Co., 
Omaha, Nebr., announces the pur- 
chase of the Waters-Genter Co., 
Minneapolis, and the Bussmann 
Mfg. Co., St. Louis. The former 
is manufacturer of a line of auto- 
matically controlled commercial 
and household electric appliances, 
and the latter makes the well 
known line of “Buss” lamps and 
electrical fuses. 

These recent acquisitions follow 
closely upon the purchase’ by 
McGraw of the Central West Pub- 
lic Service Co. and of Clark water 





heaters. The company’s jobbing 
business has been sold to the 


Westinghouse interests. 
oe ae 


Calhoun Represents 
Wiegand 
J. V. Calhoun has been ap 
pointed eastern sales and engi 
neering representative of the 
Edwin L. Wiegand Co., with 
headquarters at 800 Commercial 
Trust Bldg., Philadelphia, I’a. 
Mr. Calhoun will cover all the 
towns around Philadelphia and 
all of Delaware and Maryland 


and New Jersey. 
ok * * 


Roes Now Manufacturers 
Representative 

Herbert A. Roes, formerly west- 
ern manager for the Taplet Mfg. 
Co., is now acting as factory rep- 
resentative in the Kansas City ter- 
ritory, with offices at 407 E. 13th 
St. 

He is handling such products as 
Marion insulated wire, Quadrangle 
reflectors, Sterling reflectors, Rob- 
inson products, and Taplet fittings. 








The Sylvania Products Co., Emporium, Pa., entertained from the Blackstone Hotel, Chicago. A sales meeting was 


prior to the R. M. A. Trade Show at Sylvania Lodge on 
Factory department 
heads, district representatives and the company’s sales force 
attended. The men were taken to Beaver Lake by buses 


Beaver Lake near Hartland, Wis. 


held from Wednesday, May 29, to Saturday, June 1. Time 
was found for entertainment and recreation as well, and a 
splendid week-end was enjoyed by all those present. Photo 
shows the group at Sylvania Lodge. 
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Our photographer caught Otto E. 
Heilman, St. Louis manufacturers’ 
agent, at the R. M. A. show in Chicago. 
Otto is doing fine with Trico and re- 
cently took on the entire Armstrong 
line of appliances in the St. Louis ter- 
ritory. He has also been elected a 
director in the St. Louis Radio Trades 
Association, 





Wagner Buffalo Office in 
New Building 


The Wagner Electric Corp. has 
moved its Buffalo sales office and 
service station into a new build- 
ing at 1796 Main St. This build- 
ing was erected in accordance 
with Wagner specifications to as- 
sure improvements in distribution 
facilities. The Buffalo office han- 
dles the entire line of motors, 
transformers, fans and hydraulic 
brakes, in addition to maintaining 
\ repair shop and service station. 

x * * 


New Moe-Bridges Line-up 


The Moe-Bridges Co., Mil- 
waukee, Wis., announces that its 
officers under the new manage- 
ment are: C. A. Bridges, presi- 
dent; J. T. Bridges, vice-president ; 


i. L. Conrad, secretary-treasurer, 


ind C. A, Fix, assistant secretary. 
* * * 


Glen Gunderson 


with Burgess 

The Burgess Battery Co., Madi- 
son, Wis., with general sales offices 
in Chicago, has appointed Glen A. 
Gunderson advertising manager. 
Mr. Gunderson was formerly with 
Kdison Electric Appliance Co., 
\merican Flyer Mfg. Co. and the 
Electrical Trade Publishing Co. 
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Look After 
the 
Lighting Jobs 
NOW! 
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EG. U.S. PAT. OFF 


Heavy Duty Fixture Switch 


For office, 
store and 


kitchen units. 


i 


Ideal for 
Canopies 


pe 


Also fits 
in shallow 
ceiling pans 


T 


In knockout 
of outlet 
box 


Ge This is the time to get after industrial 
plants, office buildings, stores and kitch- 
ens for the refixturing and overhauling 
of the lighting systems. 


Put in the big lamp units before the dark 
days come and the busy season is on. 


The Levolier Heavy Duty Fixture 
Switch is your entering wedge for better 
lighting with economy and _ individual 
control. 


Rated at 6 amperes, but will take the 
initial 45-ampere surge of switching a 
cold 500-watt gas-filled lamp. 

McGill advertising is bringing this 
switch to the attention of every kind of 
industrial plant, office building and store 
in every part of the country. Now is 
the time to tie-in. 


We will be glad to send "I 


a sample on request. 


| Electrical Specialties ma Quality 


ESTABLISHED 1 





VALPARAISO - INDIANA 
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BURGH 
Pxt§ TANDARD, 


“5”? 












] Heavy wall soft steel 
pipe. 

2 Cleaned by our own spe- 
cial process. 


Zinc outside coating 
double the Underwriters’ 
requirements. 


4 Inside coating, our own 
Special Black Enamel 
—BAKED ON. 


New speed in_ fishing, 
a saving in time. 









PS For satisfactory installation 
recommend Pittsburgh Stand- 
PITTSBURGH ard Galvanized Conduit. 
STANDARD 
ENAMELED 











CONDUIT 





rriectea) | ENAMELED METALS CO. 
PITTZTBURGOH PA. 


























Immediate 
Shipment 


Your dealers will be glad to know that © 
your house can replenish its stock of 
fans quickly from Emerson Fan ware- 
house stocks carried at convenient 
points. Tell them about this Emerson 
feature and get your share of fill-in 
orders. 
THE EMERSON ELECTRIC MFG. CO. 
2018 Washington Ave. St. Louis, Mo. 


806 W. Washington Blvi., Chicago, Il. 
50 Church Street, New York City 


EMERSON Fans BY 


with by -Year Guarantee EP 





























Randolph with Cunningham 
Announcement is made of th 
appointment of L. F. Randolph as 
head of the newly created “Con 
tact Department” of E. T. Cun 
ningham, Inc., New York. 

Mr. Randolph comes to _ th 
Cunningham organization from th: 
Ekko Radio Co., Chicago, with 
whom he has been associated for 
some years as sales representative 
in charge of the Indiana territory 
with headquarters at Indianapolis. 

In his new duties, Mr. Randolph 
will contact with all receiving set 
manufacturers, informing them of 
the latest developments in tube 
manufacture, offering co-operation 
wherever possible, and accurately 
checking set production to assist 
them in adjusting tube production 
upon a scale adequate to meet de- 
mand. 

* * x 
Directors Appointed 

According to an announcement 
recently made by A. J. Drexel Bid 
dle, Jr., chairman of the board of 
directors of both the DeForest 
Radio Co., and the Jenkins Tele 
vision Corp., Jersey City, N. J.. 
two new directors have been added 
to both Boards. These are: Robert 
A. Gardner, Mitchell, Hutchins & 
Co., Chicago, and Chas G. Munn. 
president, Reynolds Spring Co., 
Jackson, Mich. 

* ok Ox 
Radio Corp. Issues Striking 
Booklet 


An elaborate brochure has been 
issued by the Radio Corp. of 
America for the. purpose of intro- 
ducing its new “Radiola” 33 and 
enabling the dealers to help their 
customers to visualize the set in 
various settings. The illustrations, 
which, with descriptions, cover 
pages 20 by 14 inches, picture the 
set in different types of rooms. 

“a 
Ayers-Lyon Represent 
Silver-Marshall 

Silver-Marshall, Inc., Chicago, 
has appointed the Ayers-Lyon 
Corp., Boston, Mass., its represen- 
tative in New England. 

The above company has also ap- 
pointed as its exclusive distributor 
in eastern Massachusetts, New 
Hampshire and Rhode Island, the 
Beaudette & Graham Co., 915 
Boylston St., Boston, Mass. 
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INSURANCE AGAINST GROUNDS AND SHORTS 


ERDS IN SAVING 
A Safe Wiring System 


Electrical contractors everywhere are doing more 
effective work in less time and giving their customers 
satisfaction with no come backs, by using Red Seal 
A. B. C. Armored Bushed Cable . . . This new double 
armored cable with anti-short bushing is certain proof 
against grounds and shorts . . . The conductors are 
protected by ironed on Kraft Armor between conduc- 
tors and steel. Maximum grounding continuity is 
attained by steel armor of Bondhook construction. 
Alert jobber salesmen, quick to recognize the superior 
construction of A. B. C. cable, are building volume 
sales by selling their contractor friends the right 
cable for the job. Red Seal A. B. C. Cable is the 
latest development—simple, safe and scientific .. . 
Meeting the needs for Safe Wiring better than any 
other type cable on the market. 


Write today for complete sales 
information on the new A.B.C. 


Armored Bushed Cable — that 
assures efficient wiring. 


Anti-Short 
\ 


AMERICAN CIRCULAR ‘Se 
LOOM COMPANY .- é 


90 WEST STREET, NEW YORK sets 
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Mr. Manufacturer: 


Make Your Lines Eligible in the “Summer Sales 
Prize Contest” by using space in the July and 
August “Sales Contest Inserts” at regular space 
rates. That is the only way by which you can 
cash in on the enthusiasm and pep that this young 
army will put into the contest during 
July and August. 


CNIDOI 


This contest offers a splendid opportunity to 

maintain the interest of your own salesmen as 

well as your jobbers’ salesmen during the two 

light summer months. We pay a cash prize of 

$25 to the jobber’s salesman selling: the most 

products of every eligible manufacturer, dur- 
ing each of the two months. 


Send in Your Space Reservations for the 
August Issue Today 


CH WBE NOD 


THE JOBBER’S SALESMAN 


520 No. Michigan Ave., Chicago 
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Cable Radio To Build 
Plant 

The Cable Radio Tube Corp., 
Brooklyn, N. Y., announces that 
it will erect a new tube plant 
equipped with the most modern | 
of machinery for the production 
of “Speed” radio tubes. The 
company states that orders now | 
on hand and the demands from | 
the large set manufacturers have | 
necessitated an increase in pro- | 
duction four times that of last | 
year. The plant’s present capaci- | 
ty Be 25,000 tubes daily. 

J. J. Steinharter is president of | 
this corporation and J. J. Gross- | 
man is treasurer. | 

Another representative of the | 
“Speed” line has been appointed— 
the Lyons Radio Sales Co., Inc., 
150 N. 8th St., Philadelphia. This 
company covers eastern Pennsyl- 
vania, southern New Jersey, Dela- 
ware, Maryland, and the District 
of Columbia. 





* * * 


K. G. Baker with Wagner 

Wagner Electric Corp., St. 
Louis, announces the addition of 
K. G. Baker to its Cincinnati sales 
force. Mr. Baker is a graduate | 
of Purdue University, and has 
previously been connected with 
Century Electric and Fulton Iron | 
Works, both of St. Louis. 














S. Zielinski is one of the hustling | 
sales engineers of the Wadsworth Elec- | 


tric Mfg. Co., Covington, Ky. Our pho- | 


tographer met him on Madison avenue 
in Memphis and proceeded to record 
his expression of enthusiasm. Yes, he’s | 
that way all the time. 
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EXTRA! 





LSP 





Will present a new line 
in August 





Don’t miss it 














All CST Fittings are carefully machined to exact 
specifications and put thru a thorough galvanizing 
operation according to N.E.C. requirements. 





A New and Complete Line 








Notched Locknuts Prompt deliveries and accurate handling of your 
orders are cardinal principles of our policy, to 
which we adhere very strictly. Your order receives 
personal service. 








Bushings Profitable—Too! 





CST Fittings are used for many purposes 
— there’s a complete line for the fixture 
trade, too—fixture studs, fixture hickeys 
and fixture nuts,—as well as many other 
items. 


Box Connectors CST Superior Products 


SOLD THROUGH THE JOBBER 


CHICAGO STEEL TANK Co. 
NN 











a 





6400 W. 66th Street Chicago, Ill. 
For your convenience Warehouse stocks are now maintained at our offices marked* 
*BURG ELECTRIC SALES CO. *C. DENT SLAUGHTER 
116 Broad St., 1321 Arch St., 314—12th St., 336 E. 4th St., 
*New York City Philadelphia *San Francisco *Los Angeles 
O. H. NICKERSON CO. LOUIS SOBEL C. W. ALLEN CO. 
720 Guarantee Title Bldg., 135 E. Grand River Ave., 516—3rd Ave., So., 
Cleveland, Ohio Detroit, Michigan Minneapolis, Minn. 
AJAX ELECTRICAL SALES CO. G. G. WILLISON 
1926 Chestnut St., 1410 McGee St., 107 So. St. Paul St., 
St. Louis, Mo. Kansas City, Mo. Dallas, Tex. 
G. A. FISCHER CALLAHAN-HARRIS, INC. C. DENT SLAUGHTER 
801 State Life Bldg., 618 Harries Bldg., 524 First Ave., So., 
Indianapolis, Ind. Dayton, Ohio Seattle, Wash. 
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A Real 


Profit 
Item. 














for Jobber’s 


Salesmen 

















Sell Your Customers on 


5 ina Box! 


This handy package of KE FUSE 
PLUGS is a fast seller and your 
dealer friends are quick to appre’ 
ciate the superior features of the 
product. . . Alloy link smuts the 
inner side of the mica when fuse 
is blown. 


5 Sales at One Time 


Is real merchandising and results in prof- 
itable volume sales for you and your cus- 
tomers : KE FUSE PLUGS have 
plenty of insulation between the top and 
threads that make them shockproof. Ex- 
actly accurate for amperage indicated 


Get Our Catalog 
of Sellers 


Special Fuses Auto Fuses Ground Clamps 
Open Link Fuses Fuse Plugs Cartridge Fuses 


KIRKMAN 


Engineering Corp. 
1 Dominick St. New York 











Here are the men and the “Usalite Officer” who officiated for the U. S. Ele 
tric Mfg. Corp., New York, at the R. M. A. Trade Show. Reading from left t. 
right they are: Jack Weiner, Jack Heimann, Frank Bennett, Sam Weiner, Jules 
Dreyfuss, sales manager, and the “Usalite Cop,” who proved quite popular at 
the show. 





Cushman District Sales 


Manager 

Harry A. Beach, vice-president 
in charge of sales of the Charles 
Freshman Co., Ine. C. A. Earl 
radio division, announces that 
J. C. Cushman has been appointed 
southeastern district sales manager 
for the C. A. Earl radio division. 
He will make his headquarters in 
the District of Columbia and will 
have assisting him S. W. Schwobel 
in Georgia and H. A. Tibbs in Vir- 
ginia. 


* sk * 


Stivers & Weber to Represent 
New Era 

The New Era Electric Mfg. Co., 
Cleveland, manufacturers of outlet 
boxes and. conduit fittings, an- 
nounces the appointment of Stivers 
& Weber, 33 W. 60th St., New 
York City, as its representative 
in the eastern territory. 

Stivers & Weber also represent 
such companies as the Appleton 
Rubber Co., the Holyoke Co., the 
Midwest Electric Co., and Lind- 
strom & Co. 

x *k x 


R-V Announces 


Appointments 

R. W. E. Vickery of the R-V 
Mfg. Co., Marshfield, Mass., has an- 
nounced his list of manufacturers’ 
agents contacting the jobbers on 
the “Radio Switchman” clock. 
They are: New England States, 
John Livor, Boston; N. Y., M. J. 


Powers Co., New York City; Pa., 


West Va., Va., Md, O., W. R 
McElroy Co., Pittsburgh; Mich 
Ind, Ky., Phil M. Day, Jackson, 
Mich.; St. Louis, N. E. Hill, St. 
Louis; Mont., N. D., S. D., Minn., 
northern Wis., Harry P. Smith Co.., 
Minneapolis; Nebr., Kans., la., 
western Mo., F. C. Somers, Kansas 
City ; Okla., Tex., F. P. Case, Dal 
las; Wash., Ore., Jas. J. Backer 
Co., Seattle; Colo., Ariz., Utah, 
Nev., Id., Wyo., James H. Blim 
Co., Denver. Chicago district and 
California territory appointments 
have not as yet been made. 


* OK * 


Triad Plant Starts 
Production 

When it was decided to convert 
the new plant of the Triad Mfg 
Co., Pawtucket, R. I., originally 
built as a textile mill, into a 
modern tube factory, the compan) 
was faced with a difficult problem 
It was necessary to scrape and re 
finish approximately five acres of 
floor space and to finish all walls 
with new paint. New electric light 
and power systems had to be in 
stalled and more than two and one 
half miles of pipe lines laid under 
the floor. 

This task was completed at : 
total cost of approximately $100, 
000 and production started with 
in two months. The plant is now 
in full swing with a capacity fo! 
50,000 tubes daily. 

The top floor of the Triad 
plant has been made into an attrac 
tive cafeteria and rest room with 
a dance floor. 
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Tritle Elected Westing- 
house Vice-President 


J. S. Tritle was elected vice- | 


president of the Westinghouse 


Electric & Mfg. Co., East Pitts- | 


burgh, Pa., at a recent director’s 
meeting. This is in addition to 
Mr. Tritle’s recently assigned 
duties as manager of manufac- 
turing operations for the com- 
pany. 


Mr. Tritle has served the) 
Westinghouse company in va- | 
rious capacities, first as manager | 


of the Kansas City and St. Louis 
district sales offices, then as head 
of the merchandising department 


and later assuming full charge of | 


the engineering and manufactur- 
ing as well as sales work of this 
division. 


* 


Gledhill with H. & H. 

J. W. Alexander, district mana- 
ger of the Hart & Hegeman di- 
vision of the Arrow-Hart & Hege- 
man Electric Co., has appointed as 
representative in the Pittsburgh 
district, H. E. Gledhill, formerly 
with the Doubleday Hill Co., of 
that city. 

“2 * 

Caffrey & Warner to Rep- 

resent Trico 

The Trico Fuse Mfg. Co., Mil- 
waukee, Wis., has appointed Caf- 
frey & Warner, Inc., 1 E. 42nd 
St., New York City, as its repre- 
sentative in the metropolitan New 
York territory. 








Two Champion Radio representatives 
snapped in front of the Stevens Hotel 
luring the R. M. A. convention 
Charles Rice, general sales manager 
s on the left and with him is James E 
leary, New England sales manager. 





Cc but tough as modern structural steel. 





Pipe Bends so Easily - - - 
You Hardly Realize it is Steel. 


Bends as easily as the Toledo Blades of old Spain — 


Two qualities that have made Mohawk Rigid Conduit 

v the preferred with progressive contractors. One serves 
z as a saving of labor and the other makes for long wear 

and long life. 

The other reasons are: 


Smooth finish; tough apy enamel. Clean even 
threads that make work a joy. Heavy Rigid Con- 
duit; impervious to acids; durable as the building. 


Mohawk may be had in either Indian Black {enamel} 
or Indian White {galvanized}. Ask your jobber 
or nearest Mobawk Conduit Co. branch. = 


BRANCH OFFICES: NEW YORK - CHICAGO - PHILADELPHIA - INDIANAPOLIS 
BOSTON - SEATTLE - DENVER - LOS ANGELES - NORFOLK - MINNEAPOLIS 
SALT LAKE CITY - SAN FRANCISCO - PORTLAND, ORE. 








, 
| 





Another Profit Maker 


HERE is a good, profitable volume 

of business for you, handling the 

Detroit No. 50, the time saving Fire 
Pot that electricians need whenever there 
is a man-sized job to be done. It has an 
unusually rugged construction—an attrac- 
tive and practical red enamel finish—a 
conveniently located control valve that 
permits the flame to be turned very low, 
so that metal can be kept at just the right 
temperature until the job is completed— 
and a new powerful burner that achieves 
perfect generation in less than a minute 
and a half and burns kerosene or gasoline 
equally well. In short it has everything 
that a fire pot should have, including a 
moderate retail price which allows a very 
fair margin of profit for jobbers and 
dealers. 


DETROIT 


=| Because k TORCHES & FIRE POTS —— 
ve DETROIT TORCH & MFG. CO. 

Better DETROIT YQ MICHIGAN 
Necencraeenneneall 


New York Office, B.S. Alder Co. - $5 Warren St. 
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New Electrical Products, Illustrated 








A new “Jiffy” electric stove, 
combining a broiler and a_ hot 
plate, has been placed on the mar- 
ket by Serelco, Inc., 420 Lexing- 
ton Ave., New York City. It is 
obtainable in blue steel and white 
or colored enamel and measures 
21 by 11 by 14 inches. Two verti- 
cal heating elements and a remov- 
able, adjustable grill are enclosed 
by two doors and on top of the 
cabinet is a hot plate and below a 
drip drawer. A four-section alumi- 
num steamer for use on the hot 
plate is included, but the stove 
may be purchased without this. 
One of the heating elements in the 
broiler is stationary while the 
other may be moved back and 
forth by turning a knob in the 
base of the stove. This makes it 
possible to bring both heating ele- 
ments into direct contact with the 
food being prepared. The hood of 
the stove is hinged so that it can 
be turned back to expose all the 
inner parts for quick and easy 
cleaning. All parts are removable, 
including the hot plate. 





The Black & Decker Mfg. Co., 
Towson, Md., announces three 
sizes of electric hand saws, six, 
eight and ten inches—these desig- 
nating the diameter of the circular 
saw. These saws are designed to 
cross cut and rip lumber up to 
three and one-half inches thick, for 
use with a special metal cutting saw 
for cutting light gauge metal, and 
with an abrasive disc for cutting 
slate, marble, tile, porcelain, etc. 
The blades are enclosed in guards 
which automatically telescope as 
the work progresses and snap back 
over the saw blade when the cut 
is finished. An adjustable shoe is 
included in the construction for 
cutting at angles up to 45 degrees. 





The Ralco Mfg. Co., 123 N. Al- 
bany Ave., Chicago, has developed 
a line of watertight receptacles 
and plugs. The receptacle hous- 
ings are obtainable in cast iron 
cadmium plated and bronze while 
the plug housings are aluminum. 
This line is particularly adapted 
for use in places where the air is 
charged with steam, water spray, 
acid and alkali fumes. 

















The Beaver Mfg. Co., Newark, 
N. J., recently placed on the mar- 
ket the diamond shaped table tap 
illustrated. It is constructed of 
bakelite in a variety of color com- 
binations, and also solid colors, 
and is furnished with matching 
silk cord and handle cap. 





The Ideal Commutator Dresser 
Co., Sycamore, Ill, has brought 
out the “Fixture Universal’ con- 
nector which is adapted for the 
following combinations of wire: 
two, three, four and five No. 18 
stranded or equivalent combina- 
tions. It has been especially de- 
signed for fixture assembly work. 








The Bryant Electric Co., Bridge- 
port, Conn. is marketing the 
KeNex receptacle and plug. The 
receptacle is designed to fit any 
standard switch or convenience 
outlet box. Three wiring methods 
are possible: The fixture may be 
supported by means of a_ stud 
through the back; by use of two 
screws; or with two flat head iron 
screws in the bridge strap, which 
are then locked into position with 
nuts, and over which two slotted 
straps slide. 














An enclosed ventilated type motor and a grinder motor are two new 
products of the Reynolds Electric Co., Chicago. Improvements incor- 
porated in the motor are an oiling system consisting of an oversized 
oil well packed with wool yarn with provision made for the surplus oil 
to return automatically to the well, bearings of phosphor bronze bearing 
material, a 40 point carbon shaft, and a terminal block on the inside of 


the motor protected by a cover plate. 


The design is such that an outlet 


box fitting or external switch may be attached in place of the cover 
plate. This motor is made in % and % H. P. sizes and is for use on 
such devices as ironing machines, washing machines, etc. The grinder 
motor shown has flanges and buffing wheels constructed with a shoulder 
permitting the use of a standard wheel with a three-quarter inch hole. 
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Real Selling Helps 

In order to enable jobbers’ 
salesmen to more intelligently pro- 
mote the sale of its new line of 
mottled bakelite plug taps, the 
U. S. Electric Mfg. Corp. of New 
York has made up a compact sales- 
man’s kit which holds all the items 
—‘‘Usalite” two-way and angle 
two-way socket; triple socket; 
three-way cube tap; plug with 
toggle switch; appliance plug and 
two-piece attachment plug. It is 
assumed, and correctly, that the 
salesman will find this convenient, 
pocket-size kit more convincing to 
sell from than any printed litera- 
ture or individual samples. In this 
way the whole line is before the 
dealer’s eyes. 

A silent salesman display card, 
10” by 141%” is also provided for 
the dealer’s counter which will 
hold 25 plug taps, wired together 
at the back of the card. It is 
lithographed on heavy stock with 
a special double ring easel for 
rigid support; or it can be hung on 
the wall. 

















lenty of 


knuckle room 


makes MURRAY 
SWITCHES easiest 


to wire .....e.e-. 


* * x 


Bond Completes Campaign 

The Bond Electric Corp., Jer- 
sey City, N. J., has completed its 
$10,000 siogan contest. More than 
one million suggestions were re- 
ceived by the company. The con- 
test proved of tremendous inter- 
est and as the awards were given 
to consumers and the trade alike, 
the enthusiasm of all was most 
pronounced. 

Among the jobber’s salesmen 
who won prizes were: C. A. Van 
Horn, F. P. May Hardware Co., 
Washington, D. C.; F. G. Cooper, 
Harger & Bliss, Des Moines; 
K.H. Smith of Smith & Pearson, 
Auburn, N. Y.; C. W. Droll of 
Drake Hardware Co., Burlington, 
Iowa; J. E. Nelson of Faxon & 
Gallagher, Kansas City, Mo.; 
T. G. Cranley of J. Russel Co., 
Holyoke, Mass.; A. D. Turner of 
Texas Drug Co., Dallas, Tex., and 
H. Smith of C. S. Mersick Co., 
New Haven, Conn. 

. = 6 
Kondu Appointment 

C. E. Collier, western manager, 
Erie Malleable Iron Co., “Kondu” 
division, announces the appoint- 
ment of Lee Marion as Michigan 
representative with headquarters 
in Detroit. 





BAFE TY 


—and, of course, Electrical Contractors appreci- 
ate this and it is reflected in sales for you... 
Jobber Salesmen everywhere find Murray 
Switches the unqualified selection of all electrical 
contractors who are interested in bringing down 
installation costs. There is a Murray Safety 
Switch for every purpose. Write today for our 
catalog and study it... You can make a lot of 
extra money without exerting yourself. Familiar- 
ize yourself now with Metropolitan Device Cor- 
poration products . . . steady year round profits 
and satisfied customers. Write us today... We 


help you sell and have valuable sales tips for you. 


MURRAY 





METROPOLITAN 
DEVICE CORPORATION 
1250 ATLANTIC AVENUE 
BROOKLYN -+NEW YORK 
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New Electrical Products, Illustrated 














The National Electric Products 
Corp., Pittsburgh, Pa., has placed 
on the market a line of extended 
ear switch boxes for cable and 
loom and new pigtail and terminal 
type receptacles with covers. The 
former have ears six inches long on 
the ends for vertical mounting and 
on the sides for horizontal mount- 
ing. The receptacles provide anew 
method for attachment to box cov- 
ers by securing the porcelain re- 
ceptacle to the cover by means of 
metal tension clips screwed to the 
cover. These fit over a flange at 
the back of the porcelain, keeping 
it tightly in the cover hole. 





The Belden Mfg. Co., 2300 S. 
Western Ave., Chicago, announces 
a “Thru-the-Rug” wiring set for 
table call bell that brings a pen- 
dant type push button switch con- 
venient to the hand of the hostess 
by means of a concealed wiring 
system. The push button is fas- 
tened to the table. ‘“Thru-the-Rug” 
connector is used to carry the cir- 
cuit through the rug. This device 
consists of a tin bakelite base sup- 
porting fine pins_ which pass 
through the rug. A cap that fits 
over these pins provides an outlet 
for the push button extension cord. 
The connector is attached to the 
floor plate with a flexible cord. 











A convenience outlet with a find- 
ing ridge has been developed by 
the Arrow Electric Div’n of the 
Arrow-Hart & Hegeman Electric 
Co., Hartford, Conn. Nos. 8251 
and 8248 single and duplex recep- 
tacles are illustrated. 





The Eagle Electric Mfg. Co., 
57 Hall St., Brooklyn, announces 
two new household switches. The 
feed through switch is constructed 
of a two-piece brown composition 
with positive on and off switch. 
The kitchen unit of same color and 
construction offers three outlets 
always “on” even though the light 
switch is “off.” 











The Circle F. Mfg. Co., Trenton, 
N. J., is now marketing a table tap 
which provides for the use of 
three electrical appliances at once. 
It can be fastened permanently to 
any table, desk or wall. 








The “Quartap” is an addition to 
the line of bakelite devices made 
by the Connecticut Electric Mfg. 
Co., Bridgeport, Conn. It is a 
table tap which provides for four 
leads from a single outlet. This 
tap does not plug directly into the 
receptacle but is provided with an 
extension cord and _= attachment 
plug. This device is three and one- 
half inches in diameter and _ five- 
eighths inch high. 
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The ‘“Lo-Lite Durock” dimming 
bracket is a product of the Kew 
Mfg. Corp., 589 Hudson St., New 
York City. It is designed for 
bathroom installation and_fur- 
nishes three degrees of light: full, 
half and low. It is obtainable in 
green, lavender, blue, Ross-brown, 
ivory, black and white. It may be 
had with or without the conven- 
ience outlet and measures 734 by 
4 inches. 











ee 
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The Metal Ware Corp., Two 
Rivers, Wis., is offering a new elec- 
tric stove with a six inch heating 
unit. It is finished in baked 
enamel and has nickel-plated legs. 
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Frederick Haase has been appointed 
divisional sales manager of Sparklets, 
Inc., with headquarters at 19 W. 44th 
St.. New York City. He will supervise 
all sales in the states of New York, 
New Jersey, Pennsylvania, Delaware, 
Maryland, District of Columbia, and 
West Virginia. Until recently Mr. 
Haase was associated with Frank E. 
Wolcott Mfg. Co., Hartford, Conn., as 
vice-president in charge of sales. 





Wrape Purchases Trav-Ler 

Rumors of a change in the own- 
ership and management of the 
Trav-Ler Mfg. Corp., Chicago, 
which have been circulated in radio 
trade circles since early this year, 
were definitely verified in June 
when it was revealed that Harold 
]. Wrape and a number of his busi- 
ness associates in the Benwood- 
Linze Co., St. Louis, purchased 
outright the entire interests of the 
former stockholders of the com- 
pany. 

New officers of the company 
are Mr. Wrape, president; C. 
Hambuechen, vice president, and 
C. R. Ogle, secretary and treas- 
urer. W. A. Butler, formerly 
merchandise manager of the Ben- 
wood-Linze company, is general 
sales manager for the Trav-Ler 
Mfg. Corp. 

* *K *K 
Bunnell Made Armstrong 
Sales Manager 


Thomas E. Spence, president of 


the Armstrong Electric & Mfg. 
Corp., Huntington, W. Va., an- 


nounces the appointment of C. M. 
Sunnell as general sales manager 
vith executive and general sales 
ffices at 522 Fifth Avenue, New 
York City. 

Mr. Bunnell was formerly gener- 
| sales manager of the Pyrene 
Mfg. Co., and prior to that con- 
ection was for many years with 
reneral Electric Co. and Edison 


amp Works. 








elz-Moon 





FRETZ-MOON TUBE CO., Butler, Pa. 





There is a big dif- y 


ference in conduit— 
FRETZ-MOON proves it. Z 
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HEMINGRAY 


That’s all you need to know 


ayo 
Hemingray Glass Co. 


Muncie, Indiana 
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New Electrical Products, Illustrated 








The Allen-Bradley Co., Mil- 
waukee, Wis., announces a new 
line of small alternating current 
contactors for electric ranges, 
water heaters, steam vulcanizers, 
fire alarms, oil burners, refrigera- 
tors, traffic signal systems, and 
other applications requiring an 
automatic control switch of small 
capacity. It is provided with silver 
double break contacts, and the en- 
tire assembly is mounted on a 
molded bakelite base. All switch 
parts are cadmium plated. 











Two new developments of the General Electric Co., Schenectady, N. 
Y., are an incandescent lamp designed to clean the blackening from 


the inside of the bulb, and a hand vacuum cleaner. 


The new lamp clean- 


ing process is accomplished through a tablespoon of coarse tungsten 
powder being placed inside the lamp before sealing. When the lamp 
blackens it is only necessary to remove it from its socket, invert it and 


“sweep” the film deposit off the inner glass surface. 


The new model No. 


85 vacuum cleaner weighs three and three quarter pounds and is de- 
signed to accomplish the work done ordinarily by attachments on larger 


machines. 


It is made of polished aluminum. By removing the bag and 


reversing the cleaner it may be used for blowing dust from radiators, etc. 











The ventilating fan shown is 
the new “Breezo” wall box de- 
veloped by the Buffalo Forge 
Co., Buffalo, N. Y. It is made 
to fit walls of thicknesses from 
five and three-quarter to 16 in. 
and has 12 in. blades. The 
louvers are constructed from a 
single piece of gauge steel, die 
shaped, and are operated by a 
lever in the inside door of the 
box, which also starts and stops 
the fan. This ventilator is fin- 
ished in pearl gray. 








A new cigarette, cigar and 
pipe lighter is the ‘“Lamp-O- 
Lighter,” a product of A. W. 





Franklin, Inc., New York 
City. It combines a lamp 
switch and a lighter, the 
lighter being operated by 
one button and the lamp by 
another. The lighter will 
operate whether the lamp is 
on duty or not. This device 
may be had in red, green, 
blue, and black in two-tone 
color effects. The lighter 











element is made of nichrome 
No. four wire and is five- 
eighths of an inch in diame- 
ter. 





* 


The Wheeler Reflector Co., 275 
Congress St., Boston, Mass., an- 
nounces the development of “Du- 





ratach” fixtures. This construc- 
tion consists of a socket base at- 
tached to canopy by two screws 
which fit into bayonet holes in the 
base. The socket shell is attached 
to the “Duratach” socket by con- 
tact prongs which extend from the 
top of the socket shell and are en- 
gaged in recesses in the socket 
base. The shell is supported in 
the reflector neck by means of a 
metal disc which rides on a metal 
shoulder incorporated in the re- 
flector. The chief feature claimed 
for this construction by the manu- 
facturer is the great interchange- 
ability and ease of installation in 
that the reflector lamp and socket 
shell screw in and out as a com- 
plete unit. The company is now 
incorporating this construction in 
its glassteel diffuser. 
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The photo shows an arrangement of 
the new window display material being 
distributed by the Perryman Electric 
Co., New York City. This display is 
composed of six colors and silver and, 
according to those who have seen it, 
is both attractive and eye-arresting. 
It is constructed so that it may be 
used in sections or in its entirety. 





Cleveland Warehouse for 
Cutler-Hammer, Inc. 

To provide facilities to serve its 
increased trade in the east central 
states, Cutler-Hammer, Inc., Mil- 
waukee, Wis., announce the estab- 
lishment of a warehouse at Cleve- 
land, O. The company has leased 
1600 square feet of floor space for 
the storage of a complete line of 
standard motor control equipment 
and wiring devices. 

*K * * 


Bostater, Standard Stove, in 
New Territory 

F. M. Bostater, who formerly 
represented the Standard Electric 
Stove Co., in Georgia and Ala- 
bama, has been transferred to 
northern territory and will cover 
northern Ohio and Michigan. 


*x* * * 


Curtis New York Offices 
Opened 

The new offices and showrooms 
of Curtis Lighting of New York, 
inc., had their formal opening on 
June 7% The new quarters, lo- 
cated on the twelfth floor of the 
New York Central Bldg., while 
serving their strictly commercial 
and utilitarian purposes, have 
been designed and furnished with 
‘ view to the proper presentation 
of scientifically and artistically 
correct illumination. 

That space which has not been 
set aside for the sales and admin- 
stration offices and the private 
offices of the officials, is devoted 
to a display of every type of 
lighting system, as well as fixture 
cesign. Experienced illuminating 
ngineers and lighting experts 
ive been employed for the serv- 
e of those requiring assistance 

lighting problems. 
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No. 1843 


RESULTS 


In the Salesman’s Contest 


Quality, service and protection for your cus- 
tomers make the Wadsworth complete line of 
electrical Safety Switches increasingly easy to 
sell. During the Jobber’s Salesman’s Summer 
Sales Contest you can boost your sales record 
and be the high man to capture the $25.00 
reward...... 


The Preference of 


Your Customers 


for Wadsworth Electrical Safety 
Switches revert to your decided ad- 
vantage—volume monthly sales and 
steady year around repeat orders. 


No. 362 
Sealed Main 


Circuits in 
cabinet. 


We Help 
You Sell 


We gladly will send you 
valuable sales ammunition 
showing you in detail the 
many superior features of 
the various types of Wads- Accessible Fuse Channel Bank 
worth Switches. Type. 


Write Today for Bulletins 


No. 1451T 


LESS SSS SS SSS eS eS eee ee ee ee ee eee SSS 











a 

Name . 
a 

Address : 
] 

City State bade. 
a 

8 eeees ee neeseseesesessessesssosasesasil 





cMr6@ Inc. 
ntucky. 








The WADSW 









Fuse 


Type with 2 Branch 


same 





ing 








The products of this company are entered in the prize contest for this month. 


A $25 


prize will be awarded the salesman selling the greatest quantity during the month. 
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Trade A-1 Mark 


WIRE CONNECTORS 


THE BETTER KIND 





A perfect joint every time plus 
simplicity and dependability. 


A joint which is safer, stronger 
and better mechanically and elec- 
trically. SRK’s embody everything 
necessary to make such joints. 
There is nothing more to ask for 
—and the job is done in a Jiffy. 1 
size for combinations of No. 14, 
No. 16 and No. 18, solid or 
stranded, up to 4 No. 14 and 2 No. 
18, or equivalent. 


Approved by Underwriters Labo- 
ratories and Factory Mutual, 
Laboratories. Samples upon re- 
quest. 

MILLIONS IN USE 


Pat. No. 1635293. Other patents pending. 


Manufactured by 


JIFFY WIRE CONNECTOR CO. 
HACKENSACK, N. J. 


General Sales Office 


G. Denn. Montgomery, Jr. 
522 Broadway, New York City 
Phone Canal 7533 

















“T never over- 
look a bet!” 


Writes a W. B. B. 


? “since have been getting 
the WIREMOLD Busi- 
ness Builder. It is a 
great help to me in get- 
ting business because it 
keeps me on my toes— 
and points out ways and 
means that I might have 
overlooked.” 











Send in your name now 
for mailing list. Also get 
latest Wiremold Cata- 
logue and literature. 


KEEP UP WITH THE 
WIREMOLD LINE— 
CONSTANT IM- 
PROV EMENTS—NO 
RADICAL CHANGES. 


The 


Wiremold Company 
Hartford, Conn. 











Recent Kellogg Develop- 
ments 

Three models—two 

ceivers and one radio-phonograph 

combination—make up the 1929 

line of the Kellogg Switchboard 


| 


radio. re- | ——ore 


& Supply Co. Prominent among | 
the new features of the sets is the | 
use of the three new a.c. screen | 


grid tubes. Another feature of 
the receiver is power detection. 
The use of screen-grid tubes with 


their great amplification makes it | 


necessary for a powerful detection 
system which is not subject to 


| over loading. 


The third outstanding technical 
development in the new receivers 
is automatic volume control, de- 
signed to reduce fading on distant 


stations and to subdue blasting | 


on local stations. The tremendous | 
power of the new sets makes this 

° Pp | 
automatic volume control feature | 


rugged dynamic speaker handles 


'the output of the audio stage with 


purity of tone. 

The advertising program be- 
hind the Kellogg radio receivers 
will consist of a campaign of 
newspaper and outdoor advertising 
in all of the metropolitan markets 


in the United States. This adver- | 


tising background will be sup- 
plemented by co-operative adver- 
tising projects with dealers and 
distributors. The tie-up between 
national advertising and dealers 
will be accomplished through dis- 


'tinctive dealer help materials. 

Kellogg has adopted a_ very | 
good slogan this year, which | 
'should make all branches of the | 


trade pause and think: “You can 


/especially desirable. An especially | 


make more money selling good | 


merchandise at a_ higher price | 


than mediocre merchandise at a 
low price.” 
Cable Entertains at Show 
The Cable Radio Tube Corp., 
Brooklyn, entertained at a huge 


beefsteak dinner on June 5, during | 


the R. M. A. Trade Show. Not 
content with furnishing a splendid 
meal for its distributors and deal- 
ers, the company also ran a golf 
tournament during the week. All 
that was necessary was to play at 


a golf course in Chicago and hand | 


in your score. Beautiful prizes 
were awarded ranging from a dia- 
mond dinner ring to toilet sets. 














And then say, 
“How many 
Yager’s—?” 


In Yager’s Soldering Salts and 
Paste you have one of those small 
but necessary items that help to 
build up every order—and which 
should always be mentioned. 

Safe, quick, and economical, they 
are well known and _ deservedly 
popular. 

Samples?—Price list? —Sure—just 
write. 


Alex R. Benson Co., Inc. 
Hudson, N. Y. 


19Z79-— 
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A Shop Light 
That Sells and Brings 
Repeat Orders 


There’s nothing to get out of or- 
der on these sturd Glade Shop 
Lights. They are oil, gasoline and 
es aged and have absolutely un- 
reakable sockets. 


JOBBERS—Glade Shop Lights are 
sold on the basis of a strict jobber 
policy—priced right to give you a 
handsome margin of profit and to 
meet competition. List Glade Shop 
Lights in your catalogs. Sheets, fold- 
ers and electros are ready for you. 
Send at once for attractive proposi- 
tion. Get the facts. 


Glade Manufacturing Co. 


1603 So. Michigan Ave. 
Chicago, U.S.A. 
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N OW is the time 


to sell Electric Ventilation 


When the thermometer The American Blower Sales and Mer- 
goes up, sales of American chandising Plan Book shown 
Blower equipment go up! below contains complete 
sales, advertising 























Now is the time to start 
selling Electric Ventil- 
ation. 


And here’s the book 
that tells you where 
and how! 


Selling American 
Blower Products 
forms a profit- 
able part of the 
business of 
thousands of 
electrical 
dealers, 
sheet 


metal 
and merchan- 


‘ dising plans for 
you. They are 
simple, practical 
and effective. They 
are all ready to go to 
work for you free of 
charge. 


contractors, heating 
and ventilating dealers and en- 
gineers—and we aid them in 
every way possible. Mail the cou- 
pon today. 








COUPON 











AMERICAN BLOWER CORPORATION AMERICAN BLOWER CORPORATION, DETROIT, MICH. 
6000 Russell Street, Detroit CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONT. 


BRANCH OFFICES IN ALL PRINCIPAL CITIES 
Please send me your sales book 


i. at ee ae - ] 
Pd A 2 merican ower 
: VENTILATING, HEATING, AIR ee iw , DRYING. MECHANICAL DRAPT 


City ne ' MANUFACTURERS tt tvees of s:n)} 86GB oH anoun G EQUIPMENT SINCE 1000, 
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Distributors! 


Here’s a ham- 
mer designed 
especially for 
electricians. Us- 
ers praise its 
merits; dealers 
say it taps a 
lively market. 


Long poll reaches into 
outlet boxes with ease. 


Reach over pipes and 

into wtmaccessible_ cor- 

ners. The long poll 

c. makes this possible. 

There is good profit for distribu- 

tors and dealers in this No. 77 Elec- 

trician’s Hammer. The tool retails 

at $2.00. We pack two in a box 

that opens into a flashy counter dis- 

play. We'll be glad to make a 

sample shipment. Write for prices. 

Ask for Catalog of Evansville 
TESTED Tools. 


EVANSVILLE TOOL WORKS, Inc. 
702 West Maryland Street 
Evansville—Indiana 
For Forty Years, Forgers of Hammers, 
Hatchets, and Axes. 


| tone,” 





| illustrating 








14,” 


proved reliability 


Cunningham Radio Tubes con- 
tinue to supply the demand for 


New York 


D 
BO.) 


absolute inbuilt 
tube quality. 


integrity and 


E. T. Cunningham, Inc. 
Chicago 


allas Atlanta 


| out every 


San Francisco 





Benjamin Appoints New Man 
in Philadelphia 


Westerman McCouch has been 


| appointed a salesman in the Phil- 
| adelphia territory of the Benjamin 
| Electric Mfg. Co., 
ing Mr. Colvin. The company also 
| announces that it has placed John 
_ Kramer in charge of the Kansas 
| City, Mo., 


Chicago, assist- 


territory as panelboard 
specialist. 
* ok * 
Latest Trade Literature 
Curtis Lighting, Inc., Chicago— 


| This company is now distributing 


a bulletin devoted to the descrip- 
tion and illustration of the applica- 
tion and operation of the “Lumi- 


Arrow Electric Division, Arrow- 
Hart & Hegeman Elec. Co., Hart- 
ford, Conn.—New catalog pages 
37-B, 51, 87, 89, and 91 have been 


| issued. 


Adler Mfg. Co., Inc., Louisville, 


| Ky.—A handsome booklet has been 


published by the Adler company 
and describing the 


| 1929 line of radio cabinets. 


Grigsby-Grunow Co., Chicago— 
A sheet arranged in newspaper 
style and called the “Voice of the 
Air” is being published and sent 
two weeks to residents 
in the trading areas of the com- 
pany’s dealers. 


Edwards & Co., Inc., New York 
City—“Modern Hospital Signal- 
ing” is the title of this company’s 
latest publication. It is a 48-page 
bulletin giving complete informa- 


tion on that particular type of sig- 


naling system. 


E. T. Cunningham, Inc., New 
York City—A booklet for mailing 
in the ordinary correspondent size 
envelope is being supplied the 
Cunningham dealers. The exterior, 
including the shape, is a replica of 
a radio set, the top “lid” of which 
opens to reveal the interior with 
five tubes properly placed. The 





a device for the manual or | 
| automatic remote control of mobile | 
| color lighting. 





inside of the “lid” has space for | 
the trade name while the body of | 


the booklet contains 


a reference | 


log and complete description of the | 


we company’s line of tubes. 








Hotel Melbourne 


Grand and Lindell Blvds. 
Highways No. 40 and No. 60 


St. Louis, Mo. 


15 Minutes From Anywhere 
Center of St. Louis 
Night Life. 


Rates: $2.50 Up per day, Single 
$4.50 Up per day, Double 


The Melbourne is convenient- 
ly located to the electrical man- 
ufacturers section of St. Louis. 

W. J. WALTON, Mgr. 
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1844 ond PINE Opened Mar 1928 - 250 Rooms 


KANSAS CITY 


434 & WYANDOTTE & the Meart of America 200 Rooms 


SAN ANTONIO 


A CTV of CHARM Onthe OLD SPANISH TRAIL 


LAREDO 


ON THE RIO GRANDE In TEXAS 
RIGHT ON THE MEXICAN BORDER, 


$ 
s 


WE QUOTE OUR TOP RATE 
EVERY bod WITH PRIVATE BATH 
AND CEILING FANS 
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Pin-Plug Connectors 


LIEGL indestructible pin-plug con- 
mectors..... are in wide demand, 
are easily sold, require little shelf space, 
and produce big profits. They are used 
for making electrical connections to 
portable lighting units, stage lighting 
apparatus, portable electric tools, etc. 
Capacities range from 5 to 100 amperes, 
in various types. List them in your 
catalog. Other Kliegl items are: 
Stage Pockets 
Wall Pockets 
Panel Pockets 
Plugging Boxes 
Footlights 
Borderlights 
Connectors 
Spotlights 
Floodlights 
Aisle Lights 
Music Stands 








Write for a copy of 


our Electrical Trade Color Mediums 
Coa and Connec- Stage Cable 
tor Bulletin No. 102 Sundry Supplies 


KLIEGL BROS 


Universar Evectric STAGE LIGHTING Co., Inc. 
32! West 50th Street 
NEW YORK, N.Y. 




















































Beeson 


CENTRA rU BI 


First National Bank Buildin 


PITTSBURGH — 


Teas 


Ces, 







commutator maintenance. 


| mately 100 different units for com- | 
| mercial lighting are described and | 


| the company’s new globes. 


| Conn.—This company is distribut- 


| to “Bull Dog” electric controls, is 


Wagner Electric Corp., St. 
Louis, Mo.—A revision of bulletin 
151 on air-jacketed motors has 
been issued. 


Ideal Commutator Dresser Co., 
Sycamore, Ill—The new Ideal 
catalog is now available. It lists 
the complete line of commutator 
and motor maintenance products 
with sections devoted to the care 
of equipment and the history of 


Beardslee Chandelier Mfg. Co., 
Chicago.—In a new catalog just 
issued by this company, approxi- 


illustrated. In addition this book | 


| contains lighting tables to enable | 


the quick calculation of the num- 


_ber of units required to illuminate 
any given area. 


Frank Adam Electric Co., St. 
Louis, Mo.—Panelboard catalog | 
No. 45 is a recent publication of | 
this company. It is well illustrated 
and includes price lists and speci- 


| fications on the complete line of 
| panelboards and steel cabinets. 


—This company has just issued 
Catalog D-1 covering cutout box- 
es, cabinets, and 


ing complete description and illus- 
trations of these products, in- 


cludes new list prices on the cut- | 


out boxes and cabinets. 


been issued by this company. It 
is entitled “L’Art Moderne” and 
illustrates and describes many of 


Bryant Electric Co., Bridgeport, 


ing a new edition of its “Standard 
Wiring Symbols for Buildings.” 
The revision includes the latest 
standard wiring symbols and 
copies of the chart will be mailed 
on request. 


Bulldog Electric Products Co., 
Detroit, Mich—A catalog devoted 


All-Steel-Equip Co., Aurora, Ill. | 


“Fuse-Cabs.” | 
| This catalog, in addition to carry- 


Macbeth-Evans Glass Co., Charle- | 
roi, Pa.—A very artistic folder has | 
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QUALITY, 


Heavy Duty 


Transformer 








é 


Where transformers of 
larger capacity and 
heavier duty are required 
it will pay to use the 
Dongan Heavy Duty 
Transformer. 

For use with Annuncia- 
tors and alternating cur- 
rent transformer bells. 


Special Transformers for All 


Requirements 


Complete information on request. 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, 


F (TRANSFORMERS of MERIT for FIFTEEN YEARS 





Detroit, Mich. 
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steel guards are made 
in sizes to protect all 
lamps up to 200 watt. 
Flexco-Lok close with 
key and Flexco with 
screwdriver. Work this 
line. 


Flexible Steel Lacing Co. 


4698 Lexington St. 
Chicago, III. 











These tin finished ; 
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ESKIMO 


Appliances 


are in big demand 





The FAN Business 
Is Still Brisk 


Jobber salesmen can make a lot of extra money 
by following up now on their fan customers 
for profitable repeat orders . . . ESKIMO 
FANS are well built and thoroughly reliable. 
. ; There is an ESKIMO Desk Fan _ for 
every use—sizes 8, 9, 10 and 16 inch. Liberal 
discounts and quick turnover. 


Hair Dryers 


ESKIMO Hair Dry- 
ers are fast selling 
. Every woman 
must have one and 
thousands are sold 
for professional 
use ... Handsome 
nickel and enamel 
finish. List price— 
$6.00 West of 
Rockies—$7.00. 





Drink Mixers 


The ESKIMO Kitch- 
en Mechanic is 
ideal for mixing 
drinks, mayonnaise, 
dressings, whipping 
cream, beating 
eggs, etc. Complete 
with adjustable 
stand and 7 feet of 
cord, Sento switch 
and two-piece plug. 
List price $7.00. 
West of Rockies— 
$8.00. 





















Write Today 


for complete sales information on 
ESKIMO Appliances — all big money 
makers for jobbers and their salesmen. 


United Electrical 
Mfg. Co. 


Adrian, Mich., U. S. A. 
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RomeX job 


East side, west side, all around 
the town —in every commu- 
nity there are many homes that 
need rewiring. They need 
modernizing inside the walls. 

For such work RomeX is 
ideal. On every job there’s 
profit for your customers. Yet 
RomeX is so simple to install 
that more jobs can be finished 
each month. 

Lighter to handle—easier 


to fish through old walls— 
fewer fittings to use—smaller 
stocks needed —these are 
RomeX characteristics that cut 
costs. They mean a less expen- 
sive job for the home owner and 
larger profits for the contractor. 

It is to your advantage to 
recommend RomeX. Write 
for the latest RomeX booklet 
—free. It will give you all 
the facts. 


ROME WIRE COMPANY, Rome, New York 


Division of General Cable Corporation 


ROME 


2911-R 


WIRE 
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Economy Fuse & Mfg. Company 
CHICAGO, U.S. A. 





Every Worth While Accessory 


is in the New Belden Line 


Check over this extensive group of aerial equipment, cords, 
and radio accessories. Practically every item that can be 
needed by radio owners and radio servicemen is included. 


Here is a line of highest quality—backed by a name 
well and favorably known in the radio industry— 
that meets every requirement of radio wire 
accessories. Here are products you can sell 
with every assurance of satisfactory per- 
formance; products that are sold by 

jobbers everywhere. 


Again this year an extensive advertising 
program will give added impetus to the 
fast-moving Belden line—paving the 

way to more profits for aggressive 
radio dealers. 











Sell the Complete Belden Line of 
Accessories as you do your 
complete line of sets. 


Belden 


Manufacturing 
Company 
2324-A S. Western Ave 


Chicago 
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INSTALLED IN % THE ESTIMATED TIME 


On a certain big lighting job (name of building, 
jobber and contractor on request) the bidder es- 
timated $1.00 per fixture as the cost of installing 
ceiling units. 

When the work was completed it was found that 
the actual time-cost of installing “Red Spot” 
Bronze Embossed Ceiling Units was only 

25c per fixture. 

This saving of 75c per unit in labor 


RED 
BRONZE EMBOSSED 














cost was all gravy for the Con- 

tractor. 

Jobbers’ Salesmen will increase their vol- 

ume of business and do a service to their con- 
tractor-customers when they explain to their trade 
that this profitable labor-saving is built into the 
Wakefield Bronze Embossed Line. Examine the 
cross section diagram and you will see how and why. 
The ceiling strap, carrying a special porcelain 


socket with threaded metal cover, has slots, bayonet 
holes and adjustable vertical tongue connection 
which provides a quick means for hanging under 
any and every condition. With the straps in place 
on the ceiling and the socket connected to circuit, 
the room may be lighted during the completion 
of building construction and decoration. 

Then, after all the “dirty work” of 

building is finished, the fixture shells 


SDOT 


CEILING UNITS 














are taken from their boxes, as fresh 

and perfect as when they left our fac- 

tory, and are installed by simply screwing a 
threaded collar onto the socket cover—which is 
about as quick and easy as screwing the top on a 
mason jar. We claim that Wakefield “Red Spot” 
Hangers and Ceiling Units ‘cost less on the 
ceiling’’—which is just another way of saying that 
they pay more profit to the Lighting Contractor. 


ee 
The F. W. Wakefield Brass Co., Vermilion, Ohio, U.S.A. 















